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Ford, 5 Other Cars 
Boost Sales Shares 
..- During 3rd Quarter 


By Robert M. Lienert 
Associate Editor 

IX car makes, with Ford leading 

the way, rang up share-of-sales 
gains in the third quarter of this 

year. 

Compared with their percent- 
ages of first-half registrations, 
the following makes showed im- 
proved sales performance: Ford, 
up 1.08 percentage points; Chev- 
rolet, 0.43 points; Mercury, 0.38; 
Dodge, 0.07; Chrysler, 0.04, and 
Lincoln, 0.03. 

Ford still has a wide margin to 
close, however, since Chevrolet's 
penetration for the quarter was 
26.50, compared with 22.63 for Ford. 

+ * + 
N AKES which showed smaller 
+ third-quarter penetrations, as 
compared with the first half, were: 
Buick, down 0.54 percentage points; 
PlymouthK, 0.44 points; Oldsmobile, 
0.34; Péntiac, 0.31; Studebaker, 0.26; 
Hudg6n, 9.12; DeSoto, 0.08: Pack- 
ard 0.08; Imperial, 0.04; Cadillac, 
| 0/2, and Continental, 0.01. 
ee en ae Jn share of Nash was 
o re hanged. 
“eo Automotive News’ compilations 
of market penetrations are based 
+h just-released data assembled 
by R. L. Polk & Co., industry 
statisticians. 
| Ford Motor Co. was the only cor- 
poration to show an increase in the 
re third quarter. It boosted its market 
wae | Share by 1.48 percentage points to 
| 28.40 percent. 
(The share of miscellaneous 
(Continued on Page 4, Col. 1) 


© 645,000 Cars Due in Month, 
= Highest Output Since Jan. 


By Martin L. Whitmyer 
Staff Writer 
EADING toward a goal of 645,- 
000 cars for November, U. S. 
auto manufacturers last week in- 
j creased assemblies to 133,578 units 
- highest weekly total since Apr. 
14, when the industry rolled 135,928 
cars from the lines. 
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Three More '57s from GM 
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How They Fared ... 


New-Car 
Registrations 


By Makes 


Third Quarter vs. First Half, 1956 


Pet. Pet. Pct. Pt. 
Share Share Change 
of 3rd sof Ist in 

Half Share 
Regis. of Mkt. 


— .12 
— 12 


AM, MOTORS 
Hudson 
Nash 
CHRYS, CORP. 
Chrysler .... 
Imperial 
DeSoto . 
Dodge . 
Plymouth 
FORD MOTOR 
Ford 
Lincoln 
Mercury 
Continental 
GEN, MOTORS 
Buick es 
Cadillac 
Chevrolet 
Oldsmobile 
Pontiac 
S-P 
Packard oe 
Studebaker . 118 144 — 
MISC, 158 137 + 21 
Automotive News compilation from 
R. L. Polk & Co, data. 
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iliac Unveils Fleetwood Hardtop— 
dtops dominate the Cadillac line for 1957. The company has removed the center posts from its Series 62 four-door sedan 
from the Sixty Special four-door, a one-model series with a Fleetwood body. Cadillac's 1957 cars have new bodies and new 
. Horsepower has been hiked to 300 with a 325 rating available on Eldorado models. (Story and other pictures aré on 
20.) 
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U. S. car output has exceeded 100 
percent of Automotive News’ 
three-year index for auto assem- 
blies. 


Last week’s output was 106.4 per- 
cent of the three-year index, as 
compared with the previous week's 
output of 117,583 cars. The previ- 


ead 
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. ° ’ 
Oldsmobile Presents Its ‘Biggest Change in 20 Years'— 
Oldsmobile deale:: are displaying their 1957 line which features a new body and, frame, ball-joint suspension, 277- 
Rorsepower engine and “accent-stripe” side moldings. This Super “88” hardtop is One of 17 models. Station wagons are 
Hered this year for the first time since 1950, and a convertible has been added to Ahe Golden Pocket "88" series. Story and 


TE a ta Be ae 


@ther pictures are on Page 41.) / 
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7 Pontiac Boasts New, 270-Horsepower Engine— 


Queen of Pontiac's hardtops is the Star Chief four-door Catalina. It is one of 16 new models which dealers put on display 
Mist week. The car has a new 347-cubic-inch engine which has a compression ratio of 10 to 1 and delivers 270 horsepower 
© four-barrel carburetor. Styling changes include a redesigned front end, tail fins and 14-inch wheels. (Story and other 


‘. 


$s are on Page 48.) 


It also marked the first time 
since the week ended Apr, 28 that 


Top Cars 


New-car registrations for nine 
months: 
D | 1956 Pos. 
1—1,209,036 
2—1,010,736 
431,130 
377,632 
350,495 
282,559 
219,223 
170,731 
109,910 
86,424 


Make 
Chev, 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mere, 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Nash 
Stude. 
Lincoln 
Hudson 
Packard 
Imperial 
Cont’! 
Mise. 42,493 
Total All Makes 
4,612,825 5,469,128 
Further details on Page 36. 


1955 Pos. 
1,220,094— 1 
1,168,850— 2 
585,650— 
515,569— 
454,973— 5 
407,957— 6 
281,286— 7 
217,815— 8 
108,571—10 
114,062— 9 

92,133—11 
74,327—13 
716,685—12 
24,084—16 
35,243—15 
40,085—14 

9,251—17 


4 





cent of the index. The week e : 
Apr. 28 saw the manufacturers tuftn 
out 127,158 cars for 101.3 pereent of 
| the index, 

x « * 

| HOULD the manufacturers attain 
their November goal, it would 
|mark a 65.8 percent boost over 
| October’s output of 389,012 cars and 
;set a monthly high for the year. 
| Best output month thus far was 
| January with 612,077 cars. The 
| 645,000-unit goal, however, is 13.8 
|percent below the 749,003- cars 
turned out in November a year ago. 


October’s output was 104 per- 
cent above September’s 190,709 
cars, but some 249 percent off 
October a year ago, when the 
makers rolled 517,863 cars from 
the lines. 

Last week’s 13.6 percent increase 
over the previous six work days 
was led by General Motors, which 
boosted output some 29.8 percent. 
American Motors was up 24.7 per- 
cent from the previous week; Stu- 
debaker, 2.2 percent, and Ford, 1.4 
percent. 


ous week’s operations were 98.7 raed 


* * * 


HRYSLER Corp.’s output of 20,- 
600 cars during the week was 


off 2.7 percent from the previous 
| (Continued on Page 53, Col. 3) 
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Tight Money Hi 


es on Public? 





Finance Men Hopeful 
Of Ample Auto Funds 


we YORK, — New money — 
despite the “tight-money” situ- 
ation — will be forthcoming to fi- 
nance a production increase in new 
1957 autos if the public likes them 
enough, according to opinions ex- 
pressed at the meeting here of the 
American Finance Conference, a 
trade association comprised of sales 
finance firms. 

“We don’t believe we can tell 
yet how well they (the public) 
will like them,” observed Robert 
L. Oare, chairman, Associates In- 
vestment Co, 

“There’s always a flurry at first 
because of people who've waited for 
the new models to come out. In 

January, we'll get a better feel of 
the market.” 

a * + 
_—_ is great competition for 
available savings and savings 
must be increased if a substantial 
increase in the production of cars 
is to be financed,” said Edwin P. 
Latimer, president, American Dis- 

count Co. of Georgia. 

It was generally believed that 
1957 will be as good as or better 
for the sales finance companies 
than 1956. However, profits — to 
stay the same or increase — will 
have to come on a greater dollar 
volume of business. 

The tight-money situation will 
continue, the mem bers believe. 
“It will take an awful lot of 
money to finance a 10 percent in- 
crease in volume of cars,” said 
Oare. 

Financing terms will be shorter 
and costs to buyers probably will 
be higher. 

“The prime rate has gone up 
since last April from 3 to 4 percent,” 
said R, Earl O’Keefe, president, 
Southwestern Investment Co., Ama- 
rillo, Tex. “That’s an increase of a 
third. 

> 7 * 
“WE HAVEN'T been able to pass 
along anything like that to 
customers, but we can’t absorb any 
more,” he said. 

John E. Murdock, president, Mur- 
dock Acceptance Corp., Memphis, 
said he didn't think sales would be 
slowed down by an increase in 
wholesale rates that finance firms 
charge dealers to acquire new in- 
ventory. 

“If there’s enough increase, auto 


Business 
Barometer 


Auto Production — 155,535 cars, 
trucks in week vs. 209,092 year ago. 
Business Failures — 271 in week 

237 year before. 
Department Store Sales — Up 
2 percent from year before. 

Freight Loadings — 816,803 cars 
in week, a decline of 12,845 from 
year before. 

Gasoline Stocks — 171,985,000 
barrels, a decline of 1,102,000 barrels 
an week. 

Jobless Claims—182,000 in week 
176,600 year before. 

New-Car Registrations — 4,- 

612,825 in 1956 to date vs. 5,469,128 

year ago. 

New-Truck Registrations—685,- 
662 in 1956 to date vs. 700,466 year 
ago. 

Oil Stocks — 283,608,000 barrels, 
an increase of 2,051,000 barrels. 

Steel Output — 100.6 percent of 
capacity estimated vs. 101.3 percent 
week earlier. 

Used-Car Prices — $1,046 in 
November to date (including 57s) vs. 
$784 in October. 

Wholesale Prices — 114.9 per- 
cent of 1947-49 index vs. 115 percent 
week earlier. 

| har ae 


Common Stocks 
i. Oct. 


31 
5% 5% 
74%, 73% 
58% 57% 
47Y_g 45%, 
5% 


5% 
38.25 


vs. 


vs. 


1956 
Low 


5% 
60 
51% 
40% 

5% 


High 
8% 
87 
63% 
49, 
10% 


Am. Motors 
Chrysler 


Average 











dealers will pass it on to the pub- 
lic,” he said. 

An increase in liquidation of auto 
debt would help the money situa- 
tion, it was said at the meeting. 
Sales of 1954 and 1955 will be paid 


off in 1956 and 1957, thus freeing 


funds for reinvestment. 
* ++ * 


ca E. FRIBLEY, NADA pres- 
ident,-called on members of 
the Finance Conference to work 
more closely with 
auto dealers. 
He termed the 
dealers’ lack of 
knowledge of the 
true costs of sell- 
ing automobiles 
one of the major 
factors in dealer 
failures. 

It will be“around 
the first of the 
year” before the 

Cari E. Fribley extent of the 1957- 
model market will be determinable, 
Fribley said. He reported, however, 
that dealers were extremely “opti- 
mistic” about sales. 

“With the economy strong, the 
gross national product at an all- 
time high and dealer stocks of 
new 1956 models and used cars at 
a very low level,” he added, “the 
road ahead for the 1957 model 
year looks clear and straight. 

“But the willingness of the public 
to buy, at higher prices, these 
greatly improved and radically 
changed new cars has not yet been 
assayed.” 

* = * 
aa of larger amounts 
of credit in the face of the in- 
creased cost of money is a problem 
which Fribley said would have to 
(Continued on Page 8, Col. 1) 


AMC’s Metro 


Emerges from 
Testing Stage 
DETROIT. — Growing interest in 
small and compact cars in the U. S. 
has led American Motors to take 
its Metropolitan automobile out of 


the “market testing” stage, accord- 
ing to George Romney, president. 


Sales of imported cars in the U. S. 
will nearly double in 1957, he pre- 
dicted, with the company planning 
a 150 percent increase in Metropoli- 
tan output. The “Metro” since 1954 
has been manufactured in England 
by Austin Motor Co., Ltd., for sale 
in the U. S. and Canada by Nash 
and Hudson dealers. 

The AMC president said that 
AMC and Austin distributors will 
sell the Metropolitan in most 
foreign countries. American Motors 
will continue to have exclusive sell- 
ing rights in the U. S. and Canada, 
and also will retain sole rights for 
sales abroad to U. S. and Canadian 
military and diplomatic personnel. 

“Domestic sales of Metropolitan 
cars this year have been very en- 
couraging, particularly since the 
car has been marketed on atest 
basis with very little advertising or 
sales support,” Romney said. “On 
the market only a little over two 
years, the Metropolitan has been 
the second largest selling imported 
car in this country (trailing Volks- 
wagen).” 

J. W. Watson, sales manager of 
the Metropolitan, has increased 
AMC’s goal to 20,000 Metropolitan 
sales in the United States, against 
approximately 7,500 in 1956. 

Programs under development to 
boost Metropolitan sales include in- 
creased advertising and promotion. 
Details will be announced in the 
near future, Romney said. 





Dealer Bankruptcies 


Decline in Canada 


OTTAWA.—There was a decline 
from 18 to 24 automobile dealer 
bankruptcies in Canada for the 
first half of 1956, as compared 
to the first half of 1955, accord- 
ing to government reports, 





Ford's New Ranchero— 


An entirely new idea in a commercial vehicle, the Ford Ranchero combines the 
luxury appearance of a car with the working ability of a pickup truck. The vehicle 


carries a payload of almost three-fourths 
begin later this year. 


of a ton. Production of the Ranchero will 


Ford Mates Car and Pickup 
To Produce ‘Ranchero’ 


QUITMAN, Ga, — A commercial 
vehicle that looks, rides and 
handles like a passenger car but 
does the work of a pickup truck 
was unveiled today (Nov. 12) by 
Ford division. 

The Ranchero, 16 inches lower 
and 18 inches longer than a 1956 
Ford pickup, resembles the new 
Ford passenger car from the 
front bumper to the vehicle’s mid- 
point. But from the mid-point 
to the rear, the vehicle is a highly 
styled pickup truck, 

The truck is the first in the in- 
dustry to have a gold anodized 
aluminum strip as an option with a 
two-tone color scheme like Ford 
passenger cars. The interiors are 
the same as in Ford’s 1957 station 
wagon. 

The new vehicle, a closely kept 
secret during its development 
period, was revealed for the first 
time today, at a countywide celebra- 
tion honoring 21-year-old Wesley 
Patrick. Patrick was just chosen 
1956 Star Farmer of America by 
the 380,000-member Future Farmers 
of America. He will be given the 
first Ranchero off the assembly line 
when production starts in Decem- 
ber. 

The vehicle’s payload capacity is 
nearly three-quarters of a ton. In- 
stead of a pickup box mounted on 
the rear of a cab as in conventional 
truck design, the Ranchero is an 
integral unit with a completely 
welded body and a double steel floor 
for added strength and rigidity. 
Unlike regular pickup truck bodies, 
the load space covers the full width 
of the vehicle for easy side-loading. 

The Ranchero is offered with 
either standard, overdrive or Fordo- 
matic transmission. 

The trucks come in two models, 
the Ranchero with a 272-cubic- 
inch V-8 engine with 190 horse- 
power and the Custom Ranchero 
with the 292-cubic-inch V-8 
engine developing 212 horsepower. 
Each also is available with the 
144-horsepower six. 

As another important truck first, 
the Ranchero has space for luggage 
and a spare tire behind the seat in 
the cab. Ford's ball-joint front 
suspension, heretofore available 





Early Bird— 


Glen Graulich, sales manager, Schetter 
Chevrolet, Menomonee Falls, Wis., was 
determined his dealership would be one 
of the first to deliver a 1957 Chevrolet 
on announcement day. Shown in his 
nightclothes, Graulich delivers a new 
model to Mr. and Mrs. E. J. Oberleitner at 
_ 12:01 a.m., Oct. 19. 


on the Ranchero. 


the year. 





INTRODUCING 
THE 1957 


2% FLASH 8: 


“Last year they just used 
searchlights.” 


Dealers Pull Out 
Prdfotion Stops 


Time-Tested Stunts 
Dominate Debuts 


f prew 1957 models are being in- 
troduced to the public across the 
country with considerable flourish. 

Some new ideas may develop; 
there appears to be a lot of mile- 
age left in time-tested gimmicks. 

One of the older stunts was 
resurrected in New Orleans, where 
Courtesy Dodge-Plymouth, Inc., 643 
N. Rampart St., displayed a 1957 
Ford and a 1957 Chevrolet along 
with the 1957 Plymouth. 


Charles Sheppard, president, was 
quick to point out that the Ford 
and Chevrolet were not for sale. 

= * ~ 


GF ACE prowled the steets of 
Huntington, W. Va., to make 
sure the terrestrials realized that 
new Dodges and Plymouths at Tag 
Galyean, Fourth St. at Fourth Ave., 
were “out of this world.” 

The cars required downpay- 
ments, but Galyean gave away 500 
space ships. Actually, the space 
ships were plastic drink shakers, 
but Galyean in newspaper ads 
solemnly assured youngsters that 

,each one was a “model of the 
XY-7 space ship.” 

For the worldly, Galyean gave 
away a “beautiful cultured rose” to 
the first 500 women visiting the 
dealership during the promotion. 

Galyean also billed a “talking 
Dodge,” which it said talks to you 
like a human being (and) answers 
all your questions.” 

(There was an_ unconfirmed 
report that the “talking Dodge” 
clammed up when a customer asked 
it why the salesman wouldn’t allow 
him an extra $50 on his tradein. 

* of * 
HODES-W ALKER Chevrolet 
Co. 210 MacCorkle Ave., 
Charleston, W. Va., stated bluntly 
|that its policy is to “get as many 
, 1957 Chevrolet cars and trucks as 
(Continued on Page 52. Col. 3) 





only on passenger cars, is standard 


The vehicle will be introduced to 
the public shortly after the first of 






57s on U.C. Index 
Push Price $90 
Above °56 Debut 


‘New’ Cars Open 
At Average $2,416; 
Older Models Strong 


By Robert M. Lienert 
Associate Editor 

ITH new models f! Owing 

through wholesale auctions jp 
considerable volume, 1957 models 
have been added this week to Avro. 
MOTIVE News’ index of wholesale 
prices. (Page 42.) 

At the same time, 49 models 
have been excluded from the 
auction computations, giving the 
average price a new base of eight 
model years—1950 through 1957, 

The newly established price of 
$1,046, therefore, is not comparable 
to the previous week’s figure of 


$784. 

A YEAR ago, when 1956 models 
were added and 1948 models 

were dropped, the average price 

was $956 — or $90 lower than this 

year. 

The used-car market remains in 
a state of flux during this year’s 

stetchout of new-model introduc- 
tions. Some auctions report 

buyers bidding cautiously, while 
others say that arena action 
remains intense as ever. 

One Eastern auction operator, 
who privately advises his used-car 
customers to “lay off” ’57 models, 
reported a 100 percent sales ratio 
on “new” cars last week. 

Auction operators generally were 
in agreement that prices are being 
propped up by a continuing scarcity 
of units. 


* * * 


* * * 


N THE overall wholesale market, 


buyers have been bearish on | 


later models and bullish on units 
four years old and older. 

According to Automotive News 
index, the average 1957 entered 
the wholesale market at $2,416 
A year ago, ’56s made their debut 
at $2,353. 

After some fiuctuation, the “new” 
56s closed out the year at $2,3%¢ 
and held above $2,200 until May. 

It remains to be seen whether 
57s can maintain similar strength 
in the used-car market for their 
first six months on the index. 

7 + + 
N OLDER models last week the 
price trend was downward 
although ’53s gained $9 to reach an 
average of $686 and ’50s advanced 
$4 to total $237. 

Price declines were: ’51s, down 
$5 to $307; ’54s, down $20 to $1, 
007; ’55s, down $22 to $1,395; ’52s, 
down $39 to $424, and ’56s, down 
$81 to $1,394. 

The setbacks administered to 
prices of 56s, ’55s, ‘54s and ‘52s 
were severe enough to establish 
new lows for those models. 
ee 

September Sales Score 


For New Cars 
New-car registrations for Sep- 
tember: ° 


1956 Pos. Make 1955 Pos. 
1—116,519 Chev. 164,768— 1 
2— 87,282 Ford 137,089— 2 
3— 40,604 Buick 70,030— 3 
4— 32,148 Olds. 57,760— 4 
5— 31,117 Plym. 56,536— 5 
6— 25,310 Pontiac 48,291— 6 
7— 21,860 Mercury  33,320—7 
8— 15,400 Dodge 24,716— 8 
9— 10,903 Cadillac 11,267—10 

10— 7,870 Chrysler  11,277—9 
1l1— 6,960 DeSoto 8,726—11 
12— 6,007 Nash 7,997—12 
13— 4,742 Stude. 7,466—13 
14— 2,819 Lincoln 2,682—16 
15— 2,084 Hudson .278—15 
16— 1,837 Packard 4,087—14 
17— 455 Imperial 704—17 
1Xx— 87 Cont’l 
7,017 Misc. 4,538 
Total All Makes 
421,021 654,532 


Further details on Page 36. 
$e 


Chicopee Hikes Prices — 
NEW YORK. — Chicopec Mills 
Lumite division has announced & 
increase in price of approximately 
5 cents per yard on Lumite 
Saran fabrics. The firm said 
hike was due to higher manufac 


turing costs. 








a repu 
bility 
ing pri 
directl; 


Akr 


Pai 





ble to 
sched 
effort 
auto « 
tender 
In 
dealer 
schola 
Akron 
Firr 
contri 
lor Px 
(Ford 
Inc.; 
bile); 
Dutch 
Ponti: 
sula; 
West 
Merk! 
Myers 














ring 
ns in 
dels 
AUTo- 
esale 


the 
the 


7, 

e of 
rable 
e of 


odels 
odels 
tice 


8 in 


& 


eeeee 
















other day I ran across a 
bulletin that Ralph E. Caverlee, 
gecretary-manager of the Montgom- 
ery County Automotive Dealers 
Assn., Dayton, O., sent to his mem- 
bers. 


It is on the subject of better) 
business practices. His advise and_| 


inspiration is too good to be lim- 
ited to distribution to the Dayton 
territory. 

Therefore, we print it below in 
full: 

“A very pronounced change in 
the buying habits of new-car buy- 
ers has been noted throughout 
the industry for some time and 
that change is becoming more 
evident as the days, weeks and 
months go by. 

“Time was when the auto buyer 
went no farther than to the nearest 
dealer for the car of his choice. 
Nor was there really any need for 
him to go farther since the man 
with whom he was dealing enjoyed 
a reputation for integrity and sta- 
bility of long standing and the ask- 
ing price for the cars he sold was 
directly in line with what those 


Akron Tribute 
Paid 12 Dealers 
For School Aid 


AKRON. — Twelve Akron area 
auto dealers were honored at a civic 
dinner for their contributions to the 
driver-training program in Akron 
and Summit County high schools. 

At a dinner sponsored by the 
Akron Automobile Club and 
attended by school and civic 
leaders, the dealers were lauded for 
their long-time support for the pro- 
gram, one of the first in the nation. 
Currently 27 cars furnished by the 
dealers at no cost to the schools 
are being used. 

The auto club licenses the cars 
and provides the insurance. The 
program was inaugurated in 1938. 

David J. Towell, the dealer rep- 
resentative on the auto club board, 
declared that the Akron program 
is “No. 1 in the nation because of 
the cooperation given the dealers 
by the club.” 

Because of the expensive nature 
of the vehicles, it would be impossi- 
ble to carry out the driver-training 
schedule without the cooperative 
effort of both the dealers and the 
auto club, Martin Essex, superin- 
tendent of schools, said. 

In addition to the cars, the 
dealers have provided six four-year 
scholarships to the University of 
Akron to top student drivers. 

Firms receiving plaques for their 
contributions of plaques were Tay- 
lor Pontiac; Laughman Motors 
(Ford), Barberton; City Chevrolet, 
Inc.; Dave Towell, Inc. (Oldsmo- 
bile); Kemp Brothers (Mercury); 
Dutch Folk Chevrolet; Anderson 
Pontiac; Bigelow Chevrolet, Penin- 
sula; Marhofer Chevrolet, Stow; 
West Chevrolet, Mogadore; Wayne 
Merkle Ford Co., Mogadore, and 
Myers Ford, Hudson. 
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Washington Column 














same cars could be purchased for 
elsewhere. 


“To be realistic, however, we 
must recognize that time changes 
things. As the cracker-barrel corner 
grocer has given way to the good 
supermarket and the kindly dry 
goods merchant has banished in 
favor of the modern department 
store, so has the automobile dealer, 
who pioneered the industry through 
the duster and goggles era, been 
replaced by the ultramodern, fast- 
selling dealership of today. 

“Thus, progress has been rightly 
served to the benefit of all. 

+ * + 


Some Things Don’t Change 


“MJONETHELESS, there are cer- 

tain basic traits of character 
that the customer still expects in 
those from whom he purchases his 
car of today. It matters not that he 
is dealing with a big, thriving, bus- 
tling dealership or a small one of 
modest appointments, he expects 
and rightfully deserves a fair deal, 
courteous treatment and an honor- 
able solicitation of his business 
through truthful, wholesome adver- 
tising. 

“Because a minority of car 
dealers have failed him in many | 
of these basic qualities of good 
merchandising, the customer has 
changed his buying habits al- 
most entirely. Having lost faith 
in a few, he has suddenly be- 
come a shopper par excellence, 
armed with all the implements 
needed to exact an eye for an eye 
and a tooth for a tooth. 

“How and where he acquired his 
great passion to get something for 
nothing is certainly no mystery, 
for it was created by what dealers 
themselves have taught him to be-| 
lieve. And, the car buyer, being a) 
very apt scholar, has learned his} 
lesson very well. 

“Those who would question this) 
reasoning are obviously in the Rip 
Van Winkle class and haven't seen, 
read or heard the fabulous offers of 
high discounting, and giveaways 
made by the retail auto trade that 
have been jamming the airways 
and news columns for lo these 
many months. For it was from this 
very source that the average car 
buyer has been educated to believe 
that there is no end to what he can 
get for nothing. And, his intelli- 
gence has been alerted to the fact 
that if so much can be given away, 
then indeed, the retail automobile 
industry is operating on a fabulous 
margin of profit. 
> 


Customers Surveyed 


: AT on earth ever made us 
come to such a conclusion? 


What prompted us to dream up| Ba 


such fantastic ideas? Well, to that 
query, we have the very best an- 
swer in the world. These conclu- 
sions were reached as a result of 
what the car buyer of today has 
told us himself in reply to a survey 
made right in our own back yard. 

“We were concerned over the 
fact. that new-car dealers from 
other areas were making deep in- 
roads into our local and county 
market. Frankly we were alarmed| 
to learn that the trend had swung 
decidedly against our own area 
dealers over a three-year period, 
and were downright frightened to 
see that trend continue through the 
nine-month period. 

“These things just don’t hap- 
pen. There is a definite reason 
for them and we determined to 
find out that reason with the 
least possible delay. So we de- 

signed a sort of questionnaire 
type of letter and sent it to every 
county resident who took title to 
@ new car from any source out- 
side our own county. 

“Our letter, first of. all, compli- 
mented the buyer on the purchase 
of a fine new automobile, and then 
expressed our curiosity as to why 
the purchase was made. from a 
source outside of the buyer’s own 
community. We expounded the ben- 
efits derived from buying from a 
dealer in the home town, reciting 
how the economy of the community 
(Continued on Page 53, Col. 4) 
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Dealers tell me 


By John 0. Munn 





Factories Broaden Aids for Dealers . . 








Cost Control Pushed 


By Joseph M. Callahan 
Staff Writer 
posnaess management, the de- 
partment at each factory which 
is charged with seeing that dealers 
make money, has taken on new 
importance. 

An Automotive News survey on 
business management in the auto 
industries has revealed that the 
factories now employ 576 fulltime 
business management specialists— 
511 in the field and 65 in the home 
offices. 

Although the first business 


management department was 
founded 29 years ago, this func- 
tion has really come into its own 
during the last few years for 
these principal reasons: 

1. Increased competitiveness of 
the auto market. ; 

2. Greater dealer mortality. 

3. Stronger factory feelings that 
dealers must prosper. 

4. Heightened receptiveness of 
dealers to factory help in this field. 

* > = 


ON E factory official said today’s 
dealer is more business- 





Minnesota Dealers Elect Officers— 


Officers elected at the annual convention of the Minnesota Automobile Dealers 
Assn. in St. Paul ore, from left, Leo B. Faricy, St. Paul, general manager; H. R. Conner 
(Ford), Bemidji, treasurer; George Graham (Oldsmobile), Winona, first vice-president; 
R. C. Rinkel (Chevrolet), St. Paul, president; C. Herbert Anderson (Oldsmobile-Cadillac), 
Virginia, past president; W. Harold Queenan (Dodge), St. Paul, second vice-president, 
and John Woodhead (Ford), Minneapolis, secretary. 





Sutter Calls for Harmony 
But Warns Factories 


a stablizing influence without any 
incumbent decrease in total 


BILOXI, Miss.—Smoothing oil was 
poured on dealer-factory waters 
troubled by the “good-faith bill”! volume. 
when Fred Sutter, first vice- Underscoring the practical value 
president of NADA, addressed the| in business of the ageless principles 
Mississippi Automobile Dealers | of fair-dealing, Sutter declared: 
Assn. convention last week. | “Regardless of modern merchan- 

“We have no desire whatever in| dising, so-called, and all the fancy 
NADA to fight the factories,” | promotion gimmicks which may 
Sutter declared. “In fact, quite the | bring temporary sales spurts, until 

contrary, for we! basic human nature changes, the 
still believe that | fundamental principles of Christian 
the place to/| relationship will prevail in the long 
resolve the indus-| run. Certainly, if any industry 
try’s problems is| needs to be built on this solid 
within the indus-!| Christian foundation, it is ours— 
try.” the biggest thing in America.” 
This verbal | Quoting from Albert Schweitzer, 
olive branch | the noted philosopher, Sutter told 
was tempered | the dealers: 
by a note of “You must give some time to 
solemn warning | your fellow-man. Even if it’s a 
to factories, as | little thing, do something for 
F. M. Sutter the speaker | those who have need of help, 
added: “However, what we said | something for which you get no 
in Miami Beach still stands: That | pay but the privilege of doing it. 
if our manufacturers should For remember, you don’t live in a 
refuse to discuss mutual problems (Continued on Page 52, Col. 3) 
at the conference table, then 
other approaches may again have 
to be taken.” 

Dealers should keep a file on all 
conversations with factory repre- 
sentatives, Sutter said. This file, 
if properly kept, could avoid a law- 
suit, he said. 

He pointed out that volume is still 
the goal of the manufacturers “for 
only through volume can you keep 
prices down,” He added: “this is 
fine, but it must be volume with 
reasonable profit.” 

What if factories overproduce as 
in 1955? If they do, Sutter said, the 
dealers have no one to blame but 
themselves, “because, how can they 
if we don’t. overbuy?” 

The Mississippians were told 
that the good-faith bill will have 











Wemhoft 


of Cassopolis and Charles Barrett of Port Huron . 
Ford dealers will be led by these officers next year: President Leo 


Louisiana Dealers 


To Convene Apr. 1 


NEW ORLEANS. — The 20th 
convention of the Louisiana Auto- 
mobile Dealers Assn, will be held 
here Apr. 1 at the Roosevelt Hotel. 


Bullinger; Vice-President Elmer 


four new members. 


minded. He added that NADA had 
done a good job of making dealers 
profit conscious. 

Exactly what does “business 
management” mean in the auto re- 
tailing world? 

In the simplest terms, business 
management is “control of ex- 
penses.” 

It is based on the realistic con- 
clusion that (1) sales volume can- 
not be immediately boosted appreci- 
ably and (2) that profit-per-deal 
cannot be increased, so—if a dealer 
wants to increase his profit—he 
will have to reduce expenses to the 
minimum effective level—just short 
of the point where the dealership’s 
efficiency is curtailed. Sometimes, 
a dealer’s spending will be below 
this level and greater expenditures 


will be recommended. 
* 7 * 


— key phrase in business man- 
agement is “unabsorbed over- 
head per car,” which is a. dealer- 
ship’s total expenses. minus his 
service and parts profit, divided by 
the number of units sold. 

For instance, if a dealer’s total 
expenses are $10,000 a year and his 
service and parts profit was $5,000 
and he sold 100 cars a year, his un- 
absorbed overhead would be $50 per 
car. 

On a nationwide basis, this figure 
actually ranges among Big Three 
dealers from $65 per unit to about 
$200 per unit. Not surprisingly, the 
most successful lines in recent 
years have been the lines with the 
lowest unabsorbed overhead per 
car. 

Business management pro- 
grams at each factory are basic- 
ally very similar and these pro- 
grams appear to have varied little 
during the past 30 years, except 
for refinements. 

Of course, each dealer body pre- 
sents its own special problems, For 
instance, Cadillac dealers have a 
tendency to say, “We'll worry about 
business management when the 
profits fall off.” Buick dealers are 
often reluctant to retail used cars. 
And Nash dealers sometimes have 
to be urged to pursue their ac- 
counts receivable. 

* = - 

OW does a dealer know whether 

he’s spending the right amounts 

of money in the right places? He 
determines this by comparing his 
expenditures with those of other 
dealers in his line, in his size-class 
and in his geographical area. 

To illustrate the last point, many 


manufacturers report that selling 
(Continued on Page 50, Col. 1) 


Car Buyer Sues 
Ohio Dealership 


ELYRIA, O. — Paul Slone, pur- 
chaser of a 1955 car from Elyria 
Motors, Inc., here, has filed suit 
charging the firm with misrepre- 
sentation and improper practices. 

Slone alleged that he signed blank 
papers with the understanding the 
car would cost $3,100. After making 
several payments, Slone said, he 
found the price had been changed 
to $3,830.81. The finance company, 
Western Reserve, Inc., also was 
| named in the suit, 





On the House .. . 


Well put is Jim Gorman’s dissertation on price 
packing. Says the Missouri dealer association man- 
ager, in part: “An occasional dealer admits ruefully 
to price packing... 
was drawn into a year or two back and doesn’t 
know how to eliminate it gracefully . . . Let’s help 
show the unfortunate dealer how to abolish this 
lewd levy and in doing so regain the good faith of 


admits it to be a situation he 


periment with “no high-priced entertainment” at 
its annual auto show, which opens Nov. 15. De- 
triot plans to do likewise at its January show... 
Milwaukee county dealers will elect officers at 
annual meeting Dec. 11... 

Michigan dealers have elected two new directors, R. T. Hayden 


. . Chicago-area 


Hassen, Secretary Lee Dietz and 


Treasurer Joseph Moore . .. Weshington State association has added 


—Pete W: «uHorr, Editor, 
Automotive News 
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Ford Only Company Gainer .. . 





Six Makers 


Capture 


Larger Sales Slice 


(Continued from Page 1) 


makes—comprised almost entirely 
of foreign cars—was up 0.21 per- 
centage points in the third quarter 
to a total of 1.58 percent.) 


* * * 


HRYSLER CORP'S share in the 
third quarter dropped 0.45 per- 
centage points to 15.33 percent. 
General Motors’ penetration was 
down 0.78 points to 51.14 percent. 

Studebaker-Packard and Amer- 
ican Motors changed places in 
sales rankings during the third 
quarter. AMC now ranks directly 
below the Big Three with a mar- 
ket share of 1.87 percent for the 
third quarter, compared with 1.68 
percent for S-P. 

At the end of the first half, S-P 
had outranked AMC, 2.02 to 1.99. 
AMC's third-quarter decline, how- 
ever, was only 0.12 percentage 
points, compared with 0.34 for S-P. 

For the third quarter, the Big! 
Three accounted for 94.87 percent 
of the market, compared with 94.62 
percent for the first half and 95.33 
percent in the third quarter a year 
ago. 

The Big Three's increased share 
of the third-quarter market, of 








Foreign-Car Sales 


First Nine Months, 1956-1955 


1956 1955 
Pos. Pos. 
1—36,757 Volkswagen 18,798—1 
2— 3,674 MG 2,704—3 | 
3— 2,763 Jaguar 2,736—2 | 
20,336 All Others 11,507 
Total All Foreign Makes 
63,530 5,745 





course, was accounted for entirely| 
by Ford Motor Co.’s gain, which 
more than offset the losses for 
Chrysler Corp. and GM. 

* * * 

ANKED in descending order,| 

market penetrations by make} 
for the third quarter were: Chevro-| 
let, 2650 percent; Ford, 22.63; 
Buick, 8.98; Plymouth, 7.89; Olds- 
mobile, 7.37; Pontiac, 5.92; Mercury, 
5.01; Dodge, 3.75; Cadillac, 2.37; 
Chrysler, 1.90; DeSoto, 1.66; Nash, 
1.38; Studebaker, 1.18; Lincoln, 0.74; 
Packard, 0.50; Hudson, 0.49; Im- 
perial, 0.13, and Continental, 0.02.) 
Penetration of miscellaneous makes 
was 1.58 percent. 

For the full nine-month period, | 
six makes showed gains in 1956 
over 1955. Miscellaneous makes | 
also increased and Continental's | 
share of the market was recorded | 
as a gain since it counted no 
registrations in the year-ago 
period, 

Nine-month gainers were: Chev- 
rolet, up 3.90 percentage points; 
Ford, up 0.54 points; Cadillac, 0.40; | 


Lincoln, 0.28; DeSoto, 0.03, and} 
Nash, 0.02. | 
Continental was carried as a 


gainer of 0.03 points and miscel- 
laneous makes were up 0.66 points. 
Makes with market-share losses 
for the first nine months were: 
Buick, down 1.36 percentage points; 
Pontiac, down 1.33 points; Plym- 
outh, 1.24; Oldsmobile, 0.72; Mer- 
cury, 0.40; Dodge, 0.28; Chrysler, 
0.22; Packard, 0.18; Hudson, 0.07; 
Studebaker, 0.05, and Imperial, 0.01. 
* * * 
AeeeD in descending order, 
market penetrations by make 
for the first nine months were: 
Chevrolet, 26.21 percent; Ford, 
21.91; Buick, 9.35; Plymouth, 8.19; 
Oldsmobile, 7.60; Pontiac, 6.13; Mer- 
eury, 4.75; Dodge, 3.70; Cadillac, 
2.38; Chrysler, 1.87; DeSoto, 1.71; 
Nash, 1.38; Studebaker, 1.35; Lin- 
coln, 0.72; Hudson, 0.57; Packard, 
0.55; Imperial, 0.16 and Continental, 
0.03. Penetration of miscellaneous 
makes was 1.44 percent. 

In the first three quarters of 
1956, the Big Three’s market 
penetration was 94.71 percent, 
compared with 95.09 percent in 
the first nine months of 1955, The 
smaller makers—S-P and AMC 
also had their combined share re- 
duced, from 4.13 percent to 3.85. 
The shares lost by all American 

makes, of course, were picked up 
by miscellaneous makes, which cap- 
tured a relatively larger share of 
the market (0.38 points) from the 





Big Three than from the smaller 
makers (0.28 points). 

Among the Big Three, General 
Motors and Ford Motor increased 
their shares, 0.89 and 0.45 percent- 
age points respectively, while 
Chrysler Corp. lost 1.72 percentage | 
points. | 

Here is the trend in corporate 
market shares: 


First 3rd 9 Mos. 9 Mos. 


| 
| 
| 
Half Qtr. 1956 1955 | 

General Motors 51.92 51.14 51.67 50.78 
Ford Motor 26.92 28.40 27.41 26.96 | 
Chryster Corp. 15.78 15.33 15.63 17.35 
American Motors 1.99 1.87 1.95 2.00 | 
S-P 2.02 1.68 1.90 2.13 | 
Miscellaneous 1.37 1.58 1.44 73 | 

* * * 


LTHOUGH six makes showed) 

gains in market shares for the 
first nine months, as compared with | 
the same period of 1955, only Cadil-| 
lac and Lincoln showed actual nu- 
merical advances. 

For the three quarters, Cadillac | 
counted 109,910 registrations, 

compared with 108,571 in the 1955 

period. Lincoln jumped to 33,225 

from 24,084 a year earlier. 

Chevrolet, Ford, DeSoto and 
Nash, while showing percentage- 
point gains, sold fewer cars than 
they did in 1955. 

Chevrolet, however, held a com- 
manding lead for the nine months, 
with 1,209,036 registrations, com- 
pared with 1,010,736 for second-| 
place Ford. 

* . * 
HE percentage-point method of 
market analysis, used above, 
shows each make’s performance in 


| relation to the overall market. If 


registrations are broken down on a 
straight-percentage basis — which 
relates esch line’s performance in 


relation tc itself—the following pic- 
ture for nine-month period 
evolves (19%* vs. 1955): 

Gainers ked in order were: 


Miscellanevus, 84.62 percent; Lin- 
coln, 63.64; Cadillac, 20.20; Chev- 
rolet, 17.48; Ford, 2.53; DeSoto, 

1.79, and Nash, 1.47. 

Declines by individual makes — 
on a straight-percentage basis — 
were: Packard, 24.66; Pontiac, 
17.83; Plymouth, 13.15; Buick, 12.70; 
Hudson, 10.94; Chrysler, 10.53; Olds- 
mobile, 8.65; Mercury, 7.77: Dodge, 
7.04; Imperial, 5.88, and Studebaker, 
3.57. 


How They Fared ... 


New-Car Registrations by Makes 
For Nine Months, '56-'55 


Total 
Regis. 


Ist 9 Mos, 


1956 





Plymouth 


Ford ......... 
Lincoln ae 
Mercury ................. 
Continental 

GENERAL MOTORS . 
Buick 





Chevrolet ; 

Oldsmobile ............ eae ; 

Pontiac 
STUDEBAKER-PACKARD 

Packard 

Studebaker 


MISCELLANEOUS ............... 
TOTAL 


*Includes Kaiser and Willys. 


—Automotive News compilations from R. L. 


U.S. Auto Credit Increases 
To $14.5 Billion in Sept. 


WASHINGTON.—Total outstand- | 
ing automobile credit in the U. S. | 
rose $3 million in September, 1956, | 
to $14,533,000,000, according to the 
Federal Reserve System here. 

This compared with a $356 mil- 
lion rise in credit during Septem- 
ber, 1955, and brought the total 
increase for the year ended Sept. 
29, 1956, to $1,458,000,000, the Fed- 
eral Reserve said. 

Of the total, $5.79 billion is held 
by commercial banks, $7.36 billion 
by sales finance companies, $576 
million by automobile dealers and 
other financial firms hold $801 mil- 
lion, the agency reported. 

All showed a gain during Sep- 
tember, 1956, except commercial 
banks, which dropped by $26 mil- 
lion, compared with a $133 million 
gain in September, 1955. 

Sales finance companies gained 
$22 million, compared with a rise} 
of $203 million in September, 1955; | 


|automobile dealers gained $1 mil- 


Drawings F riday 
For Pacific Show 


SEATTLE.—Space drawings will 
be held here Nov. 16 for the 1957 
Pacific Automotive Show, with 250 
manufacturers of automotive re- 
placement parts, repair equipment, 
tools, 
participating. 





s 


Back at ‘Em Again 
Off to California and a vacation are 


|Mr. and Mrs, Virgil M. Exner and their 
daughter, Bronwen, 13. Exner, who 


|in July, is expected to resume his duties 


| as styling director for Chrysler Corp. | 
| shortly after his return from the West | 


| Coast. 


chemicals and _ accessories | 


Fall 91 Percent 


_|Below Year Ago 
DETROIT. — Chrysler Corp.’s| with 





is | 
| recuperating from a heart attack suffered | 


lion, compared with a boost of $6 
million in September, 1955, and 
other financial firms’ total rose $6 
million as against $14 million in 
September, 1955. 


721,116 
86,424 
7,324 . 
79,005 
170,731 
377,632 
FORD MOTOR CO. .............. 1,264,449 
peaiisiaecadeniiien 1,010,736 
wee 933,225 
. 219,223 
1,265 





Total 

Regis. 
Ist 9 Mos. 

1955 
109,570 
35,243 
74,327 
948,830 
114,062 
9,251 
92,133 
217,815 
515,569 
1,474,220 
1,168,850 
24,084 
281,286 


Percent 
Share of 
1956 
Regis. 
1.95 
57 
1.38 
15.63 
1.87 
16 
1.71 
3.70 
8.19 
27.41 
21.91 
-72 
4.75 
-03 


51.67 
9.35 
2.38 

26.21 
7.60 
6.13 


1.90 
55 
1.35 


1.44 


Percent Pet. Pt. 
Share of Change in 
1955 Share of 
Regis. Market 
2.00 — .05 
64 — O07 
1.36 + 02 
17.35, —1.72 

2.09 

AT 
1.68 
3.98 


2,777,245 
585,650 
108,571 

1,220,094 
454,973 
407,957 
116,770 

40,085 
76,685 
*42,493 


100.00 5,469,128 


Polk & Co. data. 





1956, commercial banks gained 
$676 million; sales finance com- 
panies, $630 million; auto dealers, 
$29 million, and other financial 
firms, $123 million. 

A comparative study of credit ex- | 
tended and repaid for September 
in 1956 and 1955 shows that $1.150,- 
000,000 in credit was granted and 
$1,147,000,000 repaid in the month 
this year. This resulted in the $3 
million gain. 

In 1955, $1,500,000,000 in auto 
credit was granted and $1,144,000,- 
000 was paid back, giving a net 
gain of $356 million. 

Meanwhile, the U. S. Chamber of 
Commerce has defended the Fed- 
eral Reserve Board's “tight-money” 
policy. 

In its weekly publication, 
Washington Report, the chamber 
noted that business expansion and 
consumer desires have brought 
about a high demand for money. 

“Certainly it isn’t the duty of the 
Federal Reserve to encourage this 
growth with ‘loose’ money or fla- 
grant credit conditions,” the cham- 
ber declared. 

It continued: “Further, the board 


For the year ended Sept. 29, | has not caused any reduction in the 





— | size of funds available to the bank- 


|ing system for lending and invest- 
Chrysler Profits ling. Loans of the entire banking 


| system over the past fiscal year of 
| 1956 increased 14 percent. 


“By raising the discount rate, the 
Federal Reserve banks merely 
brought bank interest rates in line 
interest rates in other seg- 


nine-month earnings were 91 per-| ments of the economy. All these 


cent below the corresponding period 
of 1955, the company’s report dis- 
closed. The figures were $6,272,352) 
against $70,367,012. 

Comparing Chrysler’s nine- 
month and first-half reports shows 
that the company sustained a 
$12.4 million loss during the third 
quarter of 1956, First-half earn- 
ings were $18,671,471. 

Sales dropped 24.65 percent, ac- 
cording to figures announced by} 
President L. L. Colbert. For the 
first nine months of 1956, the cor- 
poration’s sales amounted to $1,- 
858,437,251, compared with $2,466,- 
251,614 for the corresponding period 
a year earlier. 

Third-quarter sales totalled $429,- 
652,648. 

The report also noted that the 
corporation’s investment in Dealer 
Enterprise dealerships was $4,879,- 
721 on Sept. 30. The figure was $3,- 
588,200 last Dec. 31. 

The decline in earnings, Colbert 
said, “reflects the substantial 
starting load costs for the most 
extensive model changeover ever 
made by Chrysler Corp. in a 
single model year.” He also men- 
tioned decreased third-quarter 
auto production. 





Passenger-car and truck ship- 


(Continued on Page 8, Col. 5) 


factors contribute to “tight” money 
-but they also contribute to sound 
money and curtail inflation.” 


Coming Dee. 3... 


| some time ago. 
= 





Chrysler Faces 
Rehiring Strike 


Row at B-O-P Plan: 
Settled in Atlanta 


By Joseph M. Callaha» 
Staff Writer 
es CORP., which has 
already been hit by one brief 
corporation-wide shutdown this 
model-year, may be in for more 
labor trouble at its automotive body 


division. 

United Auto Workers’ Local 212 
held a meeting last 
week to discuss what 
action should be 
taken to counteract 
the report that pos. 
sibly no more than 

1,500 of the 7,000 seniority em- 
ployes laid off could expect to be 
recalled. 

Local President Pat Caruso, who 
received the report, said that many 
of the jobs had been eliminated by 
automation, transfers of work to 


| out-of-state plants and by farming 
| out work to suppliers. 


Caruso said local members dis- 
cussed the possibility of protect- 
ing older employes by switching 
from plant-wide seniority to divi- 
sion-wide seniority. 

However, he added, no final ac- 
tion on the matter will be taken 
until a local membership meeting is 
held Nov. 25. The automotive body 
division has been a source of fre- 

quent labor conflict since it was 
acquired from Briggs Mfg. Co. 


* * 


B-O-P Dispute Ends 


——— dispute over factory 


seniority was tentatively set- 
tled last week at the B-O-P plant 
in Atlanta where a short strike cut 
deliveries of Buicks, Oldsmobiles 
and Pontiacs in the southeast. 
The plant’s 2,900 production work- 
ers were to vote on the settlement 
late last week and production was 
to be immediately resumed upon 
agreement. 

Richard Howlett, plant man- 
ager, said, “It is anticipated that 
additional hourly-rate employes 
will be hired within the next two 
weeks in accordance with pro- 
jected production.” 

Cause of the dispute reportedly 
was the union's desire to change 
procedures concerning seniority, 
work-turn preferences and revision 
of hiring and layoff procedures. 

Further production trouble for 
Chrysler Corp. was headed off last 
week by the settlement of a 13-day 
strike at one of its principal sup- 
pliers, Electric Auto-Lite Co. in 
Toledo. 

About 2,900 employes in four 
plants had been idled since Oct. 24 
in a dispute over an incentive pay 
plan now being installed. The mem- 
bership was expected to ratify the 
settlement last week. 

Blast, Fire Hit Hicks 

COVINGTON, Ky. — An explo- 
sion and fire has caused an estl- 
mated $20,000 damage to Hicks 
Ford Co, here. Sparks from a weld- 
ing torch ignited paint fumes, fire- 
men said. 


Auto Selling Guide for ’57 


Automotive 
“Auto Selling 


News is proud to announce a history-making four-color 
Guide for 1957,” to be published as a section of the Dec. 3 


_issue, just prior to opening of first National Auto Show in 16 years. 
The 28-page section, which will contain no advertising, will devote 4 


page to each standard American-ma 


de car for 1957. Besides photos of 


various models and mechanical changes of each line (plus a four-color 
photo of each make), the section will highlight the top selling features of 


each car. 


The section, to be printed on 60-pound gloss enamel paper stock, will 
also offer illustrated articles by leading authorities on new-car selling, 
used-car merchandising, dealer public relations, engineering advancements 
in the 1957 models, major specifications and prices. 


The “Auto Selling Guide for 1957” will be a must for every dealer, 


salesman, manufacturer and supplier 


—for constant reference throughout 


the year. Each subscriber will get a copy of this special section in his 
regular Dec. 3 issue. But you'll probably need an extra copy or two, 80 
place your order today. Extra copies of the 28-page section will sell for 


50 cents each. 


So that we may print sufficient copies of the Dec. 3 section, please 


address your request immediately to— 


AUTOMOTIVE NEWS 
2666 Penobscot Bldg. 
Detroit 26, Mich. 




















New models build enthusiasm and opportunity. These are the days to get those 
extra sales that really count by using every advantage that Associates offers — 
especially on-the-spot financing and insurance. Be sure your salesmen are equipped 
with the facts about Associates’ prompt one-stop financing and simplified paper- 
work. Get them enthused about the importance of a good financing plan and 


see how it helps them sign up a greater percentage of “lookers”. 


Those new models will move . . . especially with some real assistance from 


Associates. Call us and ask for complete details. 


save WY Saye ::: 


THE PROSPEROUS PRO 
OF AUTOMOBILE ROW, 





“You'll have a better batting average when 
youre prepared to close ’em on the spot.” 





ASSOCIATES INVESTMENT COMPANY 
ASSOCIATES DISCOUNT CORPORATION 
ASSOCIATES DISCOUNT (CANADA) LTD. 

EMMCO INSURANCE COMPANY SOUTH BEND, INDIANA 
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rial Enters Cadillac-Lincoln Field .. . 





More High-Priced Competition 


By John K. Teahen Jr. 
Staff Writer 


—— luxury-car class prepared 
for a sales dogfight last week 
as Imperial posted its 1957 prices 
and Lincoln revised its previously 
announced figures. 

Imperial has expanded its 
model setup for 1957, and its new 
prices have brought the Chrysler 
Corp. prestige line into the 
Cadillac-Lincoln price bracket. 

In other price developments last 
week, Chrysler division made a bid 
for a greater share of the medium- 
priced market with prices averag- 
ing 4.5 percent above comparable 
1956 models. Also, Buick revealed a 
boost of 8 percent on comparable 
models and Studebaker announced 
a 4.7 percent increase, 

* * * 
— disclosures brought the 
industry’s average 1957 price in- 
crease to 7.4 percent. 

Mercury last week mentioned a 
6.1 percent hike in factory sug- 
gested retail prices, but Federal ex- 
cise amounts were not available at 
press time Thursday. All other 
figures in these computations in- 
clude excise and handling charges 
as well as factory-suggested retail 
amounts. 

Imperial now has eight models 
compared with three last year— 
excluding limousines — and is 
within striking range of Cadillac 
and Lincoln on almost every 
model. 

A year ago, Imperial was $231 to 
$493 above its rivals on sedans ana 
hardtops. Now, the spread has been 
cut to $41 to $139. 

aa * * 
ECAUSE of series revisions, it is 
difficult to translate Imperial’s 
price changes into a single percent- 
age figure. However, the company’s 


efforts to become competitive may 
be ascertained from these facts: 
The 1957 Imperial series is 
priced 6 percent below 1956 
models, and the 1957 Crown series 
is 4.9 percent above 1956 models. 


By comparison, Lincoln’s 1957 
models are up 11.7 percent and 
Cadillac’s high-volume Series 62 is 
up 9.46 percent. Cadillac’s overall 
hike was 10 percent when El- 
dorados and limousines are in- 
cluded. Imperial did not price its 
1957 limousines, and Lincoln has no 
such models: 


Cadillac has the lowest-priced 
models in the luxury field, a dis- 


Half of °56 Buicks 
Equipped with 
Power Steering 


FLINT. — Power steering was 
installed on 51.9 percent—or nearly 
300,000—of all Buicks built during 
the 1956 model year, according to 
Edward T. Ragsdale, general man- 
ager. 

Ragsdale said it was the second 
year in a row that Buick led the 
industry in percentage of power- 
steering installations. 

Power steering is standard on 
the Roadmaster and Super and op- 
tional on the Century and Special. 
Usage on the optional series jumped 
from 55.5 percent a year ago to 67.1 
percent on the Century and from 
19.7 to 27.7 percent on the Special. 

Ragsdale said that power brakes 
showed impressive gains, too. Their 
usage as optional equipment on all 
four series advanced from 38.6 per- 
cent in 1955 to 45.08 percent in 1956. 
Series by series, the gains were 90.5 
to 96.6 percent on Roadmaster, 65.8 
to 85 percent on Super, 48.4 to 64.4 
percent on Century and 13.5 to 22.3 
percent on Special. 





10 Bright Spots of 1957 
Listed for lowans 


By Fred M. Lazell 
Staff Correspondent 

DES MOINES. — “Ten bright 
spots on the horizon for 1957” have 
been presented to 1,050 members 
of the Iowa Automobile Dealers 
Assn. who attended 11 district 
meetings held by the association 
during October. 


William Cramblit jr.. Ottumwa, 
president; Dale Norton, Spencer, 
first vice-president, and E, E. 
Wheeler, Waterloo, second vice- 
president alternated at meetings. 

The ten points presented to the 
dealers were: 

1. Real contracts are being devel- 
oped between the dealers and the 
factories. 

2. Factories are appointing vice- 
presidents for dealer relations. 

3. Dealer councils are becom- 

ing more than “rubber stamps” 
and indications are that factories 
are paying attention to requests. 

4. The “good faith” law will help 
free dealers from coercion and in- 
timidation. 

5. Iowa has approved the dealer 
selling and advertising practices 
law, newspapers and radio stations 
are backing it up. 

6.. Bootlegging has become un- 
profitable in Iowa through a change 
in the definition of the term “used 
car.” 

7. The Legislature has been “fair” 
in its treatment of auto dealers. 

8. A friendly state government 
has been cooperating with dealers. 

9. The state association has 
been furnishing helpful services 
to dealers through group insur- 
ance, credit collection and money- 
saver tax forms. 

10. Approximately 60 local dealer 
organizations have been formed in 
the last three months. 

The district meetings all began 
with a director’s session followed 
by a luncheon. Afternoon programs 
included the “10 bright spots” and 
management procedure sessions 
moderated by Alfred W. Kahl, Des 

Moines association executive vice- 
president. 

Sidney B. Smith, Des Moines 





attorney and certified public 
accountant, outlined accounting 
procedures for automobile dealers. 

D. H. Day, state director of 
dealer licensing, told the dealers 
the 1957 dealer license plates will 
distinguish between new and used 
cars. 

Meetings were held at: Clear 
Lake, Spencer, Sioux City, Daven- 
port, Dubuque, Cedar Rapids, Ot- 
tumwa, Red Oak, Waterloo, Fort 
Dodge, and Des Moines. 


tinction held by Lincoln last year. 
* * * 


oo is a comparison of 1957 
Cadillac, Lincoln and Imperial 
units: 


4-Dr. 2-Dr. 

Hardtop Hardtop 
Cadillac 62 ........ $4,713.00 $4,609.00 
Lincoln Capri .. 4,722.00 4,576.00 
Imperial .............. 4,763.50 4,661.00 
Higher-priced models compare 

this way: 

4-Dr. 2-Dr. 

Hardtop Hardtop 
Cad. 62 deVille $5,188.00 $5,048.00 
Line. Premiere 5,221.50 5,075.50 
Imp. Crown ...... 5,324.00 5,187.00 


Automatic transmission, power 
steering and power brakes are 
standard on all models. 

Cadillac’s convertible, priced at 


$5,225, enjoys a price advantage 
over Lincoln ($5,308.50) and Im- 
perial ($5,516), Cadillac’s Sixty 


Special four-door hardtop is $5,539 
which is $107 less than Imperial’s 
LeBaron four-door sedan, Lincoln 
has no comparable unit. 

. + + 

INCOLN last week added $83 to 

$142 to the prices it posted at 
introduction time last month. Power 
brakes are among the special equip- 
ment items which have been made 
standard on the company’s 1957 
models. 

Chrysler’s increase averaged 4.5 
percent, but Windsor models went 
up only 2.7 percent. The four-door 
hardtop in this series gained only 
$30.75, and the two-door hardtop 
increased $53.75. 

New Yorker figures rose 5.5 
percent, Automatic transmission 
and power steering are standard 
on the New Yorker and on 
Chrysler’s new Saratoga line. 

Last year, power brakes were 
standard on New Yorkers, but 
power steering was extra. 

Buick’s four series went up from 
78 to 85 percent on comparable 
models with the average increase 
being 8 percent. Dollarwise, the 
hikes ranged from $188 on the Spe- 
cial two-door sedan to $299 on the 
Super convertible. 

* 7 > 

UTOMATIC transmission is 

standard on Century, Super and 
Roadmaster models, and power 
steering is standard on Supers and 
Roadmasters. 

Studebaker held its boost to 4.7 
percent with a dollar spread of 
$47.70 to $172.11. Five of 11 com- 
parable models rose less than $55. 

The popular Golden Hawk is 
priced at $3,181.82, including over- 
drive and supercharger. Auto- 
matic transmission is $119 on the 
Golden Hawk and $189 on other 
models. 

Chrysler, Imperial and Buick 


joined several other makers in in- 
(Continued on Page 54, Col. 1) 


Used-Car Bulletin from Detroit ... 
Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


Nov. 7 
(Sold 110 cars out of 154 en- 
tered.) 
BUICK—’55 Super Riviera, $1,850*, $1,- 
630° (ps); 4-dr., $1,605* (ps). ‘54 
RM conv., $1,300* (ps); 4- $1,- 


255* (ps); Century Riviera, $1,240*; 


Special 2-dr., $965. °53 Special 2-dr., 
$685*. °51 Super 2-dr., $200. 

CADILLAC—’'52 (62) Hardtop, $940*. 
"51 (62) 4-dr., $725*. °50 (62) conv., 
$475*. 

CHEVROLET—’56 Bei Air (8) Hard- 
top, $1,900*°, $1,740, $1,720*; Two- 
ten station wagon, $1,775. °55 Two- 
ten (6) 4-dr., $1,500; 2-dr., $1,150, 
$1,120, $1,000; Two-ten (8) station 
wagon, $1,485; 2-dr., $1,240. ’54 Bel 
Air Hardtop, $1,125*; 2-dr., $955*. 
’53 Bel Air Hardtop, $775*, $685; 2- 
dr., $735, $660*; Two-ten conv., $630; 
4-dr., $625; 2-dr.. $605. "52 SL De- 
luxe Bel Air, $500. 51 SL Deluxe 2- 
dr., $210. 

CHRYSLER—’53 Windsor 2-dr., $650* 
(ps). "52 4-dr., $260. 

DeSOTO—’56 Firedome 2-dr., $2,315* 
(ps). "55 Firedome Hardtop, $1,690*; 
4-dr., $1,545*. 

DODGE — '55 Royal Lancer, $1,590*, 
$1,515* (ps); Coronet Hardtop, $1,- 
420. °54 Coronet 4-dr., $760*. °53 
Coronet 4-dr., $460*. 

FORD—’'57 Fairlane (8) Victoria, $2,- 
430°. '56 Thunderbird, $2,600*; Fair- 
lane (8) Victoria, $1;800*, 
775*, $1,750*%; 4-dr., $1,620*; Cus- 
tom (8) 2-dr., $1,600. °55 Fairlane 
(8) conv., $1,515* (ps); Victoria, $1,- 
425°; 4-dr., $1,350; Country sedan, 
$1,440; Ranch Wagon, $1,350; Cus- 
tom (8) 2-dr., $1,050, $1,000. '54 


2 at $1,- 





Crest (8) Victoria, $1,150* (ps), $1,- 
015*; Skyliner Hardtop, $970* (ps); 
Crest (6) 4-dr., $760; Ranch Wagon, 
$1,000; Main (8) 2-dr., $430. °53 
Custom (8) 4-dr., $560; 2-dr., $375. 
"52 Crest (8) 2-dr., $350; Ranch 
"51 Custom (8) Vic- 
50 Custom (8) 2-dr., 


Wagon, 
toria, 
$130. 

HUDSON—’53 Wasp 4-dr., $275. 

LINCOLN—’'56 Premiere Hardtop, $3,- 
350* (ps). 

MERCURY—’55 Montclair Hardtop, $1,- 
535; Monterey Hardtop, $1,615*. °54 
Monterey Sun Valley, $1,305. 

NASH—'56 Rambler 4-dr., $1,615. °53 
Statesman club coupe, $640; 2-dr., 
$420. '52 Statesman 4-dr., $330. °51 
Rambler Hardtop, $235. 

OLDSMOBILE—’55 (88) Super Holiday, 
$1,765* °54 (98) conv., $1,630* (ps): 
(88) Super Holiday, $1,400*; Deluxe 
Holiday, $1,350*; 4-dr., $1,330. ‘53 
(98) 4-dr., $740*; (88) 4-dr-:, $805*. 
’52 (98) Holiday, $525*. 

PACKARD—’56 Clipper 2-dr., 

PLYMOUTH — 
wagon, $1,660. 
$1,175*; 2-dr., $930; Savoy (6) 2- 
dr., $990. 53 Cranbrook Belvedere, 
$570; 2-dr., $445, $400. 

PONTIAC—’55 Star Chief (8) 4-dr., 
$1,650* (ps); Catalina, $1,475*. ‘54 
Star Chief (8) Catalina, $1,080*. °53 
Chieftain (8) Catalina, $780*; 4-dr., 
$695*, $685*; 2-dr., $560* (ps), ’51 
Silver Streak (8) Hardtop, $330*. 

STU DEBAKER—’'55 Commander 2-dr., 
$825. 

MISCELLANEOUS—’ 54 
van, $1,035. ‘51 
panel, $205. 


$700*. 
$275. 


$2,200*. 
’56 Savoy (6) station 
’55 Plaza (6) 4-dr., 


Dodge 
Chevrolet 


% -ton 
%-ton 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions are on Pages 42, 43, 44, 45, 46, 47. 












Chevrolet's Alcan Caravan— 


Rolling out of a mountainous stretch on the 1,523-mile Alcan Highway, six 1957 
Chevrolet trucks pioneer realism into test driving on a run from Dawson Creek, B. C, 
to Fairbanks, Alaska. The trucks, representing a cross-section of the company’s new 
fleet, made the run under authentic load-hauling conditions certified by the American 
Automobile Assn. They negotiated the rugged route in less than 45 hours, lopping of 
more than a day from the time required by trucks which regularly use the Alcan route, 


DETROIT. — The auto show sea- 
son will be officially opened Thurs- 
day (Nov. 15) when Los Angeles 
dealers swing wide the portals of 
Pan Pacific Auditorium and wel- 
come visitors wishing to see the 
new 1957 models. 

The exhibit will be arrayed in 
the colors of old Spain as the 
dealers observe the 175th anni- 
versary of the founding of Los 
Angeles. 

Clarence J. Dixon, manager, said 
that all U. S. made cars and 26 
foreign autos will be shown. 

Studebaker-Packard Corp. said 
the 1957 Packard would not be 
ready for the Los Angeles event. 

It is understood that one 1957 
model of Packard will be displayed 
at the national Auto Show in New 
York next month. 

Dixon said the foreign cars 
taking part are Alfa Romeo, Aston 
Martin, Austin, Austin Healey, 


L. A. Kickoff Due Thursday sos 
It’s Show Time Again 


Bentley, BMW, Borgward, Citroen, | 


DKW, English Ford, Facel Vega, 
Hillman, Jaguar, Mercedes-Benz, 
MG, Morris, Minor, Porsche, Rolls 
Royce, Rometch and Denzel, Rover, 
Simca, Singer, Sunbeam, Triumph, 
Volkswagen and Volvo. 

In Sioux Falls, S. D., the New 
Car Dealers Assn. will open its 
47th annual event next week 
(Nov. 21) for five days, according 
to W. E. Cumming, show chair- 
man, 

The show will feature Sammy 
Kaye and his orchestra, plus three 


tion, the sponsorship of the “Miss| 
Universe of South Dakota” contest. | 


There is no admission charge for 
the car exhibit, but admission is 
charged to the show on the basis of 
$1.50 for reserved seats and $1.25 
for general admission. 

President Tufty (Chrysler-Dodge- 
Plymouth), has appointed the fol- 


lowing committees: Miss Universe—| %) 
Paul McKean (Buick); Advertising| % 
and Publicity — Shon Cerwinsky, | - 
(Chevrolet), Bob Egan (Ford), and|- 2 


Ray Quinn (DeSoto-Plymouth); 
Booths and Display—Henry Billion 
(Oldsmobile), Frank Prather 
(Ford), and Ken King (Nash); 
Floor Entertainment—W. E. Cum- 
ming (Lincoln-Mercury). 

Miami, like Los Angeles, will tie 
in its auto show with a civic ob- 
servance. It will coincide, Dec. 14- 
20, with the 30th anniversary of the 
opening of Biscayne Blvd. 

This is sponsored jointly by the 
Miami-Dade County Chamber of 
Commerce and the City of Miami. 
A feature of the program will be 
a parade of vintage cars. 

The auto show will be held at 
Dinner Key Auditorium. Most of 
the main floor space already has 


been reserved. There also will be) 


exhibits of business allied with the 
auto industry. 


Albuquerque (N, M.) dealers will | 


hold their first postwar automobile 





show Feb. 11-17 in the New Mexico 
State Fair’s new Coliseum under 
sponsorship of the Albuquerque 
New Car and Truck Dealers . Assn. 

Top attraction will be—besides 
the new cars—-a 90-minute revue, 
featuring nationally known enter- 
tainers. 

Across the nation, in Asheville 
N. C., the dealers association opens 
its show Feb. 14 for four days. The 
event will display several experi- 
mental cars and feature a name 
band. Last year’s show was called a 
“tremendous success.” 


Iacocca, Johnston, 
Snyder Get New 
Ford Sales Jobs 


DEARBORN. — C. R. Beacham, 
Ford division general sales man- 
ager, has announced the appoint- 
ment of L. A. Iacocca as truck 





L. A. Iacocea 
marketing manager, C. Gordon 


J. S. Snyder 


vaudeville acts and a 1957 innova-| Johnston as northeastern regional 


sales manager and J. S. Snyder 38 
southeastern regional sales man- 
ager. 

Iacocca, Washington (D, C.) sales 
manager for the past two months, 
joined the Ford 
sales staff in 1946. 
He later served 
as assistant dis- 
trict manager I 
Philadelphia. 

Johnston, a 2 
year veteran with 
Ford, succeeds ©. 
E. Bowie, Mer 
cury division sales 
manager. J ohn- 
ston has bee? 
manager of the 
southeastern region. 

Snyder, who has been with Ford 
sales for 23 years, formerly wa 
truck marketing manager. He has 
also served as national truck sales 
manager and assistant national 
fleet sales manager. 








DeSoto Tops Price List 
For Wholesaled ’57s 


DETROIT. — Top prices paid 
for 1957 models at whole 
auctions last week were as fol- 
lows: 

DeSoto, $2,775; Plymouth, $2- 
150; Chevrolet, $2,710; Dodge 
$2,690, and Ford, $2,650. 





(RNR 











Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry’s most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 
EXAMPLES 


Bendix Power Brakes 


Planning for tomorrow - Producing for today! 


and developing new and better products to meet the 
needs of the years ahead. 

It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX civrsion SOUTH BEND torana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


AVIATION CORPORATION 


Bendix Power Steering 


BRAKES @ POWER STEERING e@ POWER BRAKING e CONSTANT VELOCITY UNIVERSAL JOINTS @ HYDRAULIC REMOTE CONTROLS 
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Leaders Report at Finance Parley joe 


Credit Available for ’57 Sales Rise 


(Continued from Page 2) 


be solved during the coming few 
months. 

“Naturally,” he said, “the finance 
company will be more selective in 
granting credit and those with 
poorer credit ratings will find it 
more difficult to buy,” he said. 

A forecast that the next decade 
may see the auto industry wag- 
ing an intensive struggle for sales 
in the medium-price field was 
made by Richard E. Krafve, gen- 
eral manager of Ford’s special 
products division. 

In the last five years, he pointed 
out, families with annual incomes 
of $5,000 and up have increased 
from 23 percent of the population to 
41 percent. He predicted that by 
1965, more than half of all Ameri- 
can families will be in this bracket. 

“There is evidence,” he said, “that 
manufacturers are giving more and 








more attention to the rapidly ex- 
panding group of customers gradu- 
ating to the medium-price car.” 
* ad + 

RAFVE told the Conference 

that special products division 
expects to recruit about 1,200 new 
dealers to sell and 
service the com- 
pany’s new-car 
line, with these 
dealerships pro- 
viding some 50,000 
new jobs. He said 
the division’s 
sales force al- 
ready had received 
400 applications 
from prospective 
dealers. 

R. E. Krafve “We believe we 
have an all-new car that the pub- 
lic will want and that the price 
will be right,” he stated. “We are 
sure we can recruit the kind of 
dealers who will do the right kind 
of merchandising and service job, 








and at a very profitable rate of 
return on their investment.” 

Among the longer-range 
prophecies made by Krafve was 
an 8%-million annual new-car 
volume as the “norm” by 1965, 
with peak years then ranging up 
to 10 million. 

A Chicago bank executive 
defended the Federal Reserve 
Board’s “tight-money” policy on 
credit and warned that loan com- 
panies and banks “must resist all 
pressure to liberalize terms.” 

In fact, said Elmer E. Schmus, 
“a further increase in interest rates 
should not be ruled out, since 
we are now in the period when 
seasonal increases in credit 
demands are most pronounced.” 

* * oe 
— who is vice-president of 
the First National Bank of Chi- 
cago, termed a tight monetary pol- 
icy “both wise and proper” and 
asserted that loosening of credit 





Dealer Recruiting 
Starts for ‘Car E’ 

NEW YORK, — Special prod- 
ucts division of Ford Motor Co. 
this week will start recruiting 
dealers for “E Car,” according to 
Richard E, Krafve, general 
manager. 

Krafve told the American 
Finance Conference here that dis- 
guised prototypes are now under- 
going road tests. Krafve said the 
car’s name—selected from 18,000 
suggestions—would soon be re- 
vealed. Krafve said the car is 
aoe in style, but not radi- 





restraints would bring “inflationary 
excesses.” 

Terming another reduced-income 
and employment period “as certain 
as we meet here today,” Schmus 
advised banks and finance com- 
panies to “consider snugging up 
operations” in anticipation of such 
a recession. 

This might mean some loss of 
volume at the outset,” he said, 
“but let the fellow with the low 
downpayment and long maturity 





Glare can be a matter of profit 





_ [GLASS 


A man can drive a truck longer, farther, without fatigue, if his 
eyes are protected from glare. Since a trucker’s profit is a matter 
of time and mileage—reduction of glare is important. 

Be sure your next truck has E-Z-Eye glare-reducing safety 
plate glass in it. It’s optional equipment that can be worth far 
more to you than its slight additional cost. 

If you need further information, call your L-O-F Distributor 
(listed under ‘‘Glass” in the yellow pages) or write Dept. 56116, 
Libbey-Owens‘Ford Glass Company, 608 Madison Avenue, 


Toledo 3, Ohio. 


E-Z-EYE SAFETY PLATE GLASS 


with the shaded windshield 
Reduces Glone Cyestrain,Sun Heat 


LIBBEY -OWENS-FORD GLASS COMPANY - TOLEDO 3, OHIO 














—a 
rate chart get his fill. He can; 
digest very much, and the market 
should be yours thereafter, op 
sounder terms.” 

Schmus advocated a stand-firm 


| credit policy against both the com. 


petitive struggle of the auto map. 
ufacturers and “tremendous preg. 
sure by automobile dealers on the 
grantors of installment credit tp 
liberalize terms and generally eage 
credit restrictions.” 

“Customer equity,” he pointeg 
out, “has always been the safety 
factor in automobile financing 
Downpayments must offset depregj. 
ation and installment payments 
must be large enough to maintain 
the customer’s balance well under 
the current value of the automo. 
bile.” 

a ok oa 
O*X THE favorable side, Schmus 
said the factory invoice appears 
to be the one stable item “in the 
present confused and chaotic price 
structure.” 

He expressed hope that install. 
ment sales finance operators and 
banks adhere to advances of 85 to 
95 percent of dealer costs, or “in 
some instances” $100 to $200 less 
than costs. 

He also said that an increase in 
dealer loss reserves might be 
desirable “to compensate for the 
greater risks implied in the pur. 
chase now going on of shorter 
downpayment and longer term 
paper.” 


Willys to Expand 
Brazil Operation; 


Price in Charge 


WASHINGTON. — Willys Motors 
has announced plans to build an 
engine plant at Sao Paulo, Brazil, 
in support of the Brazilian govern- 
ment’s efforts to 
promote the 
growth of the au- 
tomotive industry. 

Hickman Price 
jr., long active in 
foreign trade cir- 
cles, will be di- 
rector andin 
charge of Willys’ 
Brazilian organi- 
zation — Willys- 
Overland Do Bra- : : 
zil. Hickman Price jr. 

Price has been associated with 
the parent company since 1945. In 
1954 he was appointed vice-presi- 
dent in charge of sales for the en- 
tire company. His headquarters will 
be in Sao Paulo. 

Willys General Manager S, A 
Girard said his company welcomed 
“this opportunity to participate in 
the rapidly expanding economy of 
Brazil.” 

Willys-Overland Do Brazil will 
increase its capital from CR $75, 
000,000 (cruzeiros) to CR $580,000, 
000 (cruzeiros), including the Willys 
Motors investment. The entire ad- 
ditional capital has been subscribed, 
it was stated. 

When completed, the new plant 
will make it possible for Willys- 
Overland Do Brazil to manufacture 
locally a larger percentage of the 
content of its vehicles than ever 
before, Girard said. 

The new engine plant will have 
a capacity of 1,500 engines per 
month, 


Chrysler Profits 
Fall 91 Percent 


(Continued from Page 4) 
ments in the first nine months of 
1956 totalled 763,718 units, Colbert 
said. This was 33.3 percent below 
the factory sales figure of 1,145,223 
for the first nine months of 1955. 

Third-quarter shipments were 
171,217 units, compared with 244,709 
a year earlier. 

Colbert noted that dealer sales in 
the first nine months of 1956 
amounted to 16.5 percent of total 
U. S. registrations, compared with 
17.5 percent for the corresponding 
period last year, and 17.1 percent 
for all of 1955. 

“Forward production schedules 
for 1957,” Colbert said, “are keyed 
to an indicated rising demand for 
automobiles in general, and to the 
favorable reception given our 1 
models in particular.” 

He declared, “Our 1957 cars 
have been priced for increased 
volume and increased market 
penetration.” 

The company’s field sales force, 
he said, has been realigned. 














In Philadelphia, buying begins at home 
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. every seven days in Greater Philadelphia than any other newspaper 
. 
7 More than one and a quarter billion dollars are spent each year in 
er Greater Philadelphia for automobiles and accessories. The way to 
get your share of this huge market is to tell your story to the entire 
family in Philadelphia’s home newspaper—The Evening and Sun- 
day Bulletin. 
t The Bulletin packs selling power throughout a market noted for 
its buying power. Philadelphians like The Bulletin, They buy it, 
: read it, trust it and respond to the advertising in it. The Bulletin is 
Philadelphia’s home newspaper. 
“Now—R.O.P. spot and full color seven days a week.” 
: Advertising Offices: Philadelphia, 30th and Market Streets * New York, 342 Madison Avenue . 
Chicago, 520 N. Michigan Avenuc. Representatives: Sawyer Forguson Walker Company in Detroit 
Atlanta * Los Angeles * San Francisco ' ) 
| 





In Philadelphia nearly everybody reads The Bulletin 
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AUTOMOTIVE 
a f'. 
A 


Capsule Comment 


Dealers are exultant as sales of 1957 models get off to a 
flying start, surpassing the initial reception accorded 1955 
and 1956 cars. 

Here’s hoping it lasts throughout 1957. 
* * ” 

Chrysler Corp. establishes a central organization for 

group marketing of car and truck lines. 
Marketing 1957 style—selling with a program. 
* * * 

Fears that a tight-money market would crimp buying have 
failed to materialize to date. 

Nothing can stop the American consumer if he wants 
something bad enough. 
* * * 

Teamwork with other segments of the auto industry is' 
declared the primary 1957 objective of National Independent 
Automobile Dealers Assn. 

Seeking to heal the wounds of the bootlegging battle? 
y * * * 

Production of new models rises at slow rate as manufac- 

turers seek quality ahead of volume. | 
Another sign that factories have opened their ears to 
dealer pleadings—and to ease the strain on 100 percent 


warranty guarantee. 
* * * 


O. E. Hunt, retired executive vice-president of General 
Motors, puts the blame for highway deaths on driver. 


Refuting attempts to blame car construction for the re- | 
sults of lax driver licensing. 








Coming 
Events 


Dealer Conventions 


Nov. I1-13—Kentucky Automobile Dealers 
ae. Sheraton-Seelbach Hotel, Louis- 
ville 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Dec, 7-8 — Montana Automobile Dealers 
Assn., Rainbow Hotel, Great Falls, Mont. 


Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 

April 45—Illinois Automotive Trade Assn., 
Pere Marquette Hotel, Springfield, Ill. 


©. * a 
Auto Shows 


Nov. 15-25—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 


Nov. 21-25—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, S, D. 


Nov. 24-Dec, | — International Autorama, 
Commercial Museum, Philadelphia. 


Dec. 8-16 — National Automobile Show, 
Coliseum, New York, 

Dec. 15-20—Miami Auto Show, Dinner Key 
Auditorium, Miami. 

Dec. 28-Jan. 6 — Annual Upper Midwest 
Auto Show, Minneapolis Auditorium, 
Minneapolis. 


Jan. 4-13—Seattle Auto Show, Civic Audi- 
torium, Seattle. 


Jan. 4-13—Second International Automo- 
bile Show, Mexico City, Mex. 


Jan. 5-12—Buffalo Automobile Show, Mas- 
ten Avenue Armory, Buffalo. 


Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 
Jan. 5-13—Washington Auto Show, Na- 


tional Guard Armory, Washington. 


Jan. 5-13—San Francisco Auto Show, Civic 
Auditorium, San Francisco. 


Letterbox 





Jan. 8-13—Phoenix Automobile Show, 
Phoenix Coliseum, Phoenix, 


Jan. 18-26—Iindianapolis Auto Show, Man- 

ufacturers Bidg., Indiana State Fair 

Grounds, Indianapolis. readers, and your letters are welcomed. 
Jan. 19-27 — St. Louis Auto Show, Arena, letters but you may sign your name 


Oakland Avenue, St. Louis. used, if you so request. 
Jan. 19-26—Baltimore Automobile Show, 


Fifth Regiment Armory, Baltimore, 


|Mail Slow, Burn Isn't 


Jan. 19-26—Pittsburgh Automobile Show, 
Hunt National Guard Armory, Pitts The date of the enclosed clipping 
ae , . (Sept. 10) reflects the mailing 
ga ge meg —_. Show, Detroit | delays involved in the receipt of 
den. 21-26—Cincianeti Automobile Show magazine-type mail at my present 
Cincinnati. location. It does not reflect the 
Jan. 26-Feb. 2 — Rochester Automobile slowness of the “burn” on my part. 
a see Exhibit Hall, |] shall not vent my feelings here 
fal, $:10--~Omshs Auto Show, Givke And fully in the hope that the speaker 


you credit with the statement has 
Or something! 


ame. 


Feb. 49 -Denver been misquoted. 






Automobile Show, Den 
ver Coliseum, Denver. Eprror’s Note: Reader Greeg is 
Feb. Lg eg oo a Show Coli- objecting to military personnel 
qureque WN. uM. . er, ae “subject to transfer and the low- 


Feb. 9-16—Milweukee Auto Show. Milweu- est grades of single, enlisted per- 


kee Auditorium and Arena, Milwaukee. sonnel” being listed as generally 
Feb. 14-17 — Asheville Auto Show, City poor credit risks by Grant Thur- 
Auditorium, Asheville, N. C good, Carleson Credit Corp., Salt 
A Ee ie tt Sate Mam, tte Lake City, in a talk to auto 
aa Bs n rt ae dealers. 
Feb. 17-23—Syracuse Automobile Show 


Onondaga Co ay May I make a slight discourse on 


Syracuse. F his point 15 under “generally poor 
Feb. 20-24 — Harttord Auto Show. Con- | Credit risks?” The lowest grades 
necticut State Armory, Hartford. of enlisted military personnel are 


not generally granted large credits 


Feb. 28-March 2—Greenville Automobile 
by any firm. 


Show, Textile Hall, Greenville, S. C 


March 2-10—Kansas City Auto Show, Ex- Not because of their “low” class 
nme Auditorium, | or caliber but for the simple eco- | 
a a | nomic reason that their pay is not 

| high. (But why does Mr. Thurgood 

General | limit this group to single persons?) 

Dec. 2-4—Third _Aaneel Auto Trim Show, Now for the biz point. What mili- 
Sherman Hotel, Chicago. tary personnel are not subject to| 
Dec. 9-I1—Automotive Warehouse Dis- | transfer? Does this mean that 
snmutors = wane, Membership Meet- | admirals and generals are to be| 
Chicago, ence. Falmer House, |/turned away? 1 am only a com-| 
Dec. I!I—I!7th Anniversary Dinner, Auto- mander in the Navy and very| 
mobile Old Timers, Waldorf-Astoria | Subject to transfer. Somehow Sears, 
Hotel, New York, Prudential ‘house mortgage), | 
Jan. 7-11 — 36th Annual Meeting, Chair |GMAC and a host of others have 
man and Executive Committee, High made, perhaps, the mistake of 


way Research Board, Sher 
Hotel, Washington, D. C. 
(See CALENDAR, Page 22, Col, 5) 


a to n-Park accepting me. 


30 Years Ago... 


The Big Stories 


Daily gasoline production established a record in September when 
24,834,000 barrels were produced, representing a daily average of 827,- 
800 barrels, the Department of Commerce revealed. 

Nash’s October sales totalled 13,476 cars, an increase of 43.9 percent 
over October, 1925, and the largest for that month in the company’s 
history. Ten- month sales were 125,411 cars, against 84,708 in the same 
period of 1925. 

A new collapsible tire rim has been placed on the market in 
Australia. The rim is hinged in two places and locked at the main 
point as an ordinary rim, Upon its removal from the wheel, the lock 
is unlatched and the rim collapses at the hinged parts, freeing the 
tire and tube. 

—From the files of Automotive News. 


Automotive Cartoon 


Of the Week 





Address Editor, 


Please, Mr. Thurgood, just what | 








FLASAS 
MOTOR 


“How tough do you think us dealers will have to stay to 
maintain friendly relations with the factory?” 


‘Credit Risks ...../ 


This is an open forum for the discussion of any subject of interest tu our 


No attention is given to unsigned 
with the assurance that it will not be 
Automotive News, Detroit 26, Mich 


is your opinion of those who serve 
in the military? Those subject to 
transfer of course.—WILLIAM Greee, 
Commander, U. S. Navy, C/o FPO, 
San Francisco. 


* + 


No Franchise 


In the Oct. 29 issue of AUToMoTiVE 
News, the article, “New Englands’ 
Gloom Dissipates,” written by 
Charles G. Sampas your staff cor- 
respondent and in the section deal- 
ing with Worcester, refers to 
Howard's Buick along with Park 
Avenue Buick and Worcester Buick. 
Howard's is a Used-Car Lot hand- 
ling all makes. 

We would like a correction pub- 
lished.—_K. H. Ansmcunus, Worcester 


Buick, Worcester, Mass. 
* * = 


For Laboring Man 

As a laboring man I do have 4 
slight beef concerning your edi- 
| torials. They seem to have a touch 
of anti-labor feeling. 

To me this is rather sad due to 
the fact your paper is in a position 
where it could better relationships 
in the industry. 

There is a certain amount of evil 
in any union, just as there is in 
| big business. But just where else 
is the poor salesman going to turn 
to help better his working condi- 
tions. 

The fight between management 
and labor will continue until it is 
designated just what is fair profit 
and fair wages. 

Certainly, today, corporations 
could set up a better profit-sharing 
plan. With a fair plan the people 
would realize better buying power 
and create more work and _ busi- 
ness. More people would share in 
the big money instead of going into 
one man’s pocket. 

Today the average worker just 
takes enough home to live on, while 
management reaps in huge profits. 

Sure the working man has a new 
home and new automobile. But 
nine times out of 10 he’s paying 
the finance company for them, the 
same as <. 
| At this time I don’t recall which 
| issue it was that angered me. Here’s 
hoping that AuTomotive News in the 
| future just prints the news and 
| forgets the opinions. — ILiINols 
| READER. 
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AUTOMOTIVE WASHINGTON 


785,000 Service Firms 
Gross $23 Billion in 54 


By William Uliman 

Washington Correspondent 
Hoe” annual receipts amounting to approximately $23.5 
billion were distributed in 1954 among 785,589 establish- 
ments in more than 100 kinds of selected service businesses is 
the subject of a Government survey released last week by the 


Bureau of the Census. 

The release presents ad- 
vance information from a 
volume to be published later 


covering receipts, payroll and em- 
ployment of establishments engaged 
in personal, business or repair serv- 
ices, entertainment and hotels and 
motels. 


The report shows that automo- 
bile repair services and garages, 
numbering 94,342 in 1954, had 
receipts of $2.2 billion, with general 
automobile repair shops accounting 
for $962.7 million. 


Top and body repair shops had | 








receipts of $263.8 
million. 

Parking struc- 
tures and storage 
garages took in 
$149.1 million, and 
parking lots 
received $143.1 
million. 

Automobile and 
truck - rental 
(without drivers) 

Witttam Uliman agencies had 
receipts of $277.6 million. 


Miscellanous repair services 





| accounted for $1.8 billion. Radio 

and television repair shops led in 
the miscellaneous repair services 
category with $308 million. 

Noteworthy in this motorized age: 
There still were 5,824 blacksmith 
shops with receipts of $39.3 million. 

Among personal service busi- 
nesses, 76,544 beauty shops had 

receipts of $626.2 million, 91,122 

barber shops had receipts of 

$551.9 million, and combined har- 
ber and beauty shops had receipts 
of $27.9 million. 

Membership golf and country 
clubs reported receipts of $302.3 
million, while funeral service and 
crematories garnered $744.3 million. 

Receipts of establishments 
engaged in cleaning, pressing, dye- 
ing and garment repair amounted 
to $1.6 billion. 


Sports promoters reported) 


receipts of $224 million, including 
baseball clubs, $53.44 million; foot- 
ball clubs, $12.2 million; public golf 
courses, $32 million; skating rinks, 
$31.6 million, and riding academies, 
$8.5 million. 

The list runs very long—and is 
generally interesting—right down to 
the diaper service establishments, 
|of which there were 381 with 
receipts running around $3.7 mil- 





lion. At this point, our columnar 
space used up, we stop. 
* * * 


184 in Executive Reserve 


ORACE B. McCOY, administra- 


tor of the Business and Defense 
Services Administration of the 
Department of Commerce, an- 
nounced Nov. 1 that 184 executives 
from private industry are enrolled 
in the National Defense Executive 
Reserve. Some 500 have signified 
willingness to serve and their en- 
rollment is being processed. 

Last month 35 additional mem- 
bers were accepted. Among these 
were Richard Creter, Continental 
Motors; Lawrence Halderman, Tim- 
ken Roller Bearing; Felix Altrup, 
C & D Batteries; Henry J. Wallace, 
U. S. Steel; Franklin Mathews, 
Mansfield Tire & Rubber Co., and 
Charles F. Honeywell, former BDSA 
administrator who resigned Oct, 15 
to return to private business. 

Industry representatives 
selected to serve as members of 
the executive reserve agree to 
accept certain responsibilities in 
the Federal Government in event 
of emergency, and to perform 
limited services in peacetime, 

In the meantime the reservists 
are not Government employes and 
are subject to no requirements 





PACKARD 
ELECTRIC 


Click— snap! Here’s new car wiring that... 





WIRING 
HARNESS 


It takes just a few simple Packard 
Electric harness units to completely 
connect a new car’s electrical system. 

Each unit is designed for easy in- 
stallation, with all the terminals 
attached. As many as 16 separate 
wires connect instantly through 
mistake-proof multi-connectors con- 
ceived and built by Packard Electric. 

Packard Electric is the world’s 
largest producer of automotive wir- 


ard Electric alone 


trical systems. 


Electric has the 


ing harnesses. This volume produc- 
tion and years of Packard experience 
help auto makers save millions of 
dollars a year. What’s more, Pack- 


part needed to wire automotive elec- 


... goes on in seconds, without mistakes! 


makes every vital 


With big thermo-plastic equip- 
ment and a complete plant for rubber, 
metal and wire working, Packard 


Warren, Ohio 


facilities and the 


talents to produce lower cost, higher 
efficiency wiring for the automotive 
and other wire-using industries. 
Branch Offices in Detroit, Chicago 
and Oakland, California. 


Packard 


Electric 
GM 
ease 


“Live Wire” division of General Motors 








~_ ip 
other than those necessitated by 
short periods of training. 

The automotive industry hag 
supplied a number of NDEF. mem. 
bers since the BDSA unit was ge 
up a year ago. These have been 
reported in this column from time 
to time and a complete listing wij 
be published after the reserve quot, 
has been reached and the initia] 
training program completed. 

x * * 


Road Unit Sets Contracts 
f ervee U. S. Bureau of Public Roads 
last week announced the awarj 

of contracts to the following: 

Van Norman Automotive Equip. 
ment Co., White Motor Co., Cater. 
pillar Tractor Co., Geretti-G ross 
Inc.; General Motors; Mobi! Over. 
seas Oil Co. and Reflecting Road. 
studs, Ltd., Halifax England. 

Most of the awards were for 
needed parts. The Mobil away 
was for lubricating oil and brake 
fluid. General Motors got an order 
for dump trucks. 

* cd * 
Good Auto Market Seen 
ee should be a good 1937 
market for autos, according to 

Chase Manhattan Bank economists, 
How that opinion was arrived at is 
set forth in the bank’s latest quar- 


| terly edition of “Business in Brief.” 


The bank review points out that 
10 million persons made final pay- 
ments on auto installment loans 
last year and states that 9.25 mil- 
lion will do so this year and an 
estimated 10.25 million will follow 
suit in 1957. 

“This latter group, in addition 
to the many who traditionally 
purchase for cash, should provide 
a sizable sales potential for the 
new models,” the publication said 


The bank economists expect in- 
stallment purchases to play a heavy 
part in the sale of the newest cars 
and believe that the Federal 
Reserve monetary authorities will 
be faced with a delicate task in 
measuring accurately the require 
ments of the economy for addi- 
tional funds and providing these 
funds expeditiously. 


* * * 


Commerce Communiques 


oo the Department of Com- 
merce: 
During the period from June 2% 
when President Eisenhower signed 
the Federal Aid Highway Act of 
1956, through October, a total of 
31 states have contracted for 107 
projects for improvements to the 
Interstate Highway System. These 
projects involve work on 276 miles 
of the system at a total estimated 
most of $100 million, of which $74 
million is Federal funds. 
Manufacturers’ deliveries in 

September totalled $27.8 billion, 
or $200 million higher than in 
September 1955. New orders 
placed with manufacturers during 
September aggregated $28.2 bil- 

lion. Unfilled orders of manufac- 
turers aggregated $62.3 billion at 
the end of September, as com- 
pared to $61.8 billion in August 
and $53 billion a year ago. Prac- 
tically all of the September in- 
crease was in the durable-goods 
group where all metal-using in- 
dustries reported higher inv en- 
tories. 

The annual average labor force in 
the U. S. may range in size from 
89.8 million to 93.7 million in 19% 
if high employment levels are 
maintained. The average labor 
force in 1955 was 68.9 million. Pre 
jections are based on various as 
sumptions about rates of change 
in the labor force activity of differ- 
ent age groups in the population. 
They assume that there will be n0 
major depression, large-scale wat 
or other catastrophe. In 1955, some 
29 percent of the married women 
in the U. S. were in the labor force. 
By 1975, according to one projec- 
tion, the proportion may be as high 
as 41 percent. 

Expenditures in 1955 for con- 
struction maintenance and repairs 
reached a record level of $15.9 bil- 
lion, according to the Business 4m 
Defense Services Administration. 
Maintenance and repairs expendi- 
tures were $1.3 billion higher ™ 
1955 than in 1954 amd more that 
half of the increase was account 
for by the non farm residen 
building category, it was report 
based on a just-completed study. 
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Sales Conditions in Various Areas .. . 


uto Market Reports 


Manhattan, Kans. 


Sales of new cars in Riley County 
(Manhattan), Kans., maintained a 
stronger tone in the second and 
third weeks of October, compared 
to the first week in the month. 


There were 10 new cars regis- 
tered the first week, and 18 new 
cars each in the second and third 
weeks. 

Used car sales held about 
steady, with 59 registrations in 
the first week of the month, 53 
the second week and 52 the third 
week. 

New-truck sales were very slow, 
with only one unit sold the first) 
period, none the second week, and 
only two in the third week, 

Used-truck sales also were on the 
slow side. There were two trucks 
registered the first week, four the 
second and only one the third week. 
—(George M. Hunholz.) 


* * * 


Rhode Island 


New-car registrations in Rhode 
Island during September totalled 
1890, bringing to 20,399 the total 
for the first nine months of 1956. 


Chevrolet paced the field with 
428, while Ford was a close second 
with 406. Registration for other 
makes was reported as follows by 
the Rhode Island Automobile 
Dealers’ Assn.: 

Oldsmobile, 184; Buick, 179; 
Plymouth, 155; Pontiac, 103; Mer- 
cury, 85; Dodge, 79; Nash, 46; 
Chrysler, 34; Studebaker, 25; De- 
Soto, 20; Hudson, 20; Lincoln, 14; 
Willys, 4; Rambler, 3; Imperial, 
1, and miscellaneous, 41. 

New-truck registrations in Sep- 
tember amounted to 234, making 
the total 2,019 for the first nine 
months of the current year. — 
(Thomas L. Forbes.) 


* ” * 


Cincinnati 


New-car sales in Hamilton Coun- 
ty (Cincinnati), O. picked up 
during the week ended Oct. 25. 
Registrations numbered 613, an in- 
crease of 58 units over the previous 
week. 

Used-car sales totalled 945, or 166 
over the previous week. 

New-truck registrations de- 
clined to 43, or 22 less than the 
previous week. Used-truck sales 
totalled 44, or 4 above the pre- 
vious week. 

Repossessions dropped to 49 dur- 

ing the week ended Oct. 25, six 

fewer than in the previous week. 

(Frank Kappel.) 
> 


* * 


Cleveland 


New-car sales in the Cleveland 
area slowed up during the week 
ended Oct. 27, with turnover re- 
Ported at 1,273, about 200 units 
below the previous seven days. 

Used-car sales fell to 1,754 from 
the 1,854 reported in the previous 
week, 

Commercial sales held steady 
with transactions involving 83 new 
pate and 70 used.—(Sanford Mar- 
ey.) 


+ * . 


Milwaukee 

The biggest slump in new-car| 

Sales since early in the year hit! 

Milwaukee during September, ac- 

cording to figures compiled by the 

seamen Automotive Trades 
n. 


_Registrations for the month fell) 


Augusta (Ga.) Cuts, 
Tax of 4 Dealers | 


AUGUSTA, Ga.—The City Council 
as authorized reductions in per- 
Sonal tax returns of four Augusta 
automobile dealerships on recom- 
mendation of a subcommittee. 
They were Richards Buick Co., 
from $71,700 to $48,000; Richmond 
Motor Sales (Chrysler-Plymouth), 
from $35,800 to $30,000; Daniel 
Lincoln-Mercury, from $67,300 to 
$30,000 and Walker Motor Co. 
(Ford), from $130,000 to $85,000. 
Another recommendation calls for 
dealers operating used-car lots not | 
to be required to purchase an addi- 
tional license for the lot provided 


they have no more than one. 





| 
| 


to 2,768, some 26 percent below the 
previous month’s count of 3,719. 

Totals for the nine months rep- 
resent the third best in history, 
although they had been second 
only to 1955 in the year-to-date 
count through August. 


September sales by makes were: | 


Chevrolet, 721; Ford, 462; Buick, 
366; Oldsmobile, 277; Plymouth, 
174; Pontiac, 142; Dodge, 141; Mer- 
cury, 115; Nash, 78; Cadillac, 71; 
DeSoto, 63; Chrysler, 53; Hudson, 
32; Studebaker, 25; Lincoln, 22; 


Packard, 11; Willys, 6, and miscel-| 


laneous, 9.—(John E. Hubel.) 


* * * 


San Antonio 


With new 1957 models practically 
on the floor, motor vehicle sales in 
San Antonio and Bexar County 
showed a drop of 20 percent in Sep- 
tember from the previous month. 


New-car sales totalled 1,484, com- 


pared with 1,863 in August. Trucks 
|were down to 139 from 162. 

Lower sales probably reflected 
earlier clearance of stocks in 
preparation for new models. 
Another factor was that many 
prospects adopted a “watch-and- 
wait” policy. 

Most dealers report used-car 
stocks are low, too, and believe that 
the 1957 introduction season will 
create more consumer interest than 
did the 1955 debuts two years ago. 

September car registrations by 
makes were: Chevrolet, 418; Ford, 
|373; Buick, 136; Plymouth, 120; 
| Pontiac, 119; Mercury, 83; Oldsmo- 
| bile, 82; Dodge, 43; Cadillac, 25; 
Chrysler, 21; DeSoto, 20; Stude- 
| baker, 12; Nash, 8; Lincoln, 7; Hud- 
json, 5; Clipper, 3; Imperial, 3; 
Renault, 2; Jaguar, 1; MG, 1, and 
miscellaneous, 2. 

Truck registrations were: Chev- 
rolet, 50; Ford, 40; International, 








| 24; GMC, 16; Dodge, 4; White, 2; 
| Diamond T, 1; Mack, 1, and Willys, 


1.—(J. H. Reed.) 


* * 


Canada 


Dealers support the figures that 
British car registrations in Canada 
are up 23 percent in the first nine 
months of 1956, compared with an 
increase of only 3 percent for all 
makes of automobiles. 

F. M. S. Best, chairman of the 
British Motor Industry in Canada, 
said British car sales were higher 
in all provinces, though total regis- | 
trations were down in certain 
provinces. 

Dealers report that British car} 
sales have been showing a definite | 
upward swing this year.—(M, L. 
Schwartz.) 





+ 


Pittsburgh 
New-car registrations in the| 
Pittsburgh area for the week ended | 
Oct. 27 were higher than in the} 
previous week, but the gain was 
“somewhat less than seasonal,” ac- 
cording to the Bureau of Business| 
Research of the University of Pitts- 
burgh. 
The bureau’s seasonally ad- 
justed index of general business 
activity stood at 203.7 percent of 


iby a 
| percent from 550 to 579. 


| baker, 2; 
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the 1935-39 average. It had been 
204.5 a month earlier. 

Steel mills in the district oper- 
ated at 100.5 percent of capacity 
and the number of active blast fur- 
naces held unchanged at 46, the 
bureau said.— (Leon M. Leffing- 
well.) 

* * * 


Houston 
New-car registrations in Houston 
during October totalled 4,177, up 
nearly 22 percent from the previous 
month’s 3,436. 
New-truck registrations improved 
lesser amount, climbing 5 


New-car registrations by make 
were: Ford, 1,243; Chevrolet, 1,123; 
Buick, 421; Oldsmobile, 325; Plym- 
outh, 242; Pontiac, 230; Mercury, 
159; DeSoto, 85; Dodge, 83; Cadil- 


jlac, 69; Chrysler, 61; Lincoln, 25; 


Studebaker, 25; Packard, 18; Nash, 
17; Hudson, 14; Willys, 9; Imperial, 
2; and miscellaneous, 26, 

Truck registrations were: Ford, 
221; Chevrolet, 182; International, 
93; GMC, 28; Dodge, 20; Mack, 15; 
Reo, 5; White, 4; Willys, 3; Stude- 
International Bus, 2; 
Autocar, 1; Chevrolet Bus, 1; Dia- 
mond T, 1, and Ford Bus, 1, — 
(Ruby Fenoglio.) 





More Sales trom Less Stock 


on Howard Zink’s LOW INVENTORY PLAN 


It’s a 


simple case of clear profit! Under 


Howard Zink’s new Low INVENTORY PLAN, 
you sell more seat covers on just 
one-third of your normal inventory. 


Design and styling changes make 


the plan 


possible. Covers are still the same 


well-known Howard Zink quality in a wide 
price range and complete selection of 
customer-preference fabrics, colors and 
patterns. Restyling and new materials 
\ harmonize with late-model car interiors. One 
cover fits more cars better than ever before. 


See how profitable it would be for you 


to handle the new line of Howard Zink covers 
on this Low INVENTORY PLAN backed 
by free advertising and sales aids. 





Dealerships Limited in 


some areas... HURRY : 


Mail the coupon for full details. 











“ys _ 


World’s Largest Manufacturer of Auto Seat Covers 


a 


Name. 


Store 


THE HOWARD ZINK CORPORATION 


Please have your representative call with full details on the Low Inventory 
Plan for handling Howard Zink seat covers. | understand there’s no obliga- 
tion, of course. 








—apenneimgieenemonmeniinth —------------------}; 


Fremont, Ohio 


Factories in Fremont, Ohio * Passaic, N. J. * Long Beach, Calif. * Charleston, Miss. 
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THREE NEW SERIES! 17 MAGNIFICENT MODELS! Tr 
THREE NEW FIESTAS FOR THE STATION WAGON SET! : 
AN ALL-NEW, VALUE-PACKED LINE TO ACCENTUATE THE ; 
QUALITY LEADERSHIP OF EVERY OLDS DEALERSHIP! : 










STUNNING NEw S te 28 FABULOUS NEW 72aZe 
{ In the new Starfire 98 Series, the accent’s on luxury The new Fiesta is built in 3 models, including the geared-for 
and breath-taking glamor. Jetaway Hydra-Matic, Power performance Super 88 at right. A brilliant combinatio?® 


Steering and Power Brakes are standard equipment. hardtop glamor and rugged utility for the station wag 





OLDS MOBILE ! 





EXCLUSIVE ACCENT STRIPE... 


Another reflection of Oldsmobile’s styling leadership. 
This distinctive “‘accent” motif is mirrored inside, 
too, in smart new tri-tone Tech-Style Interiors! 





Golden Rocket 88 Series features seven all-new models 
for °57 for the big-volume market, including a new, 
striking Convertible Coupé and two alluring Fiestas. 


--.and Olidsmobile's Quality Dealers ! 


INTERIOR LUXURY —featuring Tech-Style 


decor with newest, richest fabrics . . . includ- 


Theyre off . . . 


start for Olds dealers! For 757, Oldsmobile 


and it’s another rocketing Beading sweeping through the twin struts of 
the rear window to add new dash! 


steps out with a line-up of product values ing three-dimensional Airweave Trilok! New 





the likes of which Mr. John Q. Public has 
never seen before! And they are values that 
prospects can see, understand and appreciate! 


STYLE— introducing the new profile 


longer, far lower . . . with distinctive fashion 


touches everywhere! The exclusive Accent 
Stripe to point up the low, lithe silhouette 
with chrome-framed color! Skyline Roof 


LOW-LEVEL RIDE—presenting a new, lower 
center of gravity without sacrifice of head 
room . .. thanks to the new L-Bow Propeller 
Shaft. New Wide-Stance Chassis with its 
wider spring base increases stability, im- 
proves cornering. New Pivot-Poise Front 
Suspension with Counter-Dive means 
smooth, on-the-level stops! 





OLDSMOBILE DIVISION -« 


GENERAL 


MOTORS CORPORATION e 


tri-tone accents! Original Strut-Mounted 
Instrument Panel! Sleek, Deep-Recessed 
Safety Steering Wheel! 


ROCKET ENGINE PERFORMANCE—now 
greater than ever with the new Rocket T-400 
Engine (developing 277 horsepower and 400 
lb.-ft. of torque), standard in all °57 models! 
High torque at low rpm’s gives peak perform- 
ance in average driving. Here’s economy when 
you want it . . . power when you need it! 


Yes, the accent’s on Oldsmobile’s Quality 
Dealers—in every way! In the value of the 
product they represent! In their quality 
standing with owners and prospects! In 
market coverage! No wonder Oldsmobile 
Dealers hold such an envied position! No 
wonder it’s so smart to be with Olds! 


LANSING, MICH. 





sect ttenestiieesipasistaealnsasiatacametrat 
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AT’S the road-routing now on 

climbing the narrow and 
rickety ladder to Success? Or has 
our American dream of “rags to 
riches” died? 

Back in 1928, economists warned 
that by the time another quarter- 
century had worn out its bearings 
and traded for a new model, the 
chance to rise from the bottom to 
the top of America’s Big Business 
would have almost disappeared. 
That is, by one’s own bootstraps. 
They predicted that two-thirds of 
industry's elite would be sons of 
the power elite. 

Seems they were wrong. Fact 
is, since 1928, double the previ- 
ous number have climbed from 
the lowest to the highest rungs 
+ « » Gespite the notion that it 


| took a rich wife 








lus whom-you- 
both-knew not what-you-knew to 
get you a yacht and the envy of 
your relatives, 

Many atill fear that great corpo- 
rate structures, with less individual 
ownership, would put top executive 


| positions out of merely-able men’s 


reach. 
But it hasn’t worked that way. 


| Sure, ——oe tougher on the 


way up, Yet it’s even tougher to 
satay there. And that gives chances 


|for a fast, skilled driver to see a 


hole in the traffic near Dxecutive 
Suite—and to pass... doubtless on 
@ curve near the top of a hill. So 
he has to be careful. The more 


| powerful your engine, the smoother 
rovided you've got} 


your climb, 
cool Right Judgment at the wheel. 
Without that Judgment, the bigger 


| the engine, the bigger the crash, 
* * 
‘The Best Man 


Ray, the top-job field in bus- 
iness has opened up this way— 
according to recent statistics of 10,- 
000 members of management: 

The impersonality of large corpo- 


rations makes usually for the best | 
man for the job, rather than family | 
| significant and suggestive, Cert nly 
executive, going into overdrive for | 
| the top, can make his own prestige, 


and social prestige. A gifted young 








even lacquer up his family assovia- 
tions a bit. 


Then tenures of top leadership 
are shorter today. That's because 
more education is needed, and 
more in-business training. And 
there’s the fairly new 65-year 
retirement age. Yet, firms find a 
powerful incentive the proved 
chance to advance and in far 
better employe-employer rela- 
tions. 

Some have programs to further 
train those with a college education 
—and to further educate those who 
missed out on college. Management 
knows now that there's a better 


|ehance for a junior executive to 


realize his full possibility—for him- 


self and the corporation—when his) 
mind has been nourished, both) duced thie year (19656), 
technologically and culturally, 


Biographical statistics don’t mean 
everything. Drive and ability can 
come from either side of the track 
from any part of the country—an 
with or without a college degree. 


But when 10,000 sets of birthplaces | 


and backgrounds get put together, 
apparent patterns in them seem in- 
teresting. Perhaps in spots, they're 


they’re encouraging for American 


opportunity—for they light up the! million, nearly a third of the top 





| prestige. 





Ayre 
pte 








Me 
‘ELAMM. 


The body of the Star, intro- 
te made 
of plastic. 


view dimly seen by economists a 





| quarter-century ago. 
* * e 


U. S. Pattern 


Ww FIND, for instance, it’s in 
smaller firms in smaller towns 


| that top jobs come oftenest to those 
connection and social | 


of famil y 
n companies doing a 
relatively small annual gross of $10 





RIGHT CARS, RIGHT TERMS 
help keep sales moving 


USED CARS 





i 


Isn't it folly to compete with yourself? 


That’s what happens, if you sell new cars on 
long, costly terms to your better-used-car prospects! 
You slow the steady sale of late-model trade-ins. 

Repeat business is slowed up too, when you 
arrange “easy terms” on new cars for people with 


used car incomes. 


Selling the right cars to the right prospects on the 
right terms helps to keep turnover fast. 





With the GMAC Thrift-Guard Plan you can fit 
comfortable terms to the needs of ali your prospects 
while offering extra values and protections. You gain 
(1) Control of the whole transaction. 


(2) Gross from time contracts. 


(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


= ze! 
TIME PAYMENT 


PLAN 





Gvallable to Dealers In 
CHEVROLET © PONTIAC 
OLDSMOBILE © BUICK 
CADILLAC 
new cars,-and used cars 
of all makes 


GENERAL MOTORS ACCEPTANCE CORPORATION 


executives are sons of busines, 
leaders—only a seventh are song of 
laborers. 

Contrast this with corporations 
grossing more than 8250 millions 
annually. In those Big Ones, less 
than a fifth of the top manage. 
ment are sons of big busines 
men, 

When our Western frontier dig. 
appeared into fenced farms and big 
cities, opportunity seemed best op 
our “new business frontier’ — {, 
expanding oil empires, chemical {p. 
— aircraft, radlo and televi. 
sion, 

Yet, modern Horatio Algers foung 
more ways up than in expanding 
new fields. Statistics show that 
most men who've made the ful 
climb from bottom to top have dong 
it in railroads and trucking. And 
while trucking is fairly new and 
| with new roads, is expanding, rail. 
roading is old and conservative, 

Newest statistics show no need tp 
fear that only business leaders’ song 
or sons-in-law “shall inherit the 
earth” of top jobs. More and mor 
| of the meek in birth are doing the 
inheriting—or rather the successfy 
climbing. -And the later fear that 
| only college graduates could go far 
|in the road race is being scotched 
—by industry's own on-the-job edu. 
cation. 

Higher education is casier to get 
tod than ever before. Business 
itself is making grants to univer 
sities—to help insure both the skill 
and the culture needed for both in. 
dustry and the country, 

* . . 


Three Patterns 


GTATIBTIS pile up a lot of data 
But from these recent facts on 
our top executives, three patterns 
seem more important than figures 
on where most successes were born 
or what regions have furnished 
most of the real estate tycoons, or 
most of the oll company or manu- 
facturing hoads. 

To me, the three most illuminat- 
ing facts are these: 
| 1, Education hag turned out to 
| be a mighty helpful “added ingredi. 
| ent” for whatever gasoline it is that 
drives an executive to the top. Get 
not only as much schooling as pos 
sible while you're young but keep 
learning as long as you live. 

2. The trend away from any 
hierarchy — of family or Society 
(with a capital 8)—for inheriting 
top tions. 

8, e fact that it’s oftenest the 
“second-mile” man, not the dash- 
man who makes it to the high ridge 
of business. Seems, as I read about 
thousands of today’s leaders — and 
as I remember from the years — 
the guy who gets there is the 
who's still going strong... his 
and spirit good when the also 
runners slow up. It’s the second 
mile men. 

P.S. So maybe you'd better take 
-—_ encouragement from statistics, 
and get in there and pitch. The 
best thing I could find from all 
these figures was that there's no 
royal road to success. But 
continuing education—and good gas 
and cool judgment for the passes, 
in the second mile and the tenth 
and the twentieth, will put fewer 
curves in your road, fewer bumps 
and clearer vision. 


2 Chicago Dealers 
Announce Lease Plan 


CHICAGO.—Li r Motor Co 
(Ford) and Morgan Motor Co. (Lin 
coln-Meroury-Continental) have an- 
nounced a rental plan whereby cul 
tomers may rent new cars or tru 
complete with maintenance, insur 
ance, license, gas and oi] while thelr 
vehicles are in the service de 
ment for repairs, 

Fred G, Litsinger said customer 
also may rent an extra vehicle on & 
ony. or weekly basis from the 
affiliate firm, Litsinger Car & Truck 
Leasing Co. 


Baker Names Miami Rep 


— Miami! Fork-Lift 
Truck, Inc, has been named hd 
dealer for Baker-Raulang Co.'s 
materials-handling trucks, The tem 
ritory will include four counties in 








Southern Florida. 
——— 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
ph month a higher court de- 
cision answered a legal question 
that often has been presented to 
me by automobile dealers. 

This question is: Can an auto- 
mobile dealer con- 
duct a lottery and 
give prizes to cus- 
tomers who are 
given tickets or 
numbers free? | 

According to a} 
late higher court 
decision, the an- 
swer is no, if a 
state law is vio- 
lated. 

For illustration, 

L. T. Parker in State v. Grant 
Chevrolet Co., 75 N. W. (2d) 611, 
the testimony showed facts, as fol- 
lows: Grant is located in Nebraska, 
and is an automobile dealer for 
Chevrolet and Cadillac. 

The company bought and sold 
new and used automobiles, trucks, 
and accessories, and operated a| 
general service garage in connec-| 
tion with such business, The com-| 
pany placed advertisements in a 
local newspaper inviting all persons 
to come into its show room and in-| 
spect new models of automobiles. 

o * * | 





Cards Given Free 


E company planned to conduct} 

a chance drawing of names of 
persons registered on registration 
cards. In that connection, each per- 
gon was required to fill out a 
registration card giving his child’s 
name, age, address, telephone num- 
ber, and the year, make, and model 
of the automobile he is now driving. | 


No registrant was required to ad- 
vance any money or make any pur- 
chase in order to register or to 
be present at the drawing in order 
to win. Winners were determined 
by chance drawings made from 
such registrations cards and prizes 
for the winners were two Chevrolet 
— convertibles” worth $60 
each. 


The purpose of conducting the 
scheme was to advertise the 
company’s business, induce people 
te come into its place of business, 
look at automobile exhibits, buy 
merchandise, and to generally 
stimulate the company’s business 
as an automobile dealer. 


State officials filed suit and asked 
the court to grant an injunction 
to prevent the company from con- 
ducting the chance drawings on 
the grounds that the State’s lottery | 
laws prohibit such lotteries. 

7 * * 


THE legal counsel for the auto- 

mobile company argued that 
the scheme is not illegal because 
prospective customers pay nothing 
for the registration cards. Never- 


theless, in view of Nebraska laws,| 


Ad Group Studies 
Ways to Condense 
Auto Catalogs 


MUNCIE, Ind. — The committee 
on catalogs and literature of the 
Automotive Advertisers Council is 
studying to what extent catalogs of 
manufacturers might be condensed 
to make them easier and more 
eal for jobber salesmen to 

Cooperating in the study are the 
National Standard Parts lon the 

otor and Equipment Wholesalers 


and the Distributors Insti- 


i 


tion against Grant conducting the 
lottery and quoted: 

“In order to give force and 
effect to statutes comparable with 
our own, the great weight of 
authority has adopted the basic 
contract theory of consideration, 
holding that the element of con- 
sideration is present if there is 
a benefit to the promissor who is 
the promoter of the scheme, or if 
there is a detriment to the promi- 

see who is the contestant, or 


Cleveland Ford Dealers 


Elect Lee President 


CLEVELAND. — Joseph E. Lee, 
Robert Lee, Inc., has been elected 
president of the Cuyahoga County 
Ford Dealers Assn. 

Other officers are Charles E. Fos- 
ter, Commerce Motors, Inc., vice- 
president; Howard L. Reynolds, 
Heights Motor Sales, treasurer, and 
Frank M. Lowe, Chagrin Valley 


| Ford, secretary. 





Other catalog problems which are 
receiving attention are the main- 
tenance of adequate gutter mar- 
gins, the issuance by some manu- 
facturers of too many supplements 
and the maintenance by manufac- 
turers of accurate records of the 
mai requirements of their job- 


p embers of the catalog commit- 
e are Homer A. Lange, DeVilbiss 

.. Toledo; George W. Linn, Exide 
automotive division, Electric Stor- 
_ Battery Co., Philadelphia; John 
. Corkery, Thor Power Tool Co., 

urora, Ill, and Walter A. Kirk- 
patrick, Wilkening Mfg. Co., Phila- 
delphia, 





holder of a chance for the prize.” 

For comparison, see higher court 
decisions, as follows: Yellow-Stone 
Kit v. State, 88 Ala. 196; People v. 
Cardas, 137 Cal. App. Supp. 788; 
and State v. Hundling, 220 Iowa 
1369, 103 A.L.R, 861. 

* * * 


Voids Certificate 


CCORDING to a late higher 

court decision, a title certificate 

is void when signed in blank and to 

which a notary afterward affixes 
his signature and seal. 

For instance, in Dan Griffin v. 
Bond Securities Co., 288 S. W. (2d) 
543, the testimony showed that a 
man named Griffin purchased a 
used Pontiac from Bob Auto Co., 
Amarillo, Tex. 

Further testimony proved that 
the seller had acquired the auto- 
mobile from its owner and the 
certificate of title had been signed 
in blank by the owner and by the | 
notary who attached his seal after 
his signature. 

In subsequent litigation, the 
higher court held that the certifi-| 
cate of title is void which prevented 
legal title to the automobile passing | 
from the original owner to Bob} 
Auto Co. and hence the title given 
by the latter to Griffin also is void. | 











Michigan Truckers Honor Thomas— 

E. J. Thomas, right, president, Goodyear Tire & Rubber Co., Akron, was among the 
heads of 15 member companies of the American Trucking Assn. Foundation honored 
recently for outstanding public service during the Michigan Trucking Assn. convention 
in Grand Rapids, Mich. Presentation is made by L. D. Rahilly, center, retiring MTA 
president. Looking on is Walter F. Carey, Birmingham, Mich., ATA Foundation president. 













HERE'S 


New plastic discovery assures batteries of 
faster starting power .. . and faster sales 


The “stuck with Henderson” cartoons advertising U.S. Sentinel 
Battery Separators, appearing regularly in The Saturday 
Evening Post, depict Henderson as somewhat of an oaf who 
always has car trouble because he forgets to look for the 
Sentinel Tag when he buys batteries. 

It’s all a hoax, of course. Henderson is 
actually one of Sentinel’s strongest boosters. 
Those cartoons are his way of saying that 
the best batteries made today are equipped 
with the new plastic discovery — 

U. S. Sentinel Battery Separators. 

When you stock batteries for the coming 
season be sure to look for the Sentinel 
Tag. Thousands of folks seeking the best 
in batteries, will insist on Sentinel-equipped 
batteries—and you can’t afford to lose 
them as customers. So do yourself and 
your customers a favor, and profit 
with U. S. Sentinel Battery Separators. 
United States Rubber, Rockefeller 
Center, New York 20, N. Y. 


Electrical Wire & Cable Department 


THAT SAYS “MORE SALES 
AND MORE PROFITS 
FOR DEALERS ” 


THE TAG 















NEW PLASTIC RIBS GIVE 
GREAT MECHANICAL STRENGTH 
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OU know all that talk you’ve been hearing about the 
1957 new car models being really new? 


Well, in the case of the 1957 Buicks it’s true— gospel true. 


And we bring them to you now with a soaring enthusiasm 
we can hardly contain—the newest new Buicks ever built. 


All New—And Then Some! 


We mean these 1957 Buicks are new in the precise and 
literal sense. - 

We mean new from the ground up, and from gleaming 
grille to sassy taillights. 

We mean new lowness, new styling, new bodies, new wind- 
shields, new controls, new safety-padded instrument 


We got x1 Newest 


panels, new safety steering wheels, new seating, new 
fabrics, new colors. 


We mean new front end, new rear end, new frame, new 
braking, new steering, new handling, new riding, new 
roadability—a whole new chassis of greater solidity and 
safety. 


We mean v8 engines new from the crankshaft up— 
engines that poise on new nodal-point mountings for peak 
freedom from vibration—that ‘‘feed’”’ through a rust-free 
fuel system—that breathe freer and deeper to deliver an 
all-time high in horsepower and compression from theif 
364-cubic-inch displacement. 


And we mean, most of all, an advanced new Variable 


SEE YOUR BUICE 














Buick Yet 


Pitch Dynaflow*—so instant in the starting range— 
so utterly smooth and so totally full-range in ‘‘Drive’’ 
—that your need for ‘‘Low’’ is practically eliminated. 


So come take in these low-silhouette, these boldly beauti- 
ful, these instantly obedient Buicks for 1957. 


Come learn about the host of wonders to be had here—- 

including a true work-wagon with the racy and airy grace 

of a pillarless 4-Door hardtop Riviera—the most beautiful 

Estate Wagon you ever beheld. 

Then you’ll see why you can’t blame us for being so fired 

up about it all—and how catching this excitement can be. 
*New Advanced Variable Pitch Dynaflow is the only Dynaflow Buick 


builds today. It is standard on Roadmaster, Super and Century 
optional at modest extra cost on the Special. 


DEALER-NOW 
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When better automobiles are built Buick will build them 


SEE “JACK AND THE BEANSTALK” 
ON NOVEMBER 12TH .. A new 
NBC-TV color spectacular brought 
> you by your Buick Dealer. 
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Pillars Dropped from 2 Sedans... 


Cadillac Accents Hardtop Trend 


. ° seats have been padded for safety,|has been increased and the Side 

What $ New: and all models except the “62”| pillars slant forward from the belt 

New frame and body ...hard- | coupe and sedan have front-seat|line. Rear-quarter roof supporty 
tops replace four-door sedans... | arm rests. Convertibles have a|slant backward from the belt ling 
restyled fins . . . twin tail lights | rear-seat radio speaker for the first} Cadillac’s new chassis has made 
Cd er. $ - - . 325 top horsepower . . . twin | time. it possible to lower the height of 

tail lights . . . rubber-tipped rales, Sere the cars up to three inches. 

bumper guards . . . redesigned (THE parking brake is foot-| Cated a “tubular cente rx 
instrument panel .. . padded seat operated. Windshield glass area| frame,” it includes a tubular 
backs ... front-seat arm rests ‘ _ eee TS backbone from which armlike 
heales ee beams extend forward and rear. | Future 
. ward like a “V.” The outrigger Al 
mountings or brackets extend out For . : 
from the box-type beams. Pp TH 
A significant feature is that it ig terial 
readily adaptable to Cadillac’s three papers | 
wheelbase lengths. A lower center | #uminu 
of gravity and improved suspension | Stee! 
provides a smoother ride and easier | Ametc® 














* * * 


— 1,700 dealers today (Nov. 12) 

put on display the cars which, 
according to Cadiliac general man- 
ager Don E. Ahrens, “represent the 


EASY-TO-INSTALL E. A. ae aaahnhets akeier chute te 
RED HEAD HEATERS Cadillac history.” 


4 


















‘ neers la 
f Cadillac points proudly to 154,- handling. a a ens 
or one car - rng He eo ‘ar ian (CADILLAC has boosted its hors | with al 
5 ? A power to 300 with a power kit _ 
-..or a fleet! manager, is aiming at 155,000 to hiking it to 325 on Eldorado models, | tor, PTO 
160,000 during the 1957 model Last year’s horsepower was 28% —, 
year. with an optional rating of 305. ~ ol 
To reach this goal, Cadillac is Compression ratio has been in- aed 
offering a new body and chassis, Redesigned Interior— creased on 1, = yo am ontem 
eos . . remains a cubic inches. 
he RED HEAD ' ol the a ae eens and a num. | The 1957 Cadillac has a recessed steer- Automatic transmission, power anothe 
Let t contr Der of other styling and engineering | ing wheel and a redesigned instrument | steering and power brakes are industi 
; * couiaaie ta ah Ten models are) panel. A front-seat arm rest has been| standard on all models. Tire sizes ser. 
weather! There’s a full line of ae ee added and the backs of the front seats| are 8:20-15 on Eldorado and Series noe 
' : have been padded for safety. 75 models and 8:00-15 on others. I 
RED HEADS to fill your needs... (THE hardtop trend has increased. aes . 2 8 ame 
Cadillac has removed the center — 
* . * : : 

¥ post from its popular Series 62 um 

and special units can be engi four-door, and even the staid Fleet- a 
° * wood line boasts a pillarless unit. ng 
neered to your specifications. This is the Sixty Special four-door, given | 
which is a one model series. yr 
Cadillac’s only center posts are After 
found in the plush eight history 

passenger Series 75 limousines, buses, 

Get MORE br which have Fleetwood bodies. possibi 
eat. ee There are two models in this pointec 

line, one of which has a glass num b 
MORE dollar savings! partition between the front and lightw: 
: rear seats. surfac« 
Other “62” models are the two-| © all hav 
door hardtop, Coupe deVille and| 79 Thes 

Sedan deVille hardtops and con- is cn : es could 
vertible. Two Eldorados—the Biar- | a ~ tir 

ritz convertible and the Seville —... e sa 
hardtop — round out the line. Coupe deVille for ‘57 his pr 

Roch id the Eld a ill Cadillac's popular Coupe deVille is two inches lower than the 1956 model. Other colors. 

int _ ae ti - lat a — = styling changes include forward-slanting windshield pillars, hood and rear deck below latest 

will a acer an te “N sae aoe the fender line and new, lower tail fins. Automatic transmission, power steering and to alu 
Show and will a Samet to the | Power brakes are standard on all Cadillacs. possib 
Rely on: Model DL-51, a - a public in January. could | 
superbly engineered hot water mf 1s * * * — 
Kania, adillac’s tail fins have been re- provid 
styled and appear a bit less sorptic 
pronounced than in former years. Chri 
The “62” now has the Eldorado’s bumps 

twin tail iights and the hood and offer 


rear deck lie below the fender line. 


Eldorado fins remain high and 
spiked and have been moved in- 
board. 

Side trim has been redesigned 
and so have the grille and front 
end. Rubber inserts are built in- 


RED tae Lahde DEAL oe See of the front bumper 


The instrument panel has been | 

restyled and the steering wheel is 
E. A. HEATERS recessed. The backs of the front) 
E. A. Heater Division of the Gabriel Company, Rockford, Illinois RT ern | 


WRITE FOR DETAILS ABOUT THE 


Eldorado Fins Move Inboard— 
MEWA Announces High, spiked fins—the Eldorado trade mark—have been moved inboard for 1957. 


Another new feature is the wraparound rear bumper which extends to the wheel open 


Young Executives’ irgs. Eldorado models are the Biarritz convertible and the Seville two-door hardtop. 


°07 Essay Contest 


CHICAGO, — The Motor & 
Equipment Wholesalers Assn. 
young executives group essay con- 
test has been opened. 

The theme is: “How to Take the 
Most Important Steps in Executive 
ANY MAKE...ANY MODEL...ANY YEAR Development.” Essays must be 500 
ALL Harvey Adapters Fit Your Present Exhaust to 2,000 words long and be sub- 
System... Single or Dual Tailpipe mitted before Jan. 15, 1957. 

The contest winners will be 
awarded U. S. Government bonds 





Tailpipe Adapters is Use Harvey Tailpipe Adapters with any 2” or 22” hose —rubber 

All 1957 Car Models of metal. With 2/2” hose and Harvey universal lock-sleeve coupler, | ;, denominations of $100. $50 and 

Now Available. Harvey Adapters are easily and quickly interchangeable, without $25 along with the round-trip fare 

changing hose and fittings. All Harvey adapters and fittings are | tg one of the MEWA national con- 

heavy gauge metal and electroplated for year-to-year use. ventions, either in Miami, during 

April, 1957, or Boston, in May. 

and HARVEY HEAVY-DUTY HOSE Another prize is free tuition to 

—non-crush, heat resistant, truly flexible— | WREWA’s 1957 management insti- 

the best rubber exhaust hose in the industry... | tute, which probably will be held 

and reasonably priced. at the University of Illinois, as was 
last year’s course. 

Full information is available 



















You can’t beat 










Siaptesinahe-sutet pee tt HARVEY x from the Motor & Equipment 
installations to dual exhaust. EXHAUST EQUIPMENT Ts Biel Chicagoe til pre 


Bz ——______—. Cadillac's New Chassis— 
Ye SOE 
HARVEY iT DUSTRIES | tan Sng a: ape | fe Stokes Changes Name Cadillac's new chassis has lowered the cars as much as three inches. Armlike beams 
Berean ROS ase. PHILADELPHIA, — F. J. Stokes] extend forward and rearward from the tubular backbone, and the body is secured 
bh chriga ez usiedycalvestateapap peering tag : Machine Co. is changing its name] to “outrigger mountings” rather. than conventional side rails. It is readily adaptable 
to F. J. Stokes Corp. to Cadillac's three wheelbase lengths. 
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TURNINGS 


by 


John T. Benedict 


finish with subdued tones for eve- 
ning formality.” 

All in all, this adds up to quite a 
vision of how aluminum may be a 
factor in future extensions of the 
present trend toward customizing 
the treatment of a high-volume 
mass-production product such as 
the American motor car. 


Stainless Steel Producer 
Bets on Gas Turbine 


* * 


21 


Long-term rise in annual car pro- 
duction and gradual increase in 
the amount of stainless steel used 
on each car. 

In the anticipated trend to more 
stainless per car, it is significant 
that more emphasis will be placed 
on strictly functional items than 
was true in the past. Specific areas 
that hold promise in this regard 
were identified by J. J, Kraus, vice- 
president, as radiators, mufflers and 


TAINLESS steel advocates are 
pushing the idea that the ma- 
terial potentially has economically 
competitive merit to rate considera- 
tion for expanded functional usage 
in automotive construction, En- 
visioned by stainless enthusiasts are 
structural applications distinct 
from present emphasis on exterior 
trim items. 

Fresh indications of this type of| . e 
thinking were in evidence at the| Stainless Production— 


David B. Carson, executive vice-president 





tail pipes. 

It also was pointed out that as 
bumpers continue their tendency 
toward designs requiring wider 
gauge stock and _ configurations 
which make front and rear bump- 
ers a@ more prominent decorative 
style element—the bumper becomes 
a better prospect for stainless steel 
each year. 

One Sharon official stated that, 
with the expanded capacity, they 


Engineering Editor 


order a variety of easily attached 
extra side: panels to be delivered 
with his new car. 

A range of side panel anodized 
colors and surface textures would | 
permit the car owner to suit his 
car’s appearance to the occasion. 
White’s example mentioned “bright 


Future Uses Outlined 
For Aluminum in Autos 


N THE field of engineering ma- 
I terials, two thought-provoking 
papers on automotive uses of 
aluminum and another on stainless | 
steel were presented before the} 
American Society of Body Engi- 
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neers last month. 

Economic advantages gained 
with aluminum were discussed by| 
Dr. George Perkins, general direc-| 
tor, product development, Reynolds 
Metals Co., under the meaningful 
title, “Dividends from the use of 
aluminum body panels.” 

Stainless steel for structural 
automotive parts was the topic of 
another excellent presentation by 
industrial designer Jon W. Hau- 





ser. 

Some highlights of these two 
papers were given on Page 58, 
Automotive News, Oct. 29, 1956. 

The third materials paper, “Alu-| 
minum — Decorative and Func-) 
tional,” also presented some stimu- 
lating design ideas. Bumpers were 
given considerable attention by E. 
P. White, sales development divi- 
sion, Aluminum Co. of America. 

After briefly reviewing the long 
history of aluminum bumpers on 
buses, White outlined some future 
possibilities for passenger cars. He 
pointed out that extruded alumi- 
num bumpers could offer a strong, 
lightweight wraparound with many 
surface treatments and colors 
all having the same extruded shape. 

These color and finish variations 
could be specified by the buyer at 
the time he purchased the car, in 
the same manner he now specifies 
his preference in exterior paint 
colors. According to White, the 
latest technique of bonding rubber 
to aluminum further expands the 
possibilities. Colored rubber inserts 
could protect against minor 
scratches, while the strength and 
corrosion resistance of aluminum) 
provided minor collision impact ab- 
sorption plus enduring beauty. 

Chrome-plated cast aluminum | 
bumperettes and facing bars could| 
offer contrasting luster with tex- 
tured extrusions. 

7 . * 


AUTOMOTIVE interiors,| 
White declared that extruded 
seat moldings might be redesigned 
to include an entire seat frame in 
one cost-saving part. 


“Roll-formed interior moldings 
might be next,” said White. He 
asked: “Why not use a special 


acoustic-patterned aluminum roof 
liner?” | 

According to White, such a liner 
would dampen vibration while re- 
ducing car interior temperatures on 
hot days because of the “low heat 
Pavky of aluminum.” 

ing up the subject of ex- | 
truded body elements, White as- | 
serted that the variety of 
extruded shapes available in alu- 
minum makes possible the com- 
bination of window trim and 
upper door construction. He also 

Posed the challenging question: 

With present talk of unitized 
bodies and emphasis on hardtop 
styling, is there not a place for 
extruded aluminum Pieces to 
combine decorative and body 
structure functions?” 

In White's opinion, such parts 
could carry body loads through the 
door header while offering new eye- 
catching finishes. Stress transmis- 
Sion allegedly could be handled 
readily at front and rear pillar at- 
tachments, 

In discussing aluminum bod 
—. White cited readily satienhe 
orms, textures and colors of alu- 
minum as offering numerous pos- 
sibilities for future applications. 
: uminum roofs were said to be 
easible now, as modern bonding 
and fastening techniques promise 
to solve joining problems. 

Referring next to aluminum body 
Panels, White offered a new ex- 
terior trim concept embodying the 
novel idea that the buyer might 





color and sparkle for sporting ac-| 


tivities; dignity and beauty of satin 


Progressive Adds Screws 


TORRINGTON, Mass. — Progres- 
sive Mfg. Co., a division of Torring- 
ton Co., here, has added slotted 
tapping screws to its line of stand- 
ard fasteners. 


Give your agency more 


press conference held in conjunc-| 
tion with Sharon Steel’s announce-| 
ment of a 25 percent expansion in 
stainless steel production capacity 
at its Detroit-area plant. 

The obvious explanation of 
Sharon’s addition to its local fa- | 
cilities is the company’s desire to 
offer better service to the auto- 
motive market. Future automo- 


| pany. 
| * * * 


tive industry consumption of 
stainless steel is expected to grow 
steadily because of two factors: 





of Sharon Steel Corp., inserts stainless | 
| strip steel in the new stainless steel line 


| recently placed in operation by the com-| 


“attraction power” 


frankly are banking on the entry 
of automotive gas turbines into 
production. His thought was that 
such a development would mean a 
big expansion in automotive use of 
stainless steel, since this material 
would be specified in such com- 
ponents as the heat ecxhanger 
tubes. 





...with a Pittsburgh Spen-Vsion Front! 


Many a good automobile agency, doing 
a steady business, has developed into a 
real money-maker — after a thorough 
modernization with a Pittsburgh Open- 
Vision Front. Modern thinking people 
are apt to shop in an atmosphere which 
is also modern. They are attracted by 
bright, up-to-date establishments where 
they expect to find the latest cars, the 
finest accessories. All of which adds up 
to greater profit for the owner who keeps 
in step with the times. 

This good-looking agency—Ed Hoff- 
man Motors, Corpus Christi, Texas—is 
an example of good car display. The big 






PAINTS - GLASS - 
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CHEMICALS - BRUSHES - PLASTICS - 





Fe a 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


windows of Pittsburgh Polished Plate 
Glass let in lots of natural light and give 
the passers-by good opportunity to view 
the cars on display from several angles. | 
There is no feeling of crowding or | 
cramping. Architect: Richard S. Colley, | 
Corpus Christi, Texas. 
For more information on Pittsburgh | 
Store Front Products and Pittsburgh ; 
Store Front design, just send in the con- | 
venient coupon. We will send you our 
free store front booklet, “How To Give | 
Your Store The Look That Sells.” It’s 
| 

| 

| 

| 

| 

| 








front booklet. 
full of examples and illustrations of mod- 
ernization jobs. There is no obligation. RS ccdnsntesducotnevnseedenvenan 
Addvees 2... cc cece ccccccccccscccccce 
FIBER GLASS 
Die ks uannncetinedan ee j 


Gtass COMPAN Y 









Pittsburgh Plate Glass Company 
Room 6426, 632 Fort Duquesne Blvd. 
Pittsburgh 22, Pa. 


Please send me a FREE copy of your store 
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Attractions at Auto Trim Shows— 


Diversification trends will be highlighted at the third annual Auto Trim Show 
which will be held for three days at the Sherman Hotel, Chicago, starting Dec. 2. 






Among the bonanza of prizes awaiting auto interior decorators whose ideas are 
chosen as winners of Trimerama, the annual International Seat Cover Contest, is the 


Golden Seat Trophy. Shown above with the trophy are a few of the models who wil 
take part in this year's show. 
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Eprror’s Note: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

+ + * 


Dear Ed: 


_— other day I talked to a 
salesman who had the mis- 


‘ fortune to wreck his 1953 car. He 


owed $372 on it, too. 

I met him 
through our 
bump - shop 
manager, who 
always has his 
eye peeled for 
a new-car deal. 
It was a toss-up 
for the sales- 
man whether 
he would have 
the ’53 fixed or 
trade for a new 
Bert Simons one. 


The wrecked car was covered 


Meeting the Practical Problems .. . 
Case Histories of a Salesman 





with a $100 deductible collision 
policy and before the mishap was 
worth about $800 wholesale. Now, 
it had depreciated to about $500. 
. + *~ 

~ QUALIFYING this salesman, 

I realized two important 
things. First, I must get him into 





Delinquencies Hit Low, 


Rochester (N.Y.) Reports 

ROCHESTER, N. Y. — Local 
loan offices have reported that 
delinquencies are lower than at 
any time in the last two years. 

Officials say that borrowers 
have realized that a dollar won’t 
stretch as they might wish and 
delay new purchases until cur- 
rent installments are paid off. 
Loan firms have been warning 
against over buying. That’s when 
trouble starts, they say. 








Announcing 
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THE MOST-GLITTERING 
PERSONALITIES 

OF THE 
ENTERTAINMENT 







rT ee Advertised at $3.98 and $2.98... 





HERE’S HOW THE DEAL WORKS: Buy only one case of HYDRA-VALVE 
KLEEN (24 cans) OR one case of ISSION KLEEN (24 cans) 
OR one Duet Case (12 cans of each product). A Dealer Bonus Certifi- 
cate plus an RCA catalog is d in each case. Each certificate 
entitles you to any RCA VICTOR Record Album—ABSOLUTELY FREE 
OF CHARGE! Now, if you don’t own a record player and would like 
to start a record library, send us two certificates plus $10 and we'll 
ship you a THREE-SPEED RECORD PLAYER that has an established 
retail va value of $29.95! 

This is your opportunity to build a record album library of the world’s 
greatest music—the world’s greatest artists—all on the RCA VICTOR 
label—all at absolutely no cost to you. There is no limit to the number 
of albums you can bring home to your family. No matter what your 
taste in music is, you'll find the albums of your choice in this 
RCA VICTOR catalog. 

This is the most exciting, the most unique, the most unusual give- 
away of the year! Start collecting your albums today so that you 
and your family can enjoy this fine entertainment for years to come! 


CALL YOUR JOBBER OR WRITE FOR DETAILS 


VW baRCA VICTOR 













PERRY COMO 
EDDIE FISHER 
EARTHA KITT 
EDDY ARNOLD 
THE THREE SUNS 
CHARLIE BARNET 


SONS OF THE PIONEERS 


HUGO WINTERHALTER 


SAUTER-FINEGAN ORCHESTRA 
ARTHUR RUBINSTEIN 
ARTURO TOSCANINI 


ETC., ETC., ETC. 


(si00) gino) HYDRA- VALVE KLEEN 


A very specialized product for a very spe- 
cial problem. Keeps hydraulic valves in 
perfect condition. Quiets noisy operation. 
Stops sticking valves and rings. Frees 
lifters. 





YOURS FREE! 


MILLION DOLLAR 
SPECTACULAR I! 


WITH ONE CASE 


(24 CAN) 


ORDERS 
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Your Choice of More than 125 Best-Selling Albums 


ROBERT SHAW CHORALE 
SIGMUND ROMBERG 
GLENN MILLER 
MARIO LANZA 
HARRY BELAFONTE 
VOICES OF WALTER SCHUMANN 
ROBERT MERRILL 
PATRICE MUNSEL 
FRANKIE CARLE 
LEOPOLD STOKOWSKI 
NBC SYMPHONY ORCHESTRA 
BOSTON POPS ORCHESTRA RODGERS AND HAMMERSTEIN 


gf) TRANSMISSION 


exclusive development. Added to regu- 
lar transmission fluid, it smooths out 
transmissions . 
hesitation and between speeds lurching. 
Miscible with all transmission fluids. 


. . eliminates creepage, 


cos: PETROLEUM SOLVENTS CORPORATION Dept. E., 331 Madine Avenue, New York 17, N.Y. ==—_—_—_—— 








a new car without too much 
money down, second, I must get 
him in a car today. 

He was a salesman and he 
needed a car every minuie of 
the day. He didn’t have much 
money because his capital was 
tied up in the merchandise he 
sold. 

So, I went to work on the most 
important things to him — time 
and money. I told him that I 
thought we could overcome both 
these obstacles and get him roll. 
ing without too much time lost, 

The first thing was to choose 
a car out of stock. He chose a 
four-door sedan priced at about 
$2,600. This called for a down 
payment of more than $600. 

+ af * 
I SAID we would get the insur. 
ance adjuster over and he 
would tell us how much the re. 
pair job would be. 

We would then deduct the $100 
deductible, add it to the value of 
the car and subtract what he 
owed. 

Well, with the overallowance 
in today’s market, the salesman 
had enough “equity” to make 
the downpayment. 

He was satisfied—as a matter 
of fact, he was tickled to death— 
so another new car was sold and 
I made another friend. 

—Bert Simons, 


Chrysler Division 


Adds 86 Dealers 
In 2-Month Surge 


DETROIT. — Chrysler division 
added 86 dealers in major markets 
across the country during Septem- 
ber and October, according to Clare 
E. Briggs, sales vice-president. 

“These dealers are well-financed, 
experienced businessmen who have 
previously sold competitive automo- 
biles,” Briggs said. “The enthusi- 
asm generated by our 1957 cars is 
demonstrated by the fact that they 
were signed after attending private 
showings of our 1957 prototypes. 

“The division now has closed vir- 
tually every open plant in the 
United States, giving it the best 
overall market coverage since 1950.” 

Briggs said more franchise appli- 
cations were received during Sep- 
tember and October than during 
the previous 12 months combined. 


AC Introduces 
New Air Filter 


FLINT. — A disposable air 
cleaner, for replacement sales, has 
been introduced by AC Spark Plug. 

This dry-type cleaner is original 
equipment on many 1957 car 
models. It has a special paper fil- 
ter, treated with a resin formula 
and folded to provide a maximum 
cleaning surface with minimum of 
space, AC said. 


It is recommended that the 
cleaner be changed between 10,000 
and 20,000 miles. Under severe dust 
condition, it should be replaced 
after 5,000. 


Calender 


(Continued from Page 10) 


General 


dan. 14-10—Anowval Meeting, Society of 
Automotive ineers, fhe Sheraton- 
Cadillac oo tatler Hotels, Detroit. 

Jan. 19-23—Sixteenth Annual Convention 
Truck-Trailer Manufacturers Assn., Hotel 
Del Coronado, Coronado, Calif. 

Jan. 26-Feb. 3—Houston National Auto- 
mobile Show, Sam Houston Coliseum, 
Houston. 

Feb. 4-7—National Automotive Acces- 
sories Manufacturers of America Expo- 
sition, New York Coliseum, New York. 

March 6-8—Annual Spring Technical Meet- 
ing, Pressed Metal Institute, Hotel 
Carter, Cleveland. 

March 11-12—Annual Convention, 
dian Automotive Wholesalers’ 
ufacturers’ Assn., Windsor 
Montreal. 

March 13-14—National Automotive “erv- 
ice Show, Show Mart Bldg., Montreal. 

May 9-12 — Midwest Autemative jrade 
Show, Kiel Auditorium, St. 

. 4-7—Southwest 62 % how, 
Dallas. 


Cana- 
‘& Man- 
hotel, 
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The art of business 


Ever notice how people get so wrapped up 
in their own world they lose sight of the 
real one out there? That’s when you hear 
them comparing a football game to a 
Greek tragedy. Or saying that fashion de- 
signers are the only true artists of the age. 


Nonsense, of course. Fashion, for one, is 
more business than art. So is selling auto- 
mobiles, Fashion people have found the 
most effective way to sell their business is 





through The New York Times. They use 
it more—both retailers and apparel manu- 
facturers—than any other newspaper. 


Works fine for automobiles, too. One 
reason is The New York Times steadily 
growing circulation, especially in the rich 
suburban markets. 

Use it more yourself. The more you do, 
the more automobiles it sells for you. And 
that’s good business. 








Coming Sunday, December 9: The New York Times National Automobile Show section 














By Martin L. Whitmyer | 


Staff Writer | 
Newspaper Ads Grow 
National advertising linage in| 


newspapers showed a gain of 4.3) 
percent for the first nine months 
of 1956 over the same period of 
1955, and established a new alltime) 
record for the first three quarters, | 
according to the Bureau of Adver-| 
tising, of the American Newspaper 
Publishers Assn., and Media Rec- 
ords Inc. 


On the basis of the Media Rec-| 
ords 52-city Index, general linage| 
(all National advertising other than | 
automotive) jumped 10.4 percent in 
the nine-month period, while auto-| 
motive showed a loss of 7.7 percent. 


This figure for general also set 
a new record. And new all-time 
highs were recorded as well for 
retail, up 2.6 percent over the first 
three quarters of 1955; for the 


department store segment of retail, 
up 0.8 percent; for total display, up 



















































































Affecting Factories and Dealers .. . 


Auto Advertising 








3.2 percent; for classified, up 5.2 
percent; and for total (all classifi- 
cations combined), up 3.7 percent. 

+ + * 


Betteridge in New Home 

Betteridge & Co., Inc., has moved 
into new quarters in the Penobscot 
Building in Detroit. H. W. Bet- 
teridge, president, said the move 
was made to better accommodate 
recent staff additions. 

The firm also announced the 
appointment-of West Gillingham as 
executive vice-president. He for- 
merly was account executive aft W. 
B. Doner & Co., Detroit. 


+ + * 


Waindel in New Post 


Gerald A. Waindel, formerly 
director of advertising and public 
relations for Associates Invest- 
ment Co., has become vice- 
president of United States Adver- 
tising Corp. in Chicago. 

Prior to joining Associates, 
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— 


Waindel was on the news staff of | vice-president and eastern sales| copywriter on the Chevrolet account 


the Milwaukee Sentinel and the 
public relations staff of Swift & 
Co. 


* * * 


OAI Parley Underway 


“Advertising to Suit the Modern 
Pace” will be the theme of the 
national sales session, sponsored by 
Outdoor Advertising Inc., on Wed- 
nesday, Nov. 14, as a featured pro- 
gram of the industry’s 59th national 
convention at the Ambassador| 
Hotel in Los Angeles. The parley 
opened yesterday (Nov. 11). 


Leading advertising and agency| 7 
executives who will address the| ~ 


session are Norman H. Strouse, | 
president of J. Walter Thompson | 
Co. and chairman of the executive | 
committee of the National Outdoor | 
Advertising Bureau; Louis N.| 
Brockway, executive vice-president 
of Young & Rubicam, Inc., and 
chairman of the Advertising Coun-| 
cil; Robert I, Herndon, general sales 
manager of California & Hawaiian | 
Sugar Refining Corp. Ltd., and| 
Whitney Drayton, vice-president in| 
charge of advertising and public} 
relations for Hunt Foods, Inc. 


Representing OAI on the program | 
will be George P. MacGregor, vice- 
president, and Robert C. McBrine, 
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* ok * 
Adams Dead at 58 
James R, Adams, 58, chairman of 
the board of McManus, John & 
Adams, Inc., Bloomfield Hills, 
Mich., died last Monday after a 
short illness. 
Mr. Adams, along with Theo- 


dore McManus} 


and W.A. P. John, 
founded the pre- 
sent agency in| 
1934 and since 
that time had 
been active on all 
major accounts, 
including Cadil- 
lac, Pontiac, Dow} 
Chemical and 
Bendix Aviation. 
He started 
his carrer with 
the South Bend Tribune, went to 
Studebaker as editor of its house 
organ, served as advertising and 
sales promotion manager of 
Straube Piano Co., and prior to 





dames R. Adams 


going to Detroit was with Critch- | 


field & Co., Chicago as copy- 
writer on the Ford and Lincoln 
account. 

He joined Campbell-Ewald Co. as 
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in 1927. He later became head of 
the department in charge of the 
Cadillac account and at various 
times supervised the Pontiac ang 
Oldsmobile accounts. 

Mr. Adams was perso: ally 
credited with writing more thay 
$200 million worth of advertising 
during his career and also wa 
known as the author of “Mor 
Power to Advertising’ and other 
books on the creative aspects of the 
craft. 

* + * 


BSF & D Gives Up Hudson 


Brook, Smith, French & Dor. 
rance has announced its with. 
drawal from the Hudson automo. 
bile account in 30 days in order 
to “resolve potential competitive 
conflicts.” 

Although it has not been con. 
firmed, it is considered most 
likely that Geyer Advertising 
which already handles Nash, Kel. 
vinator and Leonard division of 
American Motors Corp., will get 
the account. 

. * * 


World-Herald Discount Plan 


The Omaha World-Herald has an- 
nounced a frequency discount Plan 
which will reduce space and pre- 
mium costs for ROP full-color ad. 
vertising by as much as 12 percent 
The discounts are now in effect, — 

The discount is for advertisers 
whose full-color schedules include 
40 or more insertions during a 12. 
month period. There will be a 5 per- 
cent discount of 10-time full-color 
advertisers and an 8 Percent reduc. 
tion for 20 insertions. 

The World-Herald is in its 
eleventh year of ROP full-color 
production and offers full-color ad- 


| vertising seven days a week. 
* * + 


Petersen Honored 


A resolution citing Robert E. 
Petersen for his “remarkable 
accomplishments and meteoric rise 
in the field of business and his 
outstanding contributions to public 
service” will be presented to the 


| youthful publisher and civic leader 


tomorrow (Nov, 13) following its 
adoption by the Los Angeles County 
Board of Supervisors. 

The resolution praises Petersen, 
president of the Petersen Publish- 
ing Co. and publisher of Motor 
Trend, Hot Rod, and four other 
national magazines as well as 2% 
books a year, for his “dauntless 
energies, capabilities and vision.” 

* * > 


Webster Appoints Lewane 


Roy Lewane has been named to 
the newly-created position of assist- 
ant advertising manager for Web- 
ster Electric Co., Racine, Wis. 

For the past three years he has 
been advertising production super- 
visor for Webster. Previously he 
was with Massey-Harris-Ferguson 
in Racine for five years, working 
in the sales department for two 
years and subsequently serving as 
merchandising supervisor. 

* * 


OAI to Use Newspapers 


Outdoor Advertising Inc., the 
industry’s national sales and pro- 
motion organization, will use news- 
papers for the first time as part of 
its 1956-57 advertising campaign. 

The new program, prepared by 
Al Paul Lefton Co., Inc., also will 
include, as last year, full color 
inserts in business and trade pub- 
lications. 

7 * x 
Names 


Eugene B. Milmoe, automotive 
writer, has joined Aubrey C. Bury, 
Inc., New York advertising agency, 
as account executive and consult- 
ant. 

* * * 

Appointment of three new 
department heads for the Plymouth 
Account Group of Grant Advertis- 
ing, Inc., have been announced. 
Neil W. Talling has been named 
public relations director; William 
D. Adams, creative director, and 
Jack E. Gillary, merchandising 
director. Talling formerly was with 
Brooke, Smith, French and Dor- 
rance, Detroit; Adams, was with 
MacFarland, Aveyard & Co., Chi- 
cago, and Gillary was with Merrick 
Lithograph Co., Detroit. 

* * * 


Robert R. Weikart, formerly su- 
pervisor of the eastern zone of the 
N. W. Ayer & Son, Inc. field force 
on the Plymouth Automobile 
account, has been promoted to serv- 
ice representative in charge of the 
Ayer field force in the Detroit 
office. 
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Since the beginning, Sharo pfime supplier 

of the steels needed most byyhe automotive industry. 

Sharon produces hot and cold flat rolled 

special strip steels in large coils\cut lengths or sheets 
especially for truck, motor car ahd bus manufacturers. 

ou want exactly the right steeAfor the job, why not call 
in Mae man with automotive steel experience—your 
Sharo&Steel Salesman. 

Typical Skaron products used by leadittg automobile 

and automobile parts manufacturers inclade: 
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STAINLESS COATED STEELS 
430 STAINLESS — a complete review of both straight chrom Galvanite* Brita Zinc-Electro 
a popular straight chromium grade. and chrome-nickel Galvanized - Te 
GALVANITE* — The story of one of the SPRING STEELS .A.X. and COR-TEN 
most popular hot dip zinc coated steels. of every analysis hit se owsflloy steel 
SHARONART* — i ; SHARONART , 
9 Relies ae dasign steels the steel with the rolled-in FORGING INGOTS and BILLETS 
design surface PLATES 





' SHARONSTEEL SHARON STEEL CORPORATION Shao, Praniylmnio 


District Sales Offices: Chicago, Cincinnati, Cleveland, Dayton, Detroit, Grand 
Rapids, Indianapolis, Los Angeles, Milwaukee, New York, Philadelphia, Rochester, 
San Francisco, Seattle, Montreal, Que., Toronto, Ont. 


*Trademark registered by Sharon Steel Corporation 
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Auto Personnel 





James F. Pichiotino has _ been| 
promoted to midwest area sales 
manager of Redmond Co., Owosso, 
Mich. He formerly was a sales en- 
gineer in the midwest office. 


* * * 
| 


Barlow Appointed 

James D. Barlow has been ap-| 

pointed purchasing agent for Leece- | 

Neville Co. of Cleveland. Barlow, 

who joined the company in 1955,| 

has been a buyer. | 
+ * * 


Ford Picks Kimbrough 


William E. Kimbrough, former 
manager of the market representa- | 
tion department of Ford division, | 
has been named manager of the 
Omaha district sales office. 

* * + 


Smith Loaned to U. S. 


Jack H. Smith has been appointed | 
director of the copper division of 
the Business Defense Services Ad- 
ministration of the Department of 
Commerce. Smith, former east- 
central district sales manager of 
Wolverine Tube, has been loaned 
to the U. S. by Wolverine. 

. * > 


Ryerson Honored 


Edward L. Ryerson, retired chair- | 
man of Inland Steel Co. has be- 
come the first recipient of the Com- 
munity Service Citation of the Chi- 
cago chapter of the Public Rela- 


tions Society of America. 
* * * 


Dana Selects Smith 


Dana Corp. has selected G, Leon- 
ard Smith as its mid-west repre- 
sentative. Formerly Smith was a 
Michigan sales representative for 
Perfect Circle. 

* > = 


Chevrolet Appoints Brush 


South Bend Zone Manager | 


F. D. Brush has been appointed | 
manager of the recently created 
Chevrolet zone office in South Bend. 

Brush, who 
joined Chevrolet 
in the accounting 
department in 


| the hermetic division. 


|cury in the Minneapolis-St. Paul 





Charleston, W. Va. 
19 years ago, goes 
to South Bend 
f rom Chevrolet’s 
Flint zone where 
he has been man- 
ager for the past 
three years. The 
South Bend zone 
office will be lo- 


F. D. Brush 
cated at 320 W. Jefferson Blvd. 
= od - 


Mack Names Wright 


J. E. Wright has been appointed 
district manager of the Syracuse 
office of Mack Trucks. Previously 
Wright was a wholesale salesman 
in the eastern division's office in 
New York. 


Santay Promotes James 


Vernon James has been appointed 
industrial relations director for 
Santay Corp., Chicago. He has been 
with the company nine years and 
has served as personnel director 
and automotive sales manager. 

7 . * 


Servel Names Hoeing, 


Zumbrun and Hunker 


Wallace J. Hoeing, former sales 
manager of the air conditioning 
division of Servel, Inc., has been 
named sales manager of the parent 
company. He succeeds Frank C. 
Hawk, who has resigned. 

In addition, A. G. Zumbrun jr. 
has been assigned as sales super- 
visor in the Utica refrigeration 
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division and Paul A, Hunker has 
been named supervisor of sales in 


* + * 


Dawson Is Appointed 


Brig.-Gen Miles M. Dawson, 
U.S.A, (ret.) has been named man- 
ager of the newly-organized distri- 
bution services department of West- 
| inghouse Electric Corp. 


* 


ureney Picks Devona 


Edward L. Devona has been 
named assistant manager for Mer- 
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| ager in the Twin Cities district. 


ithe U. S. Employment Service at 


district. He succeeds James R, Lar- 
son, who now is Lincoln sales man- 


* * * 


Burkeen Joins Standard 
O. L. Burkeen, Lexington, Ky., 
has joined Standard Products Co. 
at Lexington as division manager. 
Burkeen was district manager of} 


Lexington. a 
McNally, Snyder to Head 
Auto-Lite Cable Plants 


Edward A. McNally has been| 
named manager of Electric Auto- 
Lite Co.’s wire and cable plant in 








l 
Hazleton plant and Snyder was) 
plant superintendent there. 
= + * 
VDO Instruments Names 


Von Payer to U. S. Office 


Hans von Payer has been named | 
general manager of the new U. §S.| 
office of VDO Instruments to han- 
dle distribution of replacement 
|parts and accessories for foreign| 
| cars. 

The VDO. headquarters are lo- 
cated at 4475 Cass Ave., Detroit. 

= - * 
Goodyear Boosts Ross 

Phillip C. Ross has been named | 
assistant district manager-retail for | 





du Lac, Wis.; Madison, Wis., 
Chicago. 


and 
+. + * 


Mercury Picks Connors 


Arthur B. Connors has been ap. 
pointed Mercury assistant sales 
|manager for the Boston district, 
|He replaces P. W. Smith, who now 
is district sales manager for Lin. 
coln. 

* + * 


AC Spark Plug Names Kane 


Sales Promotion Manager 

J. Patrick Kane has been named 
sales promotion manager for AC 
Spark Plug division of Genera! Mo. 
tors Corp. 


cable plant in Hazleton, Pa, 
McNally formerly headed the! Frankfort, Ind.; 


Port Huron, Mich., and Philip H.| Goodyear Tire & Rubber Co. in Des | 
Snyder now is manager of wire and| Moines. He has been with Good-|chandising manager for oil filters 
| year since 1946 and has served in| and fuel pumps, succeeds Willis J, 
Paris, 


Kane, 


Ill.; Fond (Continued on Page 27, 


mi AC) 


EARTHMOVER 


MOLALLA 


Improved 1957 Spicer Clutch 
Embodies New Performance Features 


This is the unit you're talking about when 
you say “HEAVY-DUTY CLUTCH!” 

This is the clutch that is engineered for the 
world’s heaviest automotive power transmis- 
sion service. 

New and improved features of the 1957 
Spicer Brown-Lipe Clutch for continuous 
formance in the most punishing on-and-off 
highway duty include: 


BUILT IN PARALLELISM — Multiple levers and 
central springs assure uniform pressure around 
entire circumference of pressure plate regard- 
less of wear or adjustment. 

NO BEARING FACE WEAR—Bearing fully en- 
closed in housing. No fingers to wear on bear- 
ing face. 

FAST, EASY ADJUSTMENT—Achieved by turn- 
ing threaded adjusting ring. No special tools 
required. 

ADJUSTMENT RESTORES ORIGINAL TORQUE 
CAPACITY—Proper adjustment returns the 
springs to original installed length, thereby 
restoring torque Capacity. 

LOWER HEAT ON SPRINGS — There is no direct 
contact between pressure springs and pressure 


GRADER 


This is the 15%” 2-plate 
Spicer Brown-Lipe 
Clutch with ceramic but- 
ton-type facing material 
whic 
capacity without in- 
creasing load or pedal 


pressure. 


plate, therefore, springs will not take a set 
and lose pressure due to heat. 
REDUCED FRICTION—The knife edge design 
of the fulcrum points reduces friction which 
shows up as less pedal effort to release clutch. 
SMOOTH PICK-UP—This results from the mul- 
tiple flexible levers and is easy on facings, 
shafts, drive gears, vehicle and cargo. It also 
eliminates the extra cost for a cushioned 
driven disc. 
PARTS INDIVIDUALLY BALANCED — Field re- 
placement of individual parts can be made 
without upsetting balance of unit. 
RELEASE PARTS WITH CLUTCH — Unit is com- 
i with Release Bearing Assembly, Re- 
ease Yoke and Cross Shafts ready for hook 
up to pedal linkage. No further engineering 
or procurement is required by purchaser. 
CLUTCH BRAKE—An inexpensive clutch brake 
can be supplied for use with unsynchronized 
transmissions. 
The 1957 Spicer Brown-Lipe Clutch can be 
furnished in single- or two-plate models, with 
choice of ceramic linings on driven disc, also 
with bonded or sive facings. 
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Densmoor Chevrolet Has New Home— 


Don Densmoor Chevrolet Co. celebrated its 19th anniversary by holding the grand 
opening of its new home in Albany, Ore. Total floor space of the building, which 
includes a modern service center, is 20,000 square feet. Don Densmoor is president 
of the firm. 


Toledo 1, Ohio 


Auto Personnel 


(Continued from Page 26) 


Oldfield as sales promotion man- 
ager. Oldfield was appointed as 
public relations manager for AC’s 
Milwaukee plants. Kane joined AC 
in 1951 as a dealer merchandiser at 
Toledo. 


Tung-Sol Names Rork 


Charles F. Rork has been named 
assistant sales manager, interna- 
tional division, Tung-Sol Electric, 
Ine. He previously was assistant 
to the managing director of Na- 


tional Carbon, Ltd., India, a sub- 
sidiary of Union Carbide & Carbon 
Co., and sales manager of Electric 
Auto-Lite Co.’s export division. 

= + * 


Buick Names Kendall 


Russell Kendall, Buick zone man- 
ager, in Los Angeles, has an- 
nounced promotion of Leonard 
Lane, former district manager, to 
the new post of zone business man- 
ager. Succeeding Lane, is Tom) 
Mason, former business manager | 


27 


in Portland, Ore. Mason joined 
Buick in 1953. 
++ * * 


Goodrich Tire Elects 


Gundaker and Callahan 


Election of Guy Gundaker jr. and 
J, T. Callahan as vice presidents of 
B. F, Goodrich Tire Co. has been 
announced. B. F. Goodrich Tire 


a 
J. T. Callahan Guy Gundaker 


Co. is a division of B,. F. Goodrich 
Co., Akron. 

Gundaker, formerl|y field sales 
manager of the tire company, has 
been named replacement tire sales 
vice-president. Callahan, who has 
been district manager of B. F. 
Goodrich equipment sales with 
headquarters in Chicago, has been 
appointed equipment sales vice- 
president, Gundaker joined the 
company in 1925, Callahan joined 
Goodrich in 1928. 


* * + 


Goodenberger Named Aide 
At Goodyear Tire Sales 


Harry Goodenberger, formerly in 
charge of the Dayton racing tire 
headquarters of Goodyear Tire & 
Rubber Co., has been named assist- 
ant manager of the firm’s auto 
tires sales department. 


A veteran of 25 years in automo- 
tive merchandising and sales train- 
ing Goodenberger succeeds Max 
F. Moyer, recently promoted to 
manager of the company’s service 
sales and equipment division. 

* + a 


Earl Named Sales Manager 
Of Morrison Body Division 

Morrison Steel Products, Inc., 
Buffalo, has announced the appoint- 
ment of George 
B, Earl as sales 
manager of its 
service body divi- 
sion. 

In his new posi- 
tion, Earl will be 
responsible for 
directing all sales 
activities for Mor- 
rison service 
bodies and acces- 
sories to both the 
vocational service G. B. Eari 
trades and the public utilities. 

> 7 


Vanselow Is Appointed 
John M. Vanselow has been 
named field sales representative in 
the Philadelphia area by L-O-F 
Glass Fibers Co., Toledo. Vanselow 
was an assistant in the customer 
service department of the company. 
> a. * 


Parker Transfers Aiman 

A. N. Aiman, sales engineer for 
Parker Appliance Co. has been 
transferred from Cincinnati to the 
Detroit district. 


* * * 


Goodyear Reassigns 
Gaylord, Eaves, Basista 

S. A. Gaylord, former manager of 
petroleum sales for Goodyear Tire 
& Rubber Co., has been assigned 
to special projects in that depart- 
ment. 

Replacing Gaylord will be Charles 
A. Eaves jr., former assistant man- 


Jager of petroleum sales. J, W. 


SPICER PRODUCTS: Transmissions @ Universal Joints e Propeller Shafts 
Axles e Torque Converters « Gear Boxes @ Power Take-Offs @ Power 


Take-Off Joints e Rail Car Drives e Railway Generator Drives ¢ Stampings 
Spicer and Auburn Clutches ¢ Parish Frames @ Spicer Frames @ Forgings 


Basista, of the Akron petroleum 
sales staff, assumes Eaves’ old post. 
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FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 
OF NEWS AND VIEWS 













A weekly roundup of news 

and views: of special interest 

to all who sell and service No. 4 OF A SERIES 
| Ford, Thunderbird, Mercury, 

Lincoln and Continental 


‘A startling change in the 
mediunrprice field begins 


with the 1957 Mercury 


“Only one car can be first in any price class. Our objective 
is clear—to make that car Mercury in the medium-price 
field. 

1957 marks the beginning of the biggest drive in Mercury 


history to achieve this leadership. Not only in styling, 
but in the strength of our dealers, 





engineering, and sales 
in service, and in dealer profits. 


““We believe we have already made a strong start in achieving 
this goal. 

“The 1957 Mercury is entirely new in design—unlike any 
competitive car, and unlike any other car built by the Ford 
Motor Company. 


“It is far bigger in every important dimension. It has its 
own styling, body, chassis, and engine. Many of its features 


are industry ‘firsts.’ 


“We sincerely believe that never before have Mercury 
dealers been offered such a clear-cut advantage over com- 
petition. THE BIG M now stands ready to take on all comers. 


"1957 can—and will be—Mercury’s biggest year. And the 
years ahead will be even bigger.” 


Vice President, General Manager 
MERCURY DIVISION 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD ¢* THUNDERBIRD °« MERCURY @¢ LINCOLN ¢ CONTINENTAL 
FORD TRUCKS * TRACTORS ¢ FARM IMPLEMENTS ¢ INDUSTRIAL ENGINES 











S-P Sponsors TV News Show— 


central division TV network sales. 






New Thompson plant now 





Chet Huntley, center, NBC newscaster, tours the Studebaker-Packard plant in South 
Bend with Edward J. Lievens, center, stamping division plant manager, and Carl K. 
Revelle, S-P general sales manager. Huntley is being sponsored by S-P on his Monday 
evening NBC News Caravan telecast over 84 NBC stations, covering 92 percent of the 
nation's television homes. Joining in the meetings with S-P officials were Jack Carson, 
second from right, NBC New York TV network sales, and Robert McKee, right of NBC's 


_— 


in operation. 
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Highways and Safety... 





56 Deaths Set Record; 
Called ‘Darkest Year’ 


MORE persons—3,690—were killed 

by auto accidents in Septem- 
ber than in any previous month this 
year and 7 percent more than in 
September, 1955, according to the 
National Safety Council. 

“This is the darkest year in the 
history of traffic accident preven- 
tion,” said Ned H, Dearborn, 
council president. 

It was the second largest Sep- 
tember fatality total on record, sur- 


3 Dealers Honored 


Three Oakland (Calif.) Chevro- 
let dealers have received certificates 
of appreciation from the California 
State Automobile Assn. for loaning 
driver-training cars to schools. The 
awards were made to Frank W. 
Tucker, Val Strough Chevrolet Co.; 
C. H. Pond jr., F. H. Dailey Motors, 





manufacturing 


and equipment 


chassis parts. 


service—these 





passed only by September, 
when 3,746 were killed. 

It was also the 19th consecutive 
month in which traffic deaths have 
been more than in the comparable 
month of the preceding year, the 
council said. 


1941, 


= * * 
HE nine-month total climbed to 
29,030 — an 8 percent increase 


from the same period of 1955—to 
set a new all-time high for the 
period. 

Previous record was 28,138 for 
the first nine months of 1937, the 
council reported. 

Dearborn said the council is 
|throwing all its resources into a 
| special “back the attack” campaign 
| starting in December in an attempt 


| 
| For the lowdown on dealer thinking, 
read John O. Munn’s column each week 


| and Jack Tracy, Dahl Chevrolet Co.!' on Page 3. 
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Thompson's new, modern automotive 


parts manufacturing facility 


LREADY production is humming 
in Thompson's brand-new parts- 


plant just opened at 


34201 Van Dyke, Warren (Detroit), 
Michigan. This completely modern fa- 
cility is employing the latest methods 


available to provide 


low-cost, most efficient manufacture of 


Chassis design improvement has be- 
come an increasingly important fac- 
tor in the automotive industry’s future 
planning. This, plus the tremendous 
acceptance of Thompson steering link- 
age and other chassis parts has made 
Thompson’s latest expansion necessary. 

Finer steering linkage and suspen- 
sion parts, new and advanced manu- 
facturing techniques, better customer 


are but some of the 


advantages that Thompson offers you. 

Have your engineers call on Thomp- 
son to help develop your steering link- 
age and suspension. Write, wire or 
phone Thompson Products, 34201 Van 
Dyke, Warren, Michigan. 


You can count on 





Michigan Division: Detroit + Portland 


—— 


to stem the rising tide of auto 


deaths. 

Detroit was the safest city in the 
over-million classification with 
three deaths per 10,000 registered 
vehicles; Washington in the 750,000. 
1,000,000 class, with 2.5 deaths and 
Minneapolis in the 500,000-750,000 
class, with 2.5 deaths. 


Business Urged 
To Sell Public 
On Safe Driving 


The problem of convincing the 
public that it must drive safely 
and obey traffic regulations pre- 
sents American business with one 
of the greatest merchandising chal- 
lenges it has yet faced, according 
to A. E. Spottke, public relations 
vice-president of Allstate Insur- 
ance Co. 

Spottke addressed a highway 
safety panel at the 24th meeting of 
the National Lubricating Grease 
Institute in Chicago. 

Pointing out that industry is ad- 
versely affected by the increasing 
traffic toll and highway congestion, 
he said that business must use its 
know-how and organization to sell 
the public on safety. 


Spottke presented a four-point 
program calling for industry lead- 
ership in support of citizens’ traffic 
safety groups, extension of driver 
training courses to all high schools, 
better enforcement and revision of 
traffic regulations and expediting 
the nation’s highway building pro- 
gram. 


Safety Flash 
Chicago Police Cars Blink 


Winter Reminder 


The Chicago police’s “Operation 
Flashlight,” in which flasher lights 
atop squad cars will flash continu- 
ously during dusk hours this winter 
as a traffic safety reminder, was 
put into effect Oct. 16. 

A total of 601 police vehicles are 
taking part in the operation, which 
has proved successful on holiday 
week ends. 


The flashing lights are intended 
to alert both drivers and pedes- 
trians to their responsibility. The 
lights go on at 4 p.m. when it 
begins to get dark. 


Montene Agency 
Urged for Vehicles 


The Montana Highway Research 
Council has voted to help establish 
a Montana Motor Vehicle Depart- 
ment if the 1957 Legislature ap- 
proves a proposed weight-distance 
highway tax, according to the 
chairman, State Senator Walter G. 
Sagunsky. 

William L. Hall, executive direc- 
tor of the fact-finding committee, 
said the weight-distance bill would 
“presuppose a motor vehicle de- 
partment” to include all control of 
motor vehicles, include licensing, 
operator licensing, fuel tax collec- 
tion, highway patrol and roadway 
enforcement. 

He said enactment of the Dill 
without a strong motor vehicle de- 
partment for administration, col- 
lection and enforcement would be 
“criminal.” 

= + 7 


Houston Reporters Win 
Honors for Safety Fight 


Jack Weeks and Bill Trent, 
reporters of the Houston Chronicle, 
have been honored by the Gulf 
Coast chapter of Sigma Delta Chi, 
professional journalism fraternity, 
for work done in connection with 
traffic safety. 


Stories by Weeks and Trent were 
credited with spurring Houston 
police into bringing about a con- 
centrated traffic law enforcement 
program. This year, in Houston, 
eight fewer deaths due to traffic 
have occurred than during the cor- 
responding period of 1955. 

+ = as 


Uniform Code Urged 


H, G. Kemper, president of the 
Lumberman’s Mutual Casualty Co., 
has declared that a uniform vehicle 
code must be adopted if the country 
is to avoid an ever-increasing num- 
ber of traffic fatalities. 
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Bulletin Board... 





Welding Manual 


A pocket encyclopedia covering | 
ali methods of welding on ferrous | 
and nonferrous metals and meth- 
ods of cutting without oxygen—52 
pages, single copies free or five 
copies free when requested by com- 
pany. All-State Welding Alloys Co., 
Inc., 249-55 Ferris Ave., White 


Plains, N. Y. 


* * + 
Polyester Adhevises 
A technical bulletin on adhe- 
sives for Mylar polyester film— 
eight pages, free. E. I. duPont de 
Nemours & Co., Room 7018, Du- 
Pont Bldg., Wilmington 98, Del. 


* * * 


Plating Solution 
“Simple Methods for Analyzing 
Plating Solutions,” a bulletin de- 
tailing steps involved in 28 analyti- 
cal methods—36 pages, free. Han- 
son-Van Winkle-Munning Co., 

Church St., Matawan, N. J. 


* z * 
Airfreight Service 
“Workhorses with Wings,” a re- 
port on airfreight service available 
in 800 U. S. cities—free. American 
Airlines, Inc., Airfreight Division, 
100 Park Ave., New York 17, N. Y. 


* * * 


Large Nuts 
A bulletin describing a new line 
of large nuts—free. Security Lock- 
nut Corp., Melrose Park, Ill. 


* s . 
Fluid Drives 
A bulletin describing Gyrol fluid 
drives for industrial use in the low- 
horsepower range—16 pages, free. 
American Blower Corp., Detroit 32, 
Mich. 





* * 


Lock-Nut Assembly 


Data on high-speed methods of 
assembling lock nuts and fasteners 
with specially designed wrench at- 
tachments—eight pages, free. Pal- 
nut Co., Glen Road, Mountainside, 
N. J. 


* * * 


Battery Chargers 


Bulletin GEA 6525, describing) 
features and models of metallic 
rectifier battery chargers for mo- 
torized hand trucks—four pages, 
free. General Electric Co., Schenec- 
tady 5, N. Y. 


* * . 


Heat and Lubrication 


Bulletin No. 423, a compilation of | 
good practice in high-temperature 
lubrication with colloidal disper- 
sions—free. Acheson Colloids Co., 
Port Huron, Mich. 


* > > 
Driver Training 
“The Road to Better Driving,” a} 
visualized driver-training course in| 
book form—379 pages, $2. Cam-| 
bridge Book Co., Inc., 6 Varick St., | 
New York 13, N. Y. 
* * - 
History of Welding 
“The Fight Against Fahrenheit,” | 
describing research and develop-| 
ment of welding processes — 12) 
pages, free. Technical Information | 
Service, Eutectic Welding Alloys 
oe 4040 172nd St., Flushing 58, 

a 





Air Compressors 


A catalog describing automotive, 
industrial and portable air compres- 
sors—-16 pages, free. Binks Mfg. 
3122 W. Carroll St., Chicago 12, 





x * « 


Paper White Elephants 
“These White Elephants Are 
Made of Paper’—eight pages, 
free. Remington Rand Division, 
Sperry Rand Corp., 315 Fourth 
Ave., New York 10, N. Y. 
* 


* 

Chain Coupling Catalog 
Flexible chain coupling catalog, 
16 pages, free. Morse Chain Co., 
Tedusteial Sales Division, Ithaca, 


* - * 
Vacuum Data 
“Stokes Microvac Pumps for High 
Vacuum,” a catalog containing in- 
creased performance ratings of 
Totary mechanical vacuum pumps— 
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| 
| 
| 


28 pages, free. F. J, Stokes Corp.,| 
5500 Tabor Rd., Philadelphia 20, Pa. | 


* * * | 


Flexible-Shaft Machines | 


A catalog illustrating flexible | 
shaft machines, power shafts, drill | 
shafts and flexible tool shafts—| 
eight pages, free. Stow Mfg. Co., 443 | 
State St., Binghamton, N. Y. | 

* * + 


Caster Application 


A catalog containing practical ap- | 
plication suggestions and selection 
data on more than 40 models of 
casters—free. Gleason Corp., 250 N. 
Twelfth St., Milwaukee 3, Wis. 

*« * 


* 


Rocker Arm Refacer 


A bulletin containing technical | 
data and operating procedures on| 
Model 911 rocker arm refacer— 
free. Storm-Vulcan, Inc., 2225 Bur-| 
bank St., Dallas, Tex. | 

+ * 


+ 


Leveling Jacks 


A bulletin describing sizes and 


| brake shoes — four pages, free. 
| Pangborn Corp., 





jacks, together with data on re- 
ducing vibration in machine tool) 
setups — free. Enterprise Machine | 
Parts Corp., 2731 Jerome, Detroit 
12, Mich. 


* * * 


Hudson Lamp Catalog 


Miniature incandescent lamp cat- 
alog —eight pages, free. Hudson 
Lamp Co., 528 Elm St. Kearny, 
N. J. 


+ * * 
Fawick Brake Assemblies 


Fawick “two leading shoe” brake 
assembly bulletin—free. J. Douglas 
Bennett, Fawick Brake division, 
Fawick Corp., Cleveland, O. 


Cleaning Brake Shoes 


A guide to improved blast- 
barrel techniques for cleaning 





Dept. 704, 


New Hampshire Dealers Select Officers— 


Hagerstown, Md. 


ee ee Retiring President Andrew M. Nicoll, left, of Concord poses with the new officers 

Aluminum Forgings of the New Hampshire Automobile Dealers Assn. From left are Nicoll; Gordon Went- 

“Technical Data on Alcoa Hand/| worth, West Ossipee, director; Walter MacGregor, Manchester, treasurer; Frank J. 

Forgings,” a booklet discussing the | Costello, Portsmouth, president; Victor MacKenzie, Manchester, director; and Thomas 

use of aluminum in forging parts of | A. McKoan, Pittsfield, executive vice-president. 

limited production—16 pages, free. — ~ _ — — 

Aluminum Co. of America, Room 

787, Alcoa Building, Pittsburgh 19 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
*| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 








capacities of machine-leveling Pa. automotive industry, every week throughout the year. 
Sig ee ete 
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For the first time in Philadelphia you can 
buy the power and prestige of ROP color 
without paying through the nose. 


colorinthe NEWS 








You get the smashing impact of 1, 2 or 3 colors 
and black . . . and you get it at a cost that allows 


you to make a profit on your investment. 


To get color in the NEWS you only have to buy 
1,000 line units. You get full page impact .. . 
without paying high dollar for 2400-plus lines. And 
premium charges for color in the NEWS are set 
low to encourage color advertisers, not discourage 


¥ them. Even frequency discounts! 


Black and white or color, a schedule in the NEWS 
will let you “see the bright difference” . . . in 


Philadelphia. Hop aboard. 


PHILADELPHIA DAILY 


NEWS 


Reserve space NOW. For all isformation call 
REYNOLDS-FITZGERALD : 

New York + Chicago - Syracuse - Los Angeles 
San Francisco + Seattle - Atlanta - Philadelphia 








AUTOMOTIVE NEWS, NOVEMBER 12, 1956 





On the Financial Front 


Thompson Products reported net 
sales of $214,722,134 in the first nine 
months, compared with $214,478,664 
in the comparable 1955 period. 

Earnings totalled $7,565,219 in the 
three quarters of 1956, compared 
with $8,986,542 in the 1955 period. 

+ * od 


Houdaille Reports Profit 
Of $1,830,984. for 1956 


Houdaille Industries, Inc., has 
reported earnings of $1,830,984 for 
the first nine months of 1956 as 
compared to $1,769,422 a year 
earlier. 

Sales were $53,251,852 for the 1956 
period and $64,482,836 for the first 


nine months of 1955. 
+ + * 


Associates Three-Quarters 
Profit Hits $14,566,456 


Reporting a consolidated net in- 
come of $14,566,456 for the first nine 





559,298 earned 
quarters of last year. 

Associates’ total receivables out- 
standing at the end of the third 
quarter of 1956 amounted to $849,- 
823,445 as compared to $752,603,484 
|on Sept. 30 a year ago. This rep- 
|resents a 12.9 percent increase in 
total receivables. 

* + + 
Hastings, Mfg. 

Hastings Mfg. Co., Hastings, 

Mich., three-quarter report, 1956 vs. 


914; sales, not reported. 
* - * 


\Clevite Earns $1,074,000; 
Top 3rd Quarter Since ’50 


Clevite Corp., Cleveland, has| 
reported a third-quarter profit of | 
$1,074,000, compared with $546,000 | 
for the like period of 1955. Clevite 
said this was its highest profit for 





months of 1956, Associates Invest-| the period since 1950. 


ment Co. and subsidiaries show a| 


Sales for the first nine months 


in the first three 


1955: Net Profits, $195,103 and $303,- | 


with $42,262,000 in the 1955 period. 
| Profit for the nine months was $2,- 
|630,000 in 1956 and $3,219,000 in 
1955, Clevite said. 


* * * 


American Metal Products 
American Mctal Products Co., 
| first nine months, 1956 vs. 1955: 
|Sales, $47,651,640 and $46,440,217; 
| profits, $2,602,742 and $3,108,568. 


* * * 


Firth Sterling 
Firth Sterling, Inc., first nine 
|months, 1956 vs. 1955: Net sales, 
$19,510,200 and $12,944,100; net profit, 
$567,700 and $68,000. 


* * + 


C.LT. Nets $28,046,945 
\In Nine Months of 1956 


| C.1.T. Financial Corp. has re- 
ported net earnings for the nine 
| months ended Sept. 30 of $28,- 
046,945 compared with $27,693,271 
in the same period last year. 
For the third quarter of 1956, 
net earnings were $9,369,508, com- 
| pared with $9,310,105 for the third 





quarter of 1955, Deferred income 
| and unearned premiums aggre- 
| gated $192,718,188 at Sept. 30, 1956, 


74 percent increase over the $13,-'of 1956 were $53,790,000, compared | compared with $188,701,775 at 








Tail-Light Gas Filler— 


Filler cap for the fuel tank on the 
1957 Oldsmobile is concealed beneath the 


| decorative pillar in the left rear fender. 
| The new oval tail light with chrome center 
| spinner is just above the pillar, while the 


backup light is below it. 





June 30 of the current year and 
$176,039,604 at Sept. 30, 1955. At 











in STUDEBAKER engines 


Studebaker... like many other leading engine manufacturers 


selects and distributes ...for authorized replacement service 


PERFECT 


CIRCLE 


2in 1 chrome piston rings...the standard of comparison 











Sept. 30, 1956, outstanding recciv- 
ables amounted to $1,937,449.879, 
compared with $1,736,583,265, at 
Sept. 30, 1955. The volume of re- 
ceivables purchased aggregated 
$3,595,725,013 in the first three 
quarters of 1956, compared with 
$3,969,288,501 in the comparable 
1955 period. 

a 


* 


Sheller Sales and Profits 
Skid from 1955 Levels 


Consolidated net sales of Sheller 
Mfg. Corp. and subsidiaries for the 
nine months ended Sept. 30, were 
$29,337,154, compared with $39,191. 
504 for the similar period of 1955, 

Net income totalled $826,467 for 
the nine months, compared with 
the 1955-period net of $2,679,546. 


* * * 
Stewart-Warner Reports 


$4,650,288 for 1956 


Stewart-Warner Corp. has re- 
ported a net income of $4,650,288 
for the nine months ended Sept. 30, 
1956, as compared with $4,345,959 
for the same period of 1955. 

Sales for the nine months of 1956 
were $89,017,715 as compared to 
$82,759,594 for 1955. 

* * * 


Olin Mathieson Profit 


$14,299,715 for Quarter 


Net profit of Olin Mathieson 
Chemical Corp. in the third quarter 
of 1956 was $14,299,715, compared 
with $12,514,568 for the 1955 quarter. 
Nine-month profit for 1956 was $35,- 
903,232 against $32,456,307 for the 
1955 period, 

Third-quarter sales were $155,- 
491,766 for 1956 and $138,340,735 in 
1955. Nine-month sales were $455,- 
—" for 1956 and $409,141,699 for 


* * * 


General Finance 


General Finance Corp., first nine 
months, 1956 vs. 1955: Net income, 
$1,873,000 and $1,944,000. 

7 * - 


Maremont Products 


Maremont Automotive Products, 
nine-month report, 1956 vs. 1955: 
Sales, $20,108,600 and $18,583,900; 
profits, $851,400 and $704,900. 

* * ~ 


Sealed Power 


Sealed Power Corp., nine-month 
report, 1956 vs. 1955: Sales, $16,- 
730,000 and $17,081,000; profits, $1,- 
009,000 and $1,235,000. 

” 


* * 


Motor Wheel 


Motor Wheel Corp., nine-month 
report, 1956 vs. 1955: Sales $46,649,- 
953 and $59,313,234; profits, $1,167,- 
519 and $2,126,286. 

* 


+. 


L-O-F Glass Fibers 


L-O-F Glass Fibers Co., nine 
month report, 1956: Profit, $390,285 
ee report available for 

). 


* * * 


Air Reduction 


Air Reduction Co., nine-month 
report, 1956 vs. 1955: Sales, $123,780,- 
97 and $109,534,996; profits, $11,608,- 
688 and $8,354,767. 

* 


* * 


National Fibres 


National Automotive Fibres, nine- 
month report, 1956 vs. 1955: Sales, 
$33,752,292 and $53,141,066; $1,266,- 
269 loss and $1,576,885 profit. 


Oil Marketers 
Open Annual 


Meeting Today 


NEW YORK. — An analysis of 
the new Federal Highway Bili is 
among the many topics up for dis- 
cussion by oil marketers at the 36th 
annual meeting of the American 
Petroleum Institute in Chicago. 

Upwards of 7,000 oil men are 
expected to turn out for the meet- 
ing, which opens today (Nov. 12) 
and continues through Nov. 15. 

It will feature sessions on mar- 
keting, production, transportation, 
refining, fundamental research and 
other facets of oil industry opera- 
tions. 

The highway report will be given 
by Dexter Keezer, director of eco- 
sane of McGraw-Hill Publishing 

‘0. 


Miller Heads Lions 


ALBANY, Ga. — Oscar V. Miller 
(Buick) has been named president 
of the Albany Lions Club. 
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Fresh. Fascinating. Fast-moving. That’s LIFE each week. 


In quick, clear coverage of these swift-moving times... in sharp, stimulating, special- 
feature stories that take months to plan and prepare... for excitement, information, 
surprises or fun... only LIFE can arouse and satisfy so successfully the varied interests 
of millions of readers every week. 
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ecause no other medium approaches 
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ART CONQUERS ATTICA 
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Vivid. Interesting. Informative. That’s LIFE each week. 





LIFE’s intimate, personal appeal 








Top Man in a Woman’s World 


THE 80-HOUR WEEK 





Small Zoo 
for Small Fry 





For Gloria Tweten, the housewife's lot is a hard, harassing but happy one 


The Happy Plight of Unusual Height 


TALL TENNESSEAN TESTIFIES TO THE PERILS AND PROFITS 
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Busy Brotherly World 
of Freemasonry 


THE ANCIENT FRATERNITY IS THRIVING IN AMERICA 





THE LAST FIVE HOURS 





LIFE has the truly personal touch. ... a special skill in bringing the story home to people 
...1n making them feel a part of it...in making millions of people look, listen, think 
and react . . . whether it concerns an absorbing LIFE story or one of the advertising 
messages on LIFE’s pages. 
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because no other medium ¢ 
mult-powered s 


LIFE is top favorite with motoring America... reaching 11,880,000 house- 
= holds every week... with a weekly readership of 26,450,000. | 
| 


An average issue of LIFE is read by 30.4% of all car-owning and 39% of 
= new-car-buying households. 


LIFE gives you the unique selling advantage that only LIFE can... re- 

« sponse to LIFE’s quick-starting power that gets people to think. . . gets 
them to react to what they learn of in LIFE and to buy what they see 
advertised in LIFE. 








approaches LIFE’s 
Selling strength 


4 LIFE has a uniquely effective local impact. In the course of 13 issues, LIFE 
« reaches 3 out of 5 households in the average community. . . works for auto- 
mobile dealers right in their own neighborhoods. 


LIFE makes a lasting impression. LIFE brings automobiles right into the 
« family circle. ..in full, dramatic color . . . where all members of the 


family can study your advertising. 


LIFE is what advertisers have long realized it to be . . . the automobile show- 


= room of the nation . . . giving showroom presentation as only LIFE can 
... and giving it more effectively ...toa far larger weekly audience . . . than any 
other weekly magazine. 
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: | IN WEEKLY CIRCULATION | IN WEEKLY READERSHIP ( 
; | LIFE 5,714,310 | 

_ | Saturday Evening Post 4,866,638 | LIFE 26,450,000 

| Look (bi-weekly) 4,189,004 | | Look (bi-weekly) 18,050,000 

_ | Collier’s (bi-weekly) 3,775,507 | Saturday Evening Post 14,050,000 

| | Time 2,036,997 | | | ; 
ABC Publisher Statements, Jan.-June 1956 | A Study of Four Media 

| IN PASSENGER CAR | IN ADVERTISING REVENUE 

ADVERTISING REVENUE Advortioge investment 

| LIFE $7,087,976 LIFE $97,038,731 

| Saturday Evening Post 6,611,882 _ Saturday Evening Post 63,617,596 

. Time 2,272,038 | Time 30,820,343 

Look 1,966,284 | Look 23,193,542 

Collier’s 1,385,159 Better Homes & Gardens 22,184,617 

; P.I.B. classification T 110, Jan.-Sept., 1956 Publisher's Information Bureau 








is America’s greatest automobile |; 
Selling force... . 

your strongest, surest medium . 
for a lively °5/ 
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“Like you advertising people say, 'm one of the half million 


who read only one newspaper, the Detror 


@ “Couple neighbors and I drive in like this every morning. I drive 
my car about two days a week. We talk about our kids or our jobs. I 
have four kids. Sometimes I wish I had four jobs. But, my family lives 
comfortably. We all like good things. And one of the good things we 
like you ought to know about. 


“We read only one newspaper. the DETROIT TIMES. 


“Want to know why? We like the way they give us the news. All the 
news. I like to read Frank Morris, Don O’Connor and Art Hinkley on 
local politics. I think Ed Hayes and his fine staff of sports writers do a 
great reporting job. My wife and I both read Dorothy Kilgallen. We 
like the way they have both the national and local writers. 

Yes sir, before our TIMES gets down to the basement it gets a pretty 
thorough going over. Best tomatoes I ever grew happened because I 


Detrot 


One of America’s Great Home Delivered Newspapers ¢ Represented Nationally by HEARST ADVERTISING SERVICE INC. © Offices in 15 Principol Cities 





times 


read what Isabel Zucker wrote. She’s the garden editor, and I’m the 
gardener in the family. 

“We like the TIMES because the TIMES is like us, reflects the way 
we live. 

“If you want to sell families like mine in Detroit (‘cause we read 
the advertising, too) remember, you can reach us through no other 
newspaper but the DETROIT TIMES.” 

Richest metropolitan market in the U.S. in terms of average 
income per family. National family average $5,465... Detroit average, 
$7,320. Total number of families in the Detroit trading area, one 
million. 


By advertising in the DETROIT TIMES you reach about half the 
families in the Detroit Trading Area, the heart of the Michigan 
market. 


SOIT aE HN 
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Brake Lecture at Safety Conference— 


Stephen Johnson jr., engineering director, Bendix-Westinghouse Automotive Air 
Brake Co., Elyria, O., explains recent truck brake developments before the com- 
mercial vehicle division of the Governor's Traffic Safety Conference in Sacramento, 
Calif. High spot of the meeting was Johnson's working model demonstration of truck- 
brake systems in operation. Approximately 400 leaders among truck operators, safety 
directors and officials attended the commercial vehicle session, while 1,400 safety 
leaders were at the conference. 

Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 


REYNOLDS’ NEW NATIONAL SALES ANALYSIS REGISTER replaces tedious manual methods 


—gives complete control at all times. 


“Our G@alional system 


How They're Pushing Sales... 


Dealer Ad Ideas 


Phone with the Car 

664 ,}PEN HOUSE” has been staged 
by Bill Jones Motors to intro- 

duce the 1957 line of Dodge cars 

and trucks at 1436 Broad St., Au- 

gusta, Ga. The event attracted 

more than 20,000 persons. 

The company served fruit 
punch and 25 cases of soft drinks. 
No business was transacted. 

Jones Motor has offered to pro- 
vide all purchasers of a new 
Dodge with a telephone the same 
color as the new car. 

oa * * 


Flyin’ High 
ZANY ad was used in Kansas 
City last week by Van Chevro- 
let. Carrying a preposterous illus- 
tration, the ad was headlined, 
“Axel now flying crazy over city, 
rips off Van sign,” 

The ad continued, “Climaxing a 
26,000-mile round-the-world flight 
in a war surplus airplane, Flyin’ 
|Cousin Axel returned to Kansas 





City early this morning and went 
into a power dive over Van Chevro- 
let. 

“He barely pulled out of the 
dive in time and came so close to 
the roof that he ripped off a 
sign advertising the new 1957 
Chevrolets ... 

“Axel is now circling the city 
with the sign dragging from his 
battered airplane and low on gas, 
according to Uncle Virgil, who is 
keeping radio contact. 

“*Axel is now afraid to land be- 
cause his controls are jammed with 
that sign dragging behind his 
plane,’ Virgil says. 

“Experts now say that Flyin’ 
Cousin Axel’s luck has run out. 
They consider it a miracle that 
Axel ever got the airplane to fly 
in the first place and a still bigger 
miracle that he flew it around the 
world without ever having a flyin’ 
lesson. 

“Now the odds are 10,000,000 to 


S. 3. REYNOLDS, President of Reynolds Motors, cut 
accounting costs by installing a fast, efficient 


National System. 


REYNOLDS moTORS, INc., Syracuse, a complete, mod- 


ern sales and service center. 


saves us over *2,500 a year... 


pays for itself every 16 months!” —neynolds Motors, Inc., Syracuse, N.Y. 


dealer.”’ 








S. J. Reynolds writes, ‘‘We recently 
purchased a National Sales Analysis 
Register and a National Bookkeeping 
Machine. We are very satisfied with 
the results. The labor saved, alone, 
in breaking down the spread sheet, 
as well as in posting the accounts 
receivable saves us at least $2500 a 
year. On this basis these machines 
pay for themselves every 16 months! 

“Before installing the Sales An- 
alysis Register, we had to list all our 
transactions by hand on a spread 
sheet to obtain our department totals 
and other vital information. With the 
hand posting method we were not 


able to prove our work until later the 
next day. 

‘“‘Now, with our new National 
System, we can know our breakdown 
instantly at any time during the day, 
and at the end of the day. All our 
repair forms and sales slips are certi- 
fied by the register giving us control 
we never had before. The Bookkeep- 
ing Machine is used in posting our 
accounts receivable daily . . . our post- 
ings are always up to date and we 
have no trouble getting the state- 
ments out on time. 

‘‘We would heartily recommend a 
National System to any automobile 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


989 OFFICES IN 94 COUNTRIES 


Isn’t it time that you found out 
about a National System? Automobile 
dealers from coast to coast report large 
annual savings. Nationals quickly 
repay their original cost—then con- 
tinue to pay off in bigger profits. Call 
your nearby National Representative 
today. He’s listed in the yellow pages 
of your phone book. 


ei 
one-half that he can ever land, 
“Uncle Virgil asks everyone to 
Please call BEnton 1-6500 if 
see Cousin Axel’s airplane 
their neighborhood, It is 
identifiable by the sign dragging 
behind it.” 


Over 


* * * 


First Prize—$500 


A $500 certificate to apply on the 

purchase of a 1957 Plymouth 
was first prize in a drawing staged 
by Buxton’s Portland, Ore. Second 
prize was a $250 certificate, and 
there were “hundreds more of 
$100.” 

Buxton’s invited visitors to gee 
“the car of 1960 ... that dared to 
break the time barrier.” 

ad * ~ 


Scouting for the Shop 


je . MOTORS dealers in 
Cleveland, Tex., aim for tran- 
sient business in the city’s motelg, 

Travelers spending the night in 
a motel are given a newspaper with 
a pink slip attached. The slip says: 

“Compliments of your General 
Motors dealers in Cleveland. We 
hope your stay in Cleveland hag 
been a pleasant one. If you need 
any type of service, call either of 
the above dealers.” 

The slip lists the GM dealers 
and their phone numbers and 


addresses. 
~*~ * * 


300 Years’ Experience 
ILLER-STEPHAN Pontiae- 
Cadillac, Boise, Id., featured 

“300 years of automotive experi- 

ence” in a full-page newspaper ad 

containing pictures and brief bi- 
ographies of the firm’s 20 backshop 
employes. 

Dealership officials said the ad 
brought favorable comment and 

“was a morale booster for the boys, 


| too.” 


GM Reassigns 
Wilson, Brandt 


DETROIT. — Wallace E. Wilson 
has been appointed general mana- 
ger of Rochester Products division 
of General Motors. 

Wilson succeeds Howard W. 
Brandt, who is undertaking a new 
assignment at GM’s AC Spark Plug 
division. 

Wilson had been plant manager 
of GM’s Buick-Oldsmobile-Pontiac 
assembly division plant at Kansas 
City since February, 1955. He joined 
GM in 1936. 

Brandt had been general mana- 
ger of Rochester Products since 
July, 1952. He joined GM with AC 
Spark Plug in 1934. 


Bad-Check Artist 
Nabbed in Joplin 


JOPLIN, Mo. — Wiliam W. Wig- 
ginton, AWOL from the Marine 


|Corps since September, has ad- 


mitted to police here that he 
obtained four automobiles from 
dealers in Arizona and Nevada by 
passing bad checks. 

Police said Wigginton had 
attempted to obtain cars here from 
Boots Buick Co. and Hilton Pon- 
tiac. Both dealers asked for ident- 
ification or his bank book. 

Wigginton, police said, offered & 
$1,925 check at Boots and $2,751 at 
Hilton. He was leaving town in & 
car he obtained at Las Cruces, N. 
M., when he was apprehended, 
police said. 


AMC Lists 6 Winners 
In Driveaway Contest 


DETROIT. — Winners in the 
contest held by American Motors 
Corp. in connection with its mass 
dealer driveaway of 3,500 cars 
have been announced. 

Transistor pocket radios went 
to V. W. Johnson, Santa Kosa, 
Calif.. greatest distance from 
Kenosha, Wis., and Raymond 
Samples, Jacksonville, DL, most 
cars in driveaway in relation to 
planning potential. 

Each sales division had a win- 
ner, selected on the basis of most 
cars in the driveaway: Charles 
Sicora, New Brunswick, N. J.; 
Stanley L. Coon, Detroit; David 
L. Barnes, Kansas City, and Ches- 
ter C. Hollenbeck, Bellevue, Wash. 


SS ———————— 











4 


THE BEST DEALERS 
SELECT THE BEST 


efficiency ... positive air-power actu- 
ation plus automatic retraction helps men 
do faster, neater, better work. 


styling... . clean, functional design com- 
mands customer confidence... transforms 
any lube room into a “service showcase.” 


dependability ... maintenance is the 
lowest ever recorded for similar equipment 
. installation is simple and easy. 


When you are ready to make your lubritori- 
um a proven “Invitation to New Business,” 
contact your Lincoln Sales and Service 
Wholesaler. He will consider it a privilege 
to serve you. 


*Registered Trade Name 


»».- Says President C.V. ALLEN 
ALLEN BUICK COMPANY, EVERETT, WASHINGTON 


“Lincoln Lubreels facilitate faster service, better lubrication 
merchandising ... enable us to keep our lubrication department 
attractive and clean. We are much pleased with their performance.’’ 


Engineers and Manufacturers 


AUTOMATIC LUBRICATING EQUIPMENT 
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° be equipped with check valves 
IN. Ze to Tighten other devices in the braking =. | 
‘ 





tem, designed to prevent depletion 


Current Prices on New Cars ‘Requirements on of the air or vacuum supply in the 


The following advertised - delivered | dr., $1,840.94. Custom 300—4-dr. sed.,| 925. Super Six—4-dr. sed., $2,065; 4-dr. ° reservoirs in the event of a break 
prices include the suggested base fac- | $2,118.86; 2-dr., sed., $2,067.58, Fairlane— | hardtop, $2,150; 4-dr, 2-seat stat. wag., Trailer Brakes or leakage in the supply line or 
tory list prices, Federal excise tax bes Sateen ostieta, oe "toca oe Custom ae. a oe. ~~. 4- connections. 
amoun 8 ested dealer delivery- -dr, ardtop, , 74; -dr, ardtop, dr. 2-seat stat. wag., 442, Super V-8— a saa 
Saaientaes Guangee. Not included are | $2,255.10. Fairlane 600—4-dr. sed., $2,- 4-dr. sed., $2,195; 4-dr, 2-seat stat. wag., ALBANY, N. ¥. The Se ae Air-brake systems on tractors 
variable items passed on to the retail | 294.98; 2-dr. sed., $2,243.70; 4-dr. hard-| $2,482. Custom V-8—4-dr. sed., $2,285; 4-| Public Service Commission will put) must be equipped with protective 
buyer, such as State and local taxes, | top, $2,366.06; 2-dr, hardtop, $2,301.42; | dr. hardtop, $2,370; 4-dr. 2-seat stat, wag., | tight rules into effect Jan. 1 to cut 
transportation charges and optional | conv., $2,467.62. Station Wagons—2-dr. 2- | $2,572; 4-dr. 2-seat hardtop stat, wag., 





valves or devices to activate the 







































































































































































































































































equipment. ; Seat Ranch Wagon, $2,263.02; 2-dr. 2-! $2,657. the number of tractor-trailer acci-|trailer brakes automatically when 
BUICK — Special —4-dr, sed., $2,609; | accent Gouin Roden ak bp ag Pad STUDEBAKER—Champion 6—4-dr. sed., | dents caused by brake failure. the tractor’s air supply is reduceg ° 
2-dr. sed., $2,545; 4-dr. hardtop, $2,729;| 4 ; base an. 4. * | $1,996.39; 2-dr. sed., $1,946.39; 2-dr. ; ; in Feinb to some fixed pressure not less 
: 6: 4-dr, | 3-8eat Country Sedan, $2,518.38; 4-dr. 3 4 1.84 k Chairman Benjamin einberg ; 
2-dr. hardtop, $2,653; conv. $936; urd. | Seat Country Squire, ' $2,645.94, Thunder- | S¢danet, $1,844.39. Hawk 6—Flight Hawk |.) Go. avorel] Harriman’s sec.|than 20 pounds per square inch,” 
2-seat stat. wag., $2,996; 4-dr. 2-seat hard- | pieg Hardtop cpe. (V-8 only), $3,367.32. | 5"P48s. cpe., $1,985.89. Commander V-8— e \ ere I h id 
top stat. wag., $3,116. Century—4-dr. hard-|  iincon sornet Super V-8--4-dr, sed., 1°9%- sed., $2,124.89; 2-dr. sed., $2,075.89; | retary, Jonathon B, Bingham, that) %¢ Said. 
ee: eee ers cat, wag. |$2:700; 2-dr, hardtop, $2,840, Hornet Cus- ie on ens ae ered $2,187 49, | the new brake requirements are in| Feinberg said the PSC rules have D 
$3648: Geer 4dr. hardtop, $3,623; Ah Seger BO ae at DaTdtop, | president Classie —4-dr. sed... $2,489.22. |S0Me respects “even more specific/for several years required inde y 
hardtop, $3,478; conv., ae seein Onn ro ‘ (Power brakes standard on Cus- Hawk V-8- Power Hawk 5-pass. epe., §2,-|and exacting” than the revised | pendent brakes and auxil iary fe 
—4-dr, hardtop, $3,981; 2-dr. hardtop, $3,-| . 100.89; Sky awk 2-dr. hardtop, §$2,- ‘ ot . . 
872; conv. $3994,’ (Dyna@ow standard on IMPERIAL—Imperial—4-dr. sed.,  $4,- | 476.39: Golden Hawk 2-dr. hardtop, $3. | '¢8Ulations of the Interstate Com-| raking mechanisms for trailers, P 
Century,, Super and Roadmaster, Power 831.75; 4-dr. hardtop, $5,225.25; 2-dr. hard- 961 22 Station Wagons — Pelham 6-cy], | Merce Commission. —— —_—__—— B 
steering standard on Super and Roadmas-/ top. $5,004. Crown Imperial—S-pass. sed., 2-dr. 2-seat, $2,232.39; Parkview V-8 2- Feinberg said the new orders re-| For the lowdown on dealer thinking 
ter.) $7,602.25;  lim., $7,736.25. (Powerfilte, dr. 2-seat, $2,353.89: Pinehurst V-8 2-dr. ire “all k t 4 trucks | re . o i seen Gack “ann 
CADILLAC — Series 62 — 4-dr, hardtop, power steering and power brakes standard.) 2-seat, $2,528.89. (Overdrive standard on | @Uire “a truc -tractors anc — S| read John . Munn’s colu each week 
$4,713; 2-dr, hardtop, $4,609; 4-dr, Sedan) LINCOLN—Capri—4-dr. sed., $4,722; 4- Golden Hawk.) used for towing other vehicles” to} on Page 3. 
deVille hardtop, $5,188; 2-dr. Coupe deVille | dr. hardtop, $4,722; 2-dr. hardtop, $4,576. — — -- — - ——_—_——. ; —_ —— — 
hardtop, $5,048; conv., $5,225; Eldorado | Premiere—4-dr. sed., $5,221.50; 4-dr, _hard- So 
Sevie2-ar. harap din: _Hldorago| iam, Ga. “Ea. haraton, 0.05.00 New C ial Car Registrations . 
., $7,218. Sixty Spectal—4-dr. | conv., 5.¢ .50. 
manaton. Te.530" Serles 75—S8-pass. sed., MERCURY — Medalist—4-dr. sed., §$2,- ommercia ar egl 9 th 
$7,348; Imperial limousine, $7,586. (Hydra- 313; 2-dr. sed., $2,254; 4-dr. hardtop, §2,- ‘ 
Matic, power steering, power brakes stand-| 458; 2-dr. hardtop, $2,388.50. $2,350.50; 
ard.) 4-dr. sed., $2,410; 2-dr. sed., $2,350.50; All St t f ~ t b 1956 55 
CHEVROLET — (Prices are for 6-cyl. 4-dr. hardtop, $2,555; 2-dr. hardtop, §2,- a es or ep em er, Px 
models, For V-8s, add $100.) One-Fifty 485; conv., $2,711.50; 4-dr. 2-seat stat. 
4-dr, sed., $2,020; 2-dr. sed., $1,968; an” thenaaes an oom a aoe er th 
,857; 2-dr. 2- t stat. wag., 519. Monterey -dr. sed., ,555; -dr. r - 
$2,279. "Enola tar. cot, 60,108; 2-dr. hardtop, $2,700; 2-dr. hardtop, $2,630; 4-| | Truck registrations tone Dia | 6. | Inter- : 
sed., $2,094; club cpe., $2,134; 4-dr. hard- dr., 3-seat stat. wag., $2,977. Montelair— are released here weekly, as | grock-| Chev- mond M aation- Stude- ; g 5 TO- 1 
top,” $2,242: 2-dr. hardtop, $2,176; 2-dr. 4-dr. hardtop, $2,834.50; 2-dr. hardtop, || compiled by R. L. Polk repre- | way | rolet | Dodge! Ford = al | Mack] Reo | baker | White Willys | Mise. | TAL J 
2-seat stat. wag., $2,374; 4-dr. 2-seat $2,764.50; conv., $2,899.50. sentatives in state capitals. a. 
stat. wag., $2,428; 4-dr. 3-seat stat. wag., METROPOLITAN — 2z-dr. hardtop, $1,- . 
$2,535. Bel Air—4-dr. sed., $2,262; 2-dr. | 527; conv., $1,551. op Sees evinetiy . Ss = . | = in| oe a a 
sed., $2,210; 4-dr. hardtop, $2,336; 2-dr.; NASH — Ambassador Super V-8 — 4-dr. i eoeeemateet cetera nai ai . ; . — = 
hardtop, $2,271; conv., $2,483; 4-dr. 2- | sed., $2,750; 2-dr. hardtop, $2,840. Ambas- | California 2309 28 470 2263 645 1% 237 680! 
seat stat. wag., $2,552; 2-dr. 2-seat Nomad sador Custom V-8—4-dr. sed., $2,940; 2-dr. ; 3229 40 763 2712 978 E 322 85 9165 
stat. wag., $2,729. Corvette—Hardtop cpe. | hardtop, $3,030. (Power brakes standard Georgia 56) 767; ~—S«18 93 701 226 24) 1S 2097 
or conv. (V-8 only), $3,437. on Custom.) | 1003 i 134 834 233 22 4 2530 u 
CHRYSLER—Windsor—4-dr. sed., $2,- OLDSMOBILE—Series 88 — 4-dr. sed., | ———_———__,,, — — : 7, 23 = ‘ 
870.25; 4-dr. Newport hardtop, $3,128.25; | $2,756; 2-dr, sed. $2,691; 4-dr. hardtop, | !ndiana i | sos soe 4 a : = | on o 
2-dr. Newport hardtop, $3,041.25; 2-dr. | $2,890; 2-dr. hardtop, $2,812; conv., $3,- ian — va “ . a bo: 
Nassau hardtop, $2,904.75; conv., $3,- | 140; 4-dr. 2-seat stat. wag., $3,160; 4-dr.| lowa 346 ? 52 30! 66 ; : a 
335.75; 4-dr. stat. wag., $3,598. New | 2-seat hardtop stat. wag., $3,271. Super 88 , 494) 14) 99), 550 87 — ; = 03 de: 
Yorker—4-dr. sed., $3,779.25; 4-dr. New- 4-dr. sed., $2,988; 2-dr. sed., $2,926; 4-| [ouisiana | 676 5 134 597 159 20 ~ 1781 de! 
port hardtop. $4,101.75; 2-dr. Newport (<r. hardtop, $3,215; 2-dr, ren $3,138; ° | 795 4 139 833 186 2i| _2168 sal 
hardtop, $3,951.25; 2-dr. St. Regis hard- conv., $3,405; 4-dr. 2-seat hardtop stat. ee a . a : aca 8! 47 1275 
top, $3,995.25; conv., $4,242.50; stat. wag., | wag., $3,499. Series 98—4-dr. sed., $3,691; | Massachusetts 7 | = ; = a = 52 5 4 
$4,523.25. 300-B—2-dr. hardtop, $4,419. |4-dr. hardtop, $3,963; 2-dr. hardtop, $3,-| __ - Te ae =— — - —z 7 
(Powerfilte and power brakes standard on 887; conv., $4,167. (Jetaway Hydra-Matie, | Michigan 1015 20 327 1034 342 ! | a 
New Yorker.) power brakes, power steering standard on ’ : i518 a 5 283 1650 363 / 2 / __ 8 32| 4265 
OCLIPPER—Deluxe—4-dr. sed., $2,731. | Series 95.) , | Mississippi ’ 469 53 391 142 9 2 a P 
Super—4-dr. sed., $2,866; 2-dr. hardtop, PACKARD—Executive—4-dr. sed., $3,- | ' 729 75 739 190 5s 7 13) 1978 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 465; 2-dr. hardtop, $3,560. Patricilan—4- aaa —; 7001 iol 477 187 ia 10 1790 x 
hardtop, $3,164. dr. sed., $4,160. 400-—-2-dr. hardtop, $4,- ‘ 995 187 749 275 5 12 0 249% ee 
CONTINENTAL — 2-dr. hardtop, $9,-| 190. Caribbean —2-dr. hardtop, $5,495; — : aie al _ ae a. ss i —7—_ a. a a 
695. (Turbo-Drive, power steering, power conv., $5,995. (Ultramatie standard on all | Nebraska ; 179 18 178 52 8 3 30 H 10% R 
brakes standard.) models. Power steering and power brakes ba : . 288 / ; 59 396 90 . } ; : 
DeSOTO — Firesweep —4-dr. sed., $2,-| standard on Caribbean. ) New York 957 277; 1015, ~—«-357 29 76 a Uh he 
723.50; 4-dr. hardtop, $2,858; 2-dr. hard- PLYMOUTH —( Prices are for 6-cy!. mod- ' 1293 17 389 1143 430 0 | 80) 37 134 151 77\_ 444 
top, $2,782. Firedome—4-dr. sed., $2,897.50; | els. For V-Ss, adgi $100.) Plaza—4-dr. sed., — ° .. . “ae? 2 dU OU ce ae 139 1 14 5 25 1250 I 
4-dr. hardtop, $3,081.50; 2-dr. hardtop, | $2,024.75; 2-dr. sed., $1,978.25; bus. cpe.. r ' 387 6 84 324 164 ig 9) 22 1338 ’ 
$3,024.50; conv., $3,301. Firefiite — 4-dr. | $1,868.75. Savey—4-dr. sed., $2,163.50; 2-| a Lie preenetenacninniaels eee ; a 157 Me 
sed., $3,426.50; 4-dr. hardtop, $3,610.50; / dr. ‘sed., $2,117.25; 2-dr, hardtop, $2,199. | Pennsylvania ; 1005 22 336 892 254 a 74 56, 445 Ka 
2-dr. hardtop. $3,553.50; conv., $3,830. | Belvedere—4-dr. sed., $2,279.75; 2-dr. sed., | 1407 15 375) «1292 369 j = Tr 
Station wagon prices not available. (Torque- $2,233.25; 4-dr. hardtop, $2,388.25; 2-dr. | South Carolina 222 36 209 56 i 3 ' 607 tio 
Flite standard on Fireflite.) hardtop, $2,318.25; conv. (V-8 only), §$2,-| ’ 1026 131 252 68 4 2\ 2) 17 
DODGE—Coronet 6—4-dr. sed., $2,410; | 607.75. Station wagon prices not available. Tom aT 2698 35) 229) 2091 502, 7 49 93 24 = bbb Ga 
2-dr. sed., $2,329.25. Coronet V-8—4-dr.| PONTIAC—Chieftain—4-dr. sed., $2,492; | ‘°*°* 4 2782 1 227) 2153 441 44 90 26 6386 Int 
gsed., $2,517.50; 2-dr. sed., $2,437; 4-dr.|2-cr. sed., $2,428; 4-dr. hardtop, $2,579; | — = ~- — 20 ie FW 38. 1787 a 
hardtop, $2,624; 2-dr. hardtop, $2,539; 2-dr. hardtop, $2,494; 2-dr. 2-seat stat.) Washington ‘ | 525 | 127 504 226 224 3 78 1? 1467 
conv., $2,800.50. Royal V-8—4-dr. sed., | wag., $2,806; 4-dr, 3-seat stat. wag., $2,- 478 9 161; 476) ~—224| 155 . s a TaD 
$2,656.50; 4-dr. hardtop, $2,763; 2-dr. hard- | 863. Super ¢ hief > 4dr. sed., $2,629; 4-dr. | Aji States Reported "56 48: 2414 2786|  4394| 21587| +6583) + 9156 1058! 235) 635 oe rel oa) mM 
See, GROSS, O-dr mardteg 68.000; 2dr. | are Demat eat eee” Go ek tee Cutst | —te Date fer September ‘55 86; 32133} 330) 5664) 28443) 8560 8261, 877| 344) ~—834 = oat 
Sa > a 4 3 : ae > 33 _520' a 
-, $2,826; ,, $2,935; -| ar. 2 stat. ‘ioe: Year 56) 7IN| 229592| 3048 44098) 204324) 64174) 83418, 10023, 2261/ 7189| 118! 685662 I 
hardtop, $2,865; conv., $3,091. Station 4-dr. deluxe sed., $2,804; 4-dr. custom | 101 978 700466 
wagon prices not availabie. sed.. $2,861; 4-dr. hardtop, $2,940; 2-dr.|_ To Date 55|__776| 233299| 2680) _ 50376) 222673|_58609|_77992| _7761| _2228| _8550|_10443)_1910 7 ales Sons bo 
FORD—(Prices are for 6-cyl. models. hardtop, $2,866; conv., $3,070; 2-dr. 2-seat “The information contained in this report has been compiled from official state documents. Every reasonable precaution lished Or 
For V-8s, add $99.98). Custom—4-dr. sed., | Safari stat. wag., $3,446. exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is pu . an 
$2,004.18; 2-dr. sed., $1,952.90; business 2- RAMBLER—Deluxe Six—4-dr. sed., $1,-| R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co. a - — 
New P Car Regi All S for Se ber, 1956-55 
ew Fassenger Uar hegistrations tates tor tember - 
D. 
Car registrations by states 5 Miscel- St. 
are tomes . weeity. as Piym- |“TeR oa Con- ” : M. s- — 
compile y R. L. Polk rep- * : } * ‘ 
resentatives in state capitals. ' Dodge} outh | TOTAL] Ford |Lincola| cury = 
: 1 : ; 414) 1902) 136685 
27 States Previously 724 2038; 2762 2683 2453 4952| 10173| 20399; 28931) 993 | 28! 36627; 13086; 3656; 37692; 10017; 8130) 72581) 731 1683: 2 
Reported for September ‘55 1289; 2692} 3981; 3679 2719| _7578| 18454 32687| 42218, _8I1| 9645 52674| 21204) 3822| 51579) 18314 eal a we sed a a en wh 
Ark ‘56 7 29 36 24 23 86 170 303) 657 9 153) 89 199 5! 882 | 192) 151) | | an 
. ‘55 | iv] el %| ge} 353] Sor] 106 8} 201 | 1235} 262) 36} _—*1062|_—298|_—220|_—1878)_—13|_37:___—*50) a a. tn 
California *56| 179) 695) 874 882 70 579; 1573: 2540 5644 6789 432 2747 13 9981 3027 1380; 9300 2184! 2091 17982 132) 417 549) ma 
a 55319] 977|__1296|_—1002|_—100|__—S— 9012533] 4274 8810 11306, 384) 4767 | 16427| 8734) 1182) 13618| —5553| 5094 a = se Lo = = fi 
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Across the Nation... 


ated by E. Clayton Gengras, Don- 
old’s brother. The new firm will 
have two separate locations—one 
for Mercury sales and service and 
the other for Lincoln sales and 
service, 


Auto Dealer Changes Poe 


Jack Bradley has been awarded 
a Buick franchise in New Hope, Pa. 
* * * 


Hawley Takes DeSoto 
Bill Hawley, Inc., is the new 
DeSoto - Plymouth dealership _in 
Mason City, Ia, The firm, which 
formerly handled Studebaker- 
Packard, is operated by William 
Hawley. a 


Sharkey & Mann Opens 

Sharkey & Mann is the new De- 
Soto-Plymouth dealership in Win- 
dom, Minn. Howard W. Sharkey 
and Dale L. Mann are partners in 
the firm. 





























* * 


Park Motors Moves 


Park Motors Pontiac, for more 
than 20 years located in Hunt- 
ington Park, Calif., has moved to 
1200 E. Main St., Alhambra, Calif. 
Jack Hahne is president and his 
son, Jack Hahne jr., is vice-presi- 
dent and general manager. 

+ * * 


Bill Ingram Motors Opens 


Bill Ingram Motors, Inc. (Lincoln- 
Mercury-Continental), has opened 
on Forbis St. at Gaston, Greens- 
boro, N. C. Bill Ingram jr. is presi- 
dent; Joseph S. Johnson, vice-presi- 
dent, and Francis W. Lineweaver, 
sales manager. i e 


Wescott Buys Wagner 


Paul Wagner (DeSoto- 
Plymouth), Fort Myers, Fla., has 
sold his business to Carl West- 
eott, Buffalo. Wagner entered the 
automobile business in Cedar 
Rapids, Ia., in 1914, 


* * x 


Lundstrom Buys IHC Deal 


Vernon L. Lundstrum, Atchison, 
Kans., has purchased Atchison 
Truck & Tractor Co, (Interna- 
tional) from D. D. Flynn and Perry 
Garten. Lundstrum is a former 
International dealer who has been 
in the cattle business for five years. 

* * ” 


Hunt Buys Pontiac Deal 


Herb Hunt, Salem, Ore., has 
bought Hyland Pontiac Co., Dallas, 
Ore., from Mr. and Mrs. Oliver Hy- 
land. Hunt formerly was a Pontiac 
representative in Lebanon, Ore. 

* 


D. Jack Motors Founded 


D. Jack Ecalono has opened a 
new DeSoto-Plymouth dealership, 
D. Jack Motors, Inc., at 3700 Fleet 
St., Baltimore. a" 

* 


Charles Adds DKW 


Charles Motor Co., Providence, 
which has been selling American 
and foreign cars, has been author- 
ized to handle DKW, a German- 
Made car, according to Charles 
Fischer, president. a 

* oa 


Gaylor Drops Studebaker 


Niles N. Gayler, who took over 
J. M. Brown Studebaker, Van- 
couver, B. C., in 1954, has given it 
up. Brown is continuing to operate 
his body and paint shop on Sey- 
mour St., Vancouver, and has estab- 
lished a used-car business in Burn- 
aby, B. C. 


* * * 


Hill Purchases Fogg 

William S, Hill has purchased 
Fogg Motors Ltd., New Westmins- 
ter B. C., and will become president 
and general manager of the com- 
Pany. Hill also is a director of the 
B. C. Motor Dealers’ Assn. 

* * * 


Shirilla Pontiac 


Shirilla Pontiac is the new Pon- 
tiac dealership in Hermiston, Ore. 
# * * 


Moreau Opens Ford Deal 


Broadway Motors (Ford), Lyn- 
donville, Vt., has been opened here 
by Robert Moreau, former Ford 
Sales manager in St. Johnsbury, Vt. 

Oreau is a member of the Ford 
“500 Club.” 

* * * 


Hughes-French Sold 


A new company has been incorpo- 
rated in Utica, N. Y., to operate 


Genesee St. C. Henry Weaver, pres- 
ident of the new concern, purchased 


Dodge-Plymouth for Gould 
B. E. Gould is the new Dodge- 

Hughes-French from the John S§.| Plymouth dealer in Westerville, O. 

Wolkonocki estate. ae = 
re Frascona Buick Opens 

Nevada Motor Closes Anthony Frascona has opened 
Nevada Motor Co. (Pontiac), Ne-| Frascona Buick, Inc., 1452 Under- 
vada, Mo., has discontinued busi-| Wood Ave., Wauwatosa, Wis., a sub- 
ness. Parts and shop and office | urb of Milwaukee. Seven Milwaukee 
equipment were sold at public auc-| Buick dealers joined in an adver- 
tion. tisement, “best wishes, fellow 


a dealer,” when it opened. 
* * * 


Johnston Buys LaSorella_ | 


Cc. N. Johnston has purchased | 
LaSorella Buick in Pittsburg, Calif., 
and will do business as Johnston 
Buick, Inc. Sales and service facili- 
ties will be remodeled in the build- 
ing at 441 E. Tenth St. 

* * Ed 


L-M for Gengras 


Costello-Kunze Opens 
Costello-K unze Ford, Inc., has 
opened at 6819 W. Florissant Ave. 
in Jennings, Mo., a suburb of St. 
Louis. It is the first new Ford 
| dealership in the St. Louis area in 
10 years. Owners are Thomas E. 


Costello and Milton C. Kunze, 
* * * 
Donald F. Gengras has been 


named president of the newly Mosher-Lally Take Horton 

formed Gengras Lincoln-Mercury, | Horton Chevrolet Co., Maple 
Inc., in Hartford. The firm is an} Heights, O., has changed its name 
addition to the dealerships oper-| to Mosher-Lally Chevrolet. Owners 








Left: Thermocouple is inserted into an open-hearth fur- 
nace to check temperature of heat. Right: Multiple 
indicator records open-hearth temperature. 





This view shows 12 of Great Lakes 17 open-hearth fur- 

naces. Bright spots are furnaces being Se with pig 

en Cae scrap. The open-hearth process ta from 10 
c urs. 








“These aren't exactly fins, 
Mister,—we prefer to call them 
rabbit ears as they have a built 
in receiver for picking up sirens.” 





are Floyd L. Mosher and Thomas 
Lally. 
* * * 
Rhodes-Walker Rebuilds 
Rhodes-Walker Chevrolet Co., 
South Charleston, W. Va. has 


rebuilt after a disastrous fire. Its 
new home is 165 feet in length, fac- 








ing on MacCorkle Ave., and 130 
feet deep. The service department 
can handle 26 cars. R. D. Rhodes 
is president and J. B. Holland, vice- 
president. 

* * * 


Johnson Changes Lines 


James R, Johnson, president of 
J. R. Johnson, Inc. former 
Lincoln-Mercury dealership in 
Hartford, has announced that his 
firm has signed franchises for 
Chrysler, Imperial and Plymouth. 


* * * 


Omaha Volkswagen Opens 

John McCallister has opened 
Omaha Volkswagen, Inc., 2763 Far- 
nam St., Omaha. 

od * * 
Myrick Dodge Opens 

Myrick Motors, Inc. (Dodge), has 

opened at 1715 N. Akard St., Dallas. 


* * * 


Pitkin Buys Johnson Ford 


Frank E. Pitkin, Massillon, O., 
has bought Johnson Auto Co. 
(Ford), Canal Fulton, O, 


* * * 


Cavalier Buys Ohio Deal 

Finefrock-Wallace Co., Massillon, 
O., has been sold to John Cavalier 
(Dodge), Cuyahoga, Falls, O. 





This is the business end of a thermocouple, the rugged 
yet delicately accurate device that measures tempera- 
ture in an open-hearth furnace. The two fine wires you 
see above, inside the casing, absorb heat and transmit 
it as an electrical current to be charted by recording 


potentiometers. 


No chance for guesswork here—through eleven long 
hours the rising temperature of what will be 500 tons 
of Great Lakes open-hearth steel is meticulously con- 
trolled. Then, at exactly the right time and the right 
temperature, the glowing molten metal gushes into 


ladles for pouring into ingots. 


The slender, spidery lines on the chart assure another 
heat of high and uniform quality steel. Quality that is 
checked and rechecked at every step to assure that 


customer specifications are met precisely. 


Why don’t we get together and talk over your steel 
needs? Some time soon? 


GREAT LAKES STEEL CORPORATION 


Detroit 29, Michigan « 


A Unit of 


SEV e133 a CORPORATION 


District Sales Offices: Boston, Chicago, Cincinnati, Cleveland, Grand Rapids, 
Houston, Indianapolis, Lansing, Los Angeles, New York City, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Francisco, Toledo, Toronto. 
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KE eV WITH “LIFE-SEAL” AIR RETENTION 


FROM THIS MOMEN 


YOULL DRIVE WITH 


wWJS.Royal 


DRAMATIC ADVANCES BRING YOU | 
A NEW DAY OF TIRE DEPENDABILITY - 












_— at.” sii 











3 
- ... the most perfect tubeless air container yet produced! 


‘ ‘ . ith i i -wall holdi i 
You just can't meceure~<ta eee Hellers— tie With improved inner-wall compound holding air 


wonderful new feeling of confidence you'll enjoy when ing tire to rim...sealing against air loss at the 
your car is carried by the new U. S. Royal Safety 8! rim... LIFE-SEAL gives new protection against 


Here, indeed, is.a safety tire that leaves no room for 


doubt. ..a tire now made possible only by the most 
recent discoveries in rubber formulation, the latest eeoeeeeeeeeeeeeeeeeee ee eeee eee &O%iseee 


advances in textile processing, and the newest WITH “POWER ACTION” TREAD WITI 


techniques in chemical bonding. This new U. S. Royal is 


a full third better...new-type sealing strip lock- 


ee 


punctures ...new blowout safety! 





a 





truly a tire of unmatched dependability — providing AND TRACTION — 

superb traction, and that extra reserve of strength to ... triple the skid-resisting edges of former tires! Exclusive 

meet the quick-action emergencies of the road. The slicker the surface, the greater your stopping ha 

, ; advantage over ordinary tires. Power Action 

And the rugged new U.S. Royal Safety 8 is styled to protects 19% better against sideskids... = 
add to the new low look—built to improve the quiet, # teams perfectly with power brakes...improves — 

gentle ride of even the smoothest new car! driver control of high-powered cars! ee 

- The ne 

ited States Rubber'::: 

ee size, at 

tS ‘abe : Rockefeller Center, New York 20, New York . In Canada: Dominion Rubber Company, Ltd. See it 
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IMPORTANT! 
The new U. S. Royal 
Safety 8 fits 

all wheel sizes 

a including 
a the newest 
safety rims 
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WITH “FORTIFIED BODY-STRENGTH” 


...new dependability for thousands of extra miles! 


“* 


Exclusive new U. S. Rubber process by which cord 
body and rubber have been greatly strengthened 
and pressure vulcanized into a single unit of im- 
mense strength. Gives new high-speed safety ...new an 
overall ruggedness . . . new resistance to heat — 
build-up! 






The new U.S. Royal Safety 8 is standard equipment on the finest 

i new 1957 cars. You can have it for your car now, in every wheel 
size, at no premium in price. Tubed or tubeless. Rayon or nylon. 
See it at your U. S. Royal Dealer’s now! 


in America’s largest national magazines and on two 
* APPEAR major TV network programs. 


INT WILL SOON * REACH  mrcteaty roy swr-ewner ond every tre never 
' 


* SELL your customers and prospects on the great new 1957 
original equipment safety tire! 















COMPRESSOR CHANGE-OVER — A com- 
pressor change-over service, designed to 
upgrade compressors in use today, has 
been instituted by DeVilbiss Co., Toledo, 
O., The program enables the present 
owner of certain obsolete models of De- 
Vilbiss compressors to procure a kit which 
will adapt a modern DeVilbiss air com- 
pressor to his present tank and motor. 
After installation of the new unit, the old 
one is sent back to DeVilbiss. Here, a 
mechanic tightens a coupling on a 432 
model compressor which replaces the 235 
model at the left. 





PORTABLE BATTERY TESTER — The Multi- 
chek portable boltery tester is equipped 
with an extra terminal which makes direct 
overall voltage read'ngs possible for 12- 
volt batteries. The cell prod is said to 
permit individual cell voltage readings on 
both six and 12-volt batteries. The unit 
mokes four tests: Percent of charge; load 
test, overall on 12-volt batteries, cell on 
six-volt batteries; tests for good or bad 
battery by open circuit cell comparison, 
and the electrical system, including gen- 
erator, voltage and current regulators, 
generator cutoff, wiring and connections. 
Fox products Co., 4720 North 18th St., 
Philadelphia, Pa. 

* * 


Powder-Coated Electrode 
Developed for Welding 


The development of a new mild 
steel arc-welding electrode, with 
iron powder coating, has been an- 











| bead, it is claimed. The tire can be made 
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terials handling in locations con-| 
taining atmospheric abrasives. 

A tandem air cleaning system)} 
filters air going into the carburetor, 
the firm said. Air passes through a 
precleaner, then through an oil 
bath cleaner. The oil filter is of a 
heavy duty type. A heavy duty air 
filter is also provided on the crank- 
case breather pipe, Yale said. 





VULCANIZER — A machine that cures | 
tires without the use of air-bags has been 
introduced to the tire-building and 
retreading industry by Goodride Tire Co., 
Akron. In 21¥% minutes total time, which 
includes buffing and putting camelback 
and sidewalls, the automatic vulcanizer, 


| called Goodride R-36. produces a tire, that 


to all appearances outwardly and in 
cross-section, is completely new, bead to 


tubeless, with either white or black side- 
walls, it is said. The Goodride vulcanizing 


| process can be used on car tires of all 


* * * 


| Plastic Window Used 


nounced by the welding department | 


of General Electric Co., Schenec-} 
tady 5, N. Y. 
The new electrode, designated 


Strikeasy 610, is recommended for 
use on pipeline construction, ship 
fabrication and pressure pipe weld- 


ing, where high-quality deposits are | 


| valve work easier for the mechanic. 


required. 





LICENSE 1{1GHT—Made to fit any model 
car, the No. Al 152 license and tail light 
is being manufactured and marketed by 
Alco Division, Auto Lamp Mfg. Co., 2909 


S. Indiana Ave., Chicago 16, Ill. The 
combination light comes with a red lens 
which acts as a tail light and a clear lens 
underneath to illuminate the license plate. 
A companion to the lamp is the No. AL 
151 which has only the clear lens pointed 
down at the license plate. Both steel 
modeis are available with or without 
license mounting bracket for either six 
or 12-volt systems. 
* ” * 


Dust-Free Fork Lift 


Introduced by Yale 


Yale & Towne Mfg. Co. has intro- 
duced what it calls an improved 
dust - protected, gasoline - powered 
industrial lift truck to provide ma- 








In Rear of Sports Car 


Cadillac Plastic & Chemical Co.,| 
Detroit, has manufactured a Plexi- 
glas rear window for a sports car. 

Cadillac Plastic also introduced a 
Plexiglas windshield with double | 
compound curve for boat use. The| 
new shape is believed to have auto- 
motive possibilities, according to} 
Cadillac Plastic. 

> 


* * 


CYLINDER HEAD HOLDER — The Tamco 
rotating cylinder head holder is said to 
be a one-man tool designed to make any 
By 
tightening four bolts, the cylinder head 
is firmly held, set and then locked in any 
desired position, it is claimed. Made of 
heavy-gauge steel, the Tamco holder 
accommodates all overhead valve cylinder 
heads up to 10% inches wide, 6% inches 
high and 37 inches long. Tobin-Arp Mfg. 
Co., 6400 S. Penn, Minneapolis 23, Minn. 

cd 


METAL CUTTER—The Porter Heavy-Duty 
Work-Station cutter is available in two 
sizes, No. 1 and No. 3, and with a variety 
of jaws for specific materials to be cut. 
Utilizing only hand power, the unit 
enables cutting operations of soft or 
medium hard metals up to -inch in 
diameter. It is said to fasten securely to 
bench or work station, or can be mounted 
on a plank and taken to the job. H. K. 
Porter, Inc., Sommerville, Mass. 











PARKING AID — The Parkit is a device 


designed to eliminate the parking chore |~ 


for most motorists. A glance at the device 
tells the motorist exactly when to turn his 


wheels for that perfect curb-side landing, | 


it is claimed. Attached to the dash, the 


Parkit is said to work on all cars and is | 


easily installed. The House of Baird, Dept. 


ANO, 610 Frederick St., Lock Haven 8, Pa. | 
” = * 


Armour Introduces 


Armofoam Cushioning 


Mass transportation companies 
will soon be able to use a cushion- 
ing material called Armofoam. 

The material is a flexible polyure- 
thane foam and is made by Armour 
& Co., Alliance, O. Armofoam is 
said to have no odor and resists 
fire, solvents, abrasion, vermin and 
sliding. This material can be easily 


washed or dry cleaned, Armour said. 
> - * 





“JIFFY” HOOK—tThe “Jiffy” hook is said 
to do away with the need for wrestling 


with the inside lock of tire chains. The| 
unit is featured on Campbell “Jiffy” tire | 


| chains. The chains are draped on easily 
| with patented wire handles and then the 
| “Jiffy” 
justed and locked, it is claimed. Campbell 
| Chain Co., York, Pa. 


hook is attached, the chain ad- 


= * * 


Rain Deflectors Offered 


For Square Vent Windows 

A water deflector to be attached 
to vent windows with square cor- 
ners, has been placed on the market 
by Servwell Products Co., 6541 
Euclid Ave., Cleveland 3, O. 

The device is called Rain Catch. 


* ~ 


7: 
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RIM VALVE — The assortment of rim 
valves in the foreground have been 
placed in the discard by a single-type 
rim valve introduced by Goodyear Tire 
& Rubber Co., Akron, O., it is claimed. 
Adaptable to any Goodyear tubeless high- 
way rim, the valve, shown upper left, can 
be threaded in the rim wall of a disc 
wheel or adapted to any size Drop 
Center tubeless truck and Tru-Seal over- 
the-road: rim by using simple adapters, 
it is said. Besides reducing down time, 
the two-inch long valve is less than 
half the cost of previous valves, it is 


claimed. 
ee Ss 


Goodrich Affiliate Devises 
Rubber-Metal Bond System 


A new system of bonding rubber 


NEW PRODUCTS 


| to metal has been announced by the 
|adhesives division of B. F. Good- 
| rich Industrial Products Co., Akron, 
oO. 


The firm says the new system, 
called MDuolock, gives superior 
| bonds over a wide range of curing 
conditions and costs less than other 
systems. 





CAULK-SEALER KIT — A Caulking-Sealer 
Kit, No. 1016, for car and truck bodies 
has been announced by Associated Pro- 
ducers, Inc., 1019 East Eight Mile Rd., 
Hazel Park, Mich. The kit introduces a} 
new kind of metallic caulking-sealer that | 
pumps from a hand gun, works on wet or | 


| dry surface, and can be immediately water | 
| tested after application, it is claimed. The 
| metallic type, 1000G, is used adjacent to 


chrome, while the bieck type, B-1000G, is 


| intended for use in the windshield or rear 


window rubber channel, as well as in 
seams and moulidinos of black or dark 
colored cars. 


EXHAUST VALVE TESTER—Detection and 
location of valve 


| lamps. 
| available with instructions, calibrated floor 































































HEADLAMP—A fall sales program for 
Eveready automobile headlamps has been 
announced by Naticnal Carbon Co. Divi. 
sion, 30 E. 42nd St., New York 17, N.Y, 
The sales program offers automotive dis. 
tributors and dealers a choice of two 
headlamp aiming devices in conjunction 
with the purchases of Eveready head. 
The aiming devices are made 


compensating levels ond point-of-sale mer. 
chandising aids. 




















MUFFLER TOOL — The Holmes muffler 
tool is designed to remove mufflers and 
tail pipes, those that are badly 
rusted or fused together at the joint, from 
all cars and most trucks. The unit is pro 
vided with a set of four cutting wheels 
which are interchangeable with a set of 
three expander rollers. The rollers on 


even 


| used to loosen ana separate frozen joints 


on clamp type mufflers. Ernest Holmes 
Co., 2505 E. 43rd St., Chattanooga 7, 


| Tenn. 


troubles and manifold | 


difficulties in automotive engines are said | 


to be possible with the DuMont TV-Type 
EnginScope. The accessory allows TV-like 
picture presentations of the overall valve 
operation, cylinder-by-cylinder. The at- 
tachment, designated DuMont Type 2900 


Valve Testing Pickup, foreground, on auto | 


fender, is a pressure sensitive device de- 
signed to convert the pressure and 
vacuum in the exhaust and intake mani- 
folds of internal combustion engines into 
electrical signals. Any variations of 
vacuum and pressure in the manifold are 
displayed on the screen. Allen B. DuMont 
Laboratories, Inc., 759 Bloomfield Ave., 
Clifton, N. J. 





SOLDERING IRON—The Wall pencil 
soldering iron is said to be ideal for 
delicate precision work on printed cir- 
cuits, radio and TV circuits and all in- 
tricate electrical work. Designed and 
built to withstand ‘‘production line punish- 
ment, the iron weighs one ounce, has an 
Yg-inch tip, and is 7¥% inches long. It 
operates on 110-120 volts, AC or DC. 





Wall Mfg. Co., Grove City, Pa. 











ee Ree | 
—aA oe 


ee te aie eee 4 
=: 7 


MONOGRAM DISPLAY—Pilferage-proof 
displays for monograms and initials, com 
sisting of 12 and 24 draw steel cabinets, 
have been marketed by Nibur Mfg. Co 
Inc., 20 W. Twenty-second St., New York 
10, N. Y¥. The cabinets are faced with 
a three-dimensional, three-color attrac 
tively designed display. This is supple 
mented with an easel backed display thet 
can be used anywhere in the showroom 
or window. Cabinets are available in @ 
number of cifferent assortments. 

eS aS 


Control for Fluids 


An automatic sensitive gauge 
which measures, records and mail 
tains the level of fluid in tanks 
bins, kettles or furnaces, is being 
manufactured by General G1as§ 
Equipment Co., 5 South Virginia 
Ave., Atlantic City, N. J. 
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Frame, Suspension New for °57... 


ba 
% 






What's New: 


New body and chassis... 
t-poise” front suspension ,.. 
horsepower , . . 871-cublo-inch 
ent... “accent-stripe” 
molding ... three station 
ns. “e “38” convertible . , . 
wer and longer . . . larger wind- 
gield .., “strut-mounted instru- 
ment panel . . , printed ociroult 
giring ... tall-light gas filler... 
t-inch wheels. 
+ 


SMOBILE rocketed into the 

1957 auto picture last week as 

dealers unveiled 17 models — four 
dthem new. 

The 1957 models have a new body 
wé chassis, Horsepower is up to 
ffi from 1 top of 240 last year, and 

m displacement is 3871 cubio 
igches, highest in the General Mo- 
tors family. 

The new year marks Oldsmo- 
bile’s return to the station wagon Oldamoblie's redesigned grille features 
fold, after a six-year absence, Inboard parking lights and chrome block 

Threo wagons are offored—hard- | letters which speel out the name of the 

models in the Golden Rocket/cer. A "hi-lo' bumper surrounds the 
and Super “88” lines and a| grille, and twin rocket emblems perch atop 
waventional unit dn the "88" series. ' the fenders. 


° * * 
Starfire “98” 


higher-priced 
* os 





Redesigned Grille— 





|A convertible also has been added | 
to the “88” selections, | 





Oldsmobile's Control Room— 


Oldsmoblie's strut-mounted Instrument panel wos adapted from the experimental 
Delta, It extends the width of the car and Is set back from the windshield, leaving an 
th spoce for better circulation and Instrument accessibility. The steering wheel Is 
feteued and the glove compartment has been widened to 27 Inches. 





Oldsmobile's Economy Hardtop— 


Twe-door and four-door hardtops are avaliable In the Golden Rocket "88" series, 
Oldsmobiie's lowest-priced line, They feature larger windshields, 277-hersepower 
gines and 14-inch wheels. 





‘Skyline’ Roof Beading— 


Cldsmoblie's “Sky-line" roof beading extends through the rear-windew struts and 
down the rear deck aimest to the base of the trunk. The tall light has @ wide chrome 
Vier end @ decorative spinner over the glass area. Dual exhaust ports are Incor- 
Perated In the-bumper guards, 
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Wagons Return at Oldsmobile 


offer convertibles, four-door 
sedans and two-door and four-door 
hardtops. The 88” and the Super 


LL three series—the third is the | “88” list a two-door sedan. 


All models have a new, wider 
frame, and ball-joint suspension 
is utilized for the first time. The 
cars are two inches lower and 
five inches longer than in 1056, 
and all models have 14-inch 
wheels. 

A styling innovation is the 
“accent stripe” which is available 
in eight colors that contrast with 
the body color. It originates just 
ahead of the dip in the belt line 
and sweeps downward and then 
through the rear fender panel to 
the tall-light trim. 

“Sky-line” beading starts at the 
top of the windshield, It extends 
the length of the roof into the 
struts that divido the rear window 
and thence into the deck, 

* “ * 
"Ss grille and front bumpers are 
new, and windshield area has 
been increased. 

The new oval tail lights have 
wide chrome bands and a chrome 
spinner in the center. A chrome or 
painted pillar is the rear fender 


terminus and is mounted over the | 


backup lights. 
This pillar in the left rear 


fender lifts up to reveal the fuel- | 


tank cap and filler, Exhaust ports 
are defiected downward and dual 
exhausts are standard on the “88” 
and "98." 

A locking wheel disk is Oldsmo- 
bile’s answer to the equipment 
thefts that have plagued owners of 





Avoid Gambling Spots, 
AAA Warns Motorists 


WASHINGTON, — The Ameri- | 
can Automobile Assn, has warned | 


unwary motorists, to be on the 
alert for gambling blinds at res- 
taurants along the road. 

The AAA sald, “Motorists 
should be on the alert for cleverly 
operated gambling blinds, Avoid 


games of chance in strange sur- | 


roundings. Don’t be trapped by 
innocent sounding, but dangerous 
and costly, invitations to take a 
chance on a country ham or to 
play double-or-nothing for the 
price of your meal.” 





MEAN PLUS PROFITS 
FOR TRUCK DEALERS 























CHOICE OF MOUNTINGS 
@ Extra-heavy tubular under frame 

mounting for heavy duty operations 
© Heavy front frame mountings for 
medium duty operations 


EEE TN A SE EE 
THE OLDEST AND MOST COMPLETE LINE OF SNOW PLOWS AND ANGLEDOZERS FOR TRUCKS 


: 






|all makes of oara in recent years. 
|The Oldsmobile disks are retained 
by clips which fasten, to the wheel. 


LDSMOBILE’S boost in dis- 


cuble inches — has been achieved 
by lengthening the stroke and in- 
creasing the born diameter, Com- 
pression ratio has been boosted to 
9.5 to 1, 

Jetaway Hydra-Matio, power 
steering and power brakes are 
standard on “98” models. Power 
— are new to the standard 

8 
Most marked interior change is 
the strut-mounted instrument panel 
adapted from Oldsmobile’s experi- 
mental Delta, The strut panel ex- 
tends the width of the car and is 
set back from the windshiled base, 








Printed Electric Cireulf 


The 1957 Oldsmoblie utilizes a printed 
electric cireult for the Instrument cluster 
In which a single wire replaces 14 sepa- 
rate connections. Current Is directed to 
the lights and Instruments by flush-printed, 
copper circult leads. 


placement — from 3824 to 871) 


41 


leaving an air space for better oir- 
culation, <4 
Ts ateering wheel and other 
controls are recessed, and 
padded instrument panels are 
standard in Super “88” and “98” 
models, The glove compartment 
now is 27 inches wide. 

A printed electric circult is said 
to present a major advance in 
instrument wiring. A single wire 
leads to the instrument cluster. 
From this power source, the elec- 
tric current is directed to various 
lights and instruments by flush- 
printed copper clroult leads. 

Oldsmobile’s color book lists 22 





shades—18 of them new, Six are 
in the high-luster “lucite” finish 
which the company introduced last 
year, 





New Brake Drums— 


Oldsemobiie's new brake drums ore sald 
to Improve brake life and efficiency and 
Increase resistance to fading. The drum 
Is flanged at the outer edge to reach 
outside the tire for better cooling. A 
dished deflector, spol welded to the beck- 
Ing plate, reportedly improves weather 
sealing. 





Starfire '98' Four-Door Hardtop— 


The queen of Oldsmobiie's six hordtops Is the four-door Holiday seden in the 


luxurious "98" series. 
stonderd on all "98s." A styling feature 


Automatic transmission, power brakes ond power steering are 


Is the “accent stripe’ which starts slightly 


chead of the dip In the belt line and sweeps through the rear fender panel, 


HERE'S WHY MIBEYER SNOW PLOWS 


truck owners too. But.. 


For a PLUS PROFIT in your next truck sale... sell a Meyer 
Snow Plow. And... for more PLUS PROFITS ... sell present 
. NOW is the time. Soon-to-arrive snow 


will create a demand for trucks properly equipped to clear road- 
ways... parking areas... service stations... shopping centers, 


driveways, etc. 

CHOICE OF LIFTS 

@ Electrolift . . . fast-acting 
electrically operated Power 
Hydraulle lift 

© Fan Belt driven Power 
Hydraulle lift 

@ Hand operated Hydraulic lift 

+. 

« 


Te08-MP 


3669 East 82nd Street 











Only MEYER 
offers these choices 


CHOICE OF SIZES AND TYPES 


Reversible Blade Plow — 78 thru 
102-Inch lengths for genera! use 
V-type — 72 and 68-inch for heavy 
snow breaking 

Angledozers — 72 thru 90-inch 

for backfilling, levelling and 

light grading 

V-type adaptable fer most 
possenger cars 


LOWER PRICES 

Meyer's volume production . . . the 
result of over 30 years experience In 
buliding quality plows... mokes 
lower prices possible. 


ee 
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1955 1956 


$880 = $873 






Nov. Dee. Jan. Feb. 


Market Trend 


Average prices of 1957 models 
were added for the first time last 
week to Automotive News’ index 
of wholesale used-car auctions. 
Average prices of "49s were 


As a result, the overall average 
price was pushed up to $1,046— 
and is not comparable to previ- 
ous figures this year. It is inter- 
esting to note, however, that a 
year ago when ’56s were added 
and ’48s were dropped, the aver- 
age price was $956. 

The average 1957 entered the 
wholesale market at $2,416. A 
year ago, ’56s were first indexed 
at $2,353, 

On older models, the general 
price trend last week was down- 
ward, although ’53s gained $9 and 
50s picked up $4. 

Price setbacks included $5 on 
"Sls, $20 on "54s, $22 on 55s, $39 
on ’52s and $31 on ’56s. New lows 
were established for ’56s, 55s, ‘54s, 
and ’52s. 

At a group of representative 
auctions last week, an average of 
181.8 units were consigned, com- 
pared with 175.1 a week earlier. 


March 
* Prices of ‘56s added; '48s dropped. 
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Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$873 $874 


Apr. May June 


The sales ratio was 72.0 percent, 
compared with 72.7 percent the 
previous week. The sales ratio 
was the lowest it had been since 
the week of Sept. 17. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) denotes power steering. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct, 30.) 


(Sold 282 cars out of 384 offerings.) 


BUICK—’'56 Special conv., $2,300*; Riviera, 
$2,100*, '55 Super Riviera, $1,790* (ps); 
Century Riviera, $1,665* (ps); Special 
Riviera, $1,235. '54 Super Riviera, $1,- 
365*, $1,295* (ps); RM Riviera, $1,350*° 
(ps); Special Riviera, $1,345*, $1,270°, | 
$1,235*; Century 4-dr., $1,220*°. ‘53 RM 


Riviera, $1,095*, $860* (ps); Super Rivi-| 
era, $840°*, $760°, $725*. ‘52 Super Rivi- 


era, $230°. $360°, 
$325*. 

CADILLAC—'56 (62) 
195* (ps); coupe, $3,780° (ps), 
(ps). °55 (62) sedan de Ville, 
(ps); coupe, $3,210* (ps), 


‘51 Special Riviera, 


$3,300° 
$3,200* (ps), 


$3,160* (ps); 4-dr., $2,860° (ps), $2,695* | 


(ps). "53 (62) 4-dr.. $1,500° (ps), $1,- 
495* (ps), $1,410*°. ‘52 (62) 4-dr., $755°. 
‘51 (62) coupe de Ville, $850°; 4-dr., 
$750*, $505*; (61) 4-dr., $795°*. 
CHEVROLET—’'56 Bel Air (8) 4-dr., 


030°; Hardtop, $1,890°; Two-ten (8) 
4-dr., $1,805*, $1,760*%; Two-ten (6) 2- 
dr., $1,585*. ‘55 Bel Air (8) Hardtop, 


** Prices of '57s added; '49s dropped. 


| DeSOTO—’52 Firedome 4-dr., $350. 
DODGE—'56 Coronet 





ORD 


sedan de Ville, $4,-| 
$3,725° | 


$2,- 





$1,046** 






Nov. 
to Date 


Sept. 


4-dr., 
$1,575*; Bel Air (6) conv., $1,545* (ps); 


$1,660*, $1,605*, $1,585*, $1,565°; 
Hardtop, $1,420; 2-dr., $1,220*; Two-ten 
(6) station wagon, $1,545*, $1,440, $1,- 
395*; Hardtop, $1,320; 4-dr., $1,240*, 


$1,000; 2-dr., $1,095; Two-ten (8) 


2-dr., $950. °54 Bel Air 4-dr., $1,115*; 
2-dr., $1,090*, $860*, $855*; Sport coupe, 


$1,090; Two-ten 4-dr., $905; 2-dr., $840, 
$780, $740, $625*; One-fifty 2-dr., $615. 
’53 Bel Air Sport coupe, $850°, $720, 
$650*; 4-dr., $715*, $715* (ps), $710*, 
$675*; conv., $695, $670* (ps); 2-dr., 
$670* (ps); Two-ten 4-dr., $745*, $650, 
$580, $545. "52 SL Deluxe Bel Air, $555. 
‘51 Utility station wagon, $420; SL De- 
luxe 2-dr., $240. 

CHRYSLER — '55 Imperial 4-dr., $2,260* 


(ps). °54 Windsor Hardtop, $1,255*. °53 


NY 4-dr., $705*. '52 Windsor 4-dr., $360°, | 


$345°. "49 Windsor 4-dr., $225. 


Suburban, 
'53 Meadowbrook station wagon, $675; 
Coronet 4-dr., $550; 2-dr., $440. ‘°52 
Coronet Hardtop, $435. '51 Coronet 4-dr., 
$245. °35 4-dr., $500. 
-"56 Fairlane (8) 
$1,695; Victoria, $1,985* (ps), 
2-dr., $1,880*, $1,835° (ps); 
Squire, $1,775*. '55 Fairlane (8) Crown 
Victoria, $1,750° (ps), $1,500*; conv., 
$1,.315°; 2-dr., $1,320; Ranch Wagon, 
$1,495; Custom (8) 4-dr., $1,180, $1,110, 
$1,075. °54 Ranch Wagon, $975*; Crest 
(8) conv., $950*; Custom (8) 2-dr., $855; 
4-dr., $835; Custom (6) 2-dr., $780. '53 
Crest (8) Crown Victoria, $860; Custom 
(8) 4-dr., $640, $625, $610; 2-dr.. $640, 
$575; Ranch Wagon, $505; Main (8) 2- 
dr., $500. "52 Custom (8) 2-dr., $425°. 
‘51 station wagon, $455; Custom (8) 2- 
dr., $395. 


conv., 
$1,840°; 
Country 













Del- | 
ray, $1,310*; 4-dr., $1,085*; One-fifty (6) | 


$1,885°. | 


} 
$1,990°, | 







HUDSON—’55 Rambler station wagon, $1,- 
375*. °54 Hornet 2-dr., $780*; Hardtop, 
$685*, $630. '53 Hornet 4-dr., $520°; 2- 
dr., $450; Wasp 4-dr., $245, '52 Hornet 
4-dr., $300. '51 Hornet 4-dr., $250*. 

LINCOLN—’55 Capri 4-dr., $2,045* 
’52 Capri Hardtop, $700*. 

MERCURY—’56 Custom 2-dr., $1,615. ’55 
Monterey Hardtop, $1,730*; Custom 2-dr., 
$1,115*. '54 Monterey station wagon, $1,- 
260* (ps); Hardtop, $1,175* (ps); Cus- 
tom 4-dr., $880; 2-dr., $795. ‘53 Monterey 
4-dr., $935", $895* (ps); Hardtop, $735*; 
Custom Hardtop, $695* (ps). ’51 2-dr., 
$330. 

NASH—’55 Rambler station wagon, $1,- 
440*, $1,400; Statesman 4-dr., $1,185* 
(ps), °54 Statesman 4-dr., $875. °53 
Statesman 4-dr., $285, "51 Rambler sta- 
tion wagon, $280. 

OLDSMOBILE—’56 (88) Holiday, $2,565* 
(ps), $2,455* (ps); 4-dr., $2,250° (ps). 
’55 (98) Holiday, $2,080* (ps); (88) 
conv., $2,055* (ps); Holiday, $1,950*. 
'54 (98) Holiday, $1,950*° (ps); conv., 
$1,645* (ps); 4-dr., $1,535* (ps); (88) 
4-dr., $1,445* (ps). °53 (98) Holiday, 
$1,130* (ps); 4-dr., $860*%; (88) Holiday, 
$950*, $900* (ps); 4-dr., $815*. '52 (98) 
Holiday, $665*, ’51 (88) Holiday, $550*; 
2-dr., $290°. 

PACKARD—’54 Panama Hardtop, $720*. 
'53 Clipper 2-dr., $550*, °51 Clipper 4-dr., 
$430*, $250. 

PLYMOUTH—’55 Belvedere (8) Hardtop, 
$1,410*; Belvedere (6) 4-dr., $1,100, $1,- 
095; Plaza (6) station wagon, $1,185; 
2-dr., $745; Savoy (6) 4-dr., $1,050, $800. 
‘54 Belvedere 4-dr., $985*, $965* (ps); 
Plaza 4-dr.. $200 (taxi). 53 Cranbrook 
4-dr., $580*, $530, $365; Belvedere, $570; 


(ps). 


Cambridge 4-dr., $495, $375, "52 Cam- 
bridge 2-dr., $310. 
PONTIAC — '55 Star Chief (8) Catalina, 


$1,765* (ps). "54 Star Chief (8) 4-dr., 
$1,200*; Chieftain (8) 4-dr., $895*, $890. 
'53 Chieftain (8) 2-dr., $785*, $620; 4- 
dr., $540. ‘52 Chieftain (8) Catalina, 
$705; 4-dr., $495*, $440. 

STUDEBAKER—'55 Champion 2-dr., $835. 
'54 Champion 2-dr., $520. °53 Champion 
2-dr., $415. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of Oct. 30.) 
BUICK—’55 RM Riviera, $1,935* (ps), $1,- 

800* (ps); Special Riviera, $1,780*, $1,- 

745°; Century 2-dr.. 2 at $1,405. °54 

Century 4-dr., $1,470*. 53 Super Riviera, 

$1,105* (ps), $960*; RM Riviera, $1,005* 

(ps); 4-dr., $710* (ps). "52 Special 2-dr., 

$510. '51 Special 4-dr., $420; 2-dr., $395*, 

$385. °50 Special 4-dr.. $340. ‘49 Super 
4-dr., $200*. '48 Super conv., $185. 

CADILLAC—'56 (62) coupe de Ville, $4,- 
160° (ps). "54 (60) Special 4-dr., $2,750° 
(ps). ‘51 (62) 4-dr., $940°. "50 (62) 4- 
dr., $870*, $665*. "49 (62) sedanet, $670°. 
"48 (62) 4-dr., $320°. 

CHEVROLET—'55 Bel Air (8) coupe, $1,- 
795° (ps); 4-dr., $1,475*; Two-ten (8) 
4-dr., $1,425*, $1,365, $1,165. 
ten 2-dr., $850, $820. ‘53 Bel Air 2-dr., 
$735*. "51 SL Deluxe 4-dr., $470, $425, 





ALABAMA 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





CALIFORNIA 


SAN DIEGO—San Diego Auto Auc- 
tion, 4744 Federal Blvd. Ph. 
CO. 4-0157. Thursday 1 p.m. 





SACRAMENTO AUTO AUCT.—4304 
W. Capitol Ave., West Sacramento, 
Ph. HU. 1-4076 (Thurs. 12 noon). 





COLORADO 








COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carroll Kepter 
Phone Denver, SUnset 1-7821 
Wire Colorade Aute Auction FAX 
Denver, 


’ 

Colonels Johnny Wood and Dean Davis 
AS aoe pene Sa by eu on cae 

the First National Bank of Englewood. 


i 








DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 
#% S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





COLORADO 





MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Crump-Dudley-Caswell 
To serve you best 
Phone Sherman 4-3263 





IOWA 





TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
4701 S.E. 14th Des Moines 15, lowa 
Phone ATiantic 2-8353 
Sale Every Thursday — 12 Noon 
Guaranteed Tities and Checks 





MICHIGAN 





Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 
Exclusively for Dealers 
Here in the shadow of General Motors, you 

get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 ——- SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ime west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Galy! 
Operating Since 1946 





NEW YORK 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because ail titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 
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231-41. Thursday 11:00 a.m. 
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Model Breakdown 
Of Auction Averages 








Model NTO Date. 1958 — 
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63 aay 

312 322 

233 2 

167 1% 

——— 

Average $1,046 $ 784 §$ 8 


+ Not computed, 


$350*; conv., $300*, $295*. ’50 SL 
Hardtop, $305; 4-dr., $270*; 2-dr., 
*49 SL Deluxe 2-dr., $240. '47 FL Aen 
sedan, $105. 

CHRYSLER—’55 Windsor 4-dr., $1,409 
$1,350*, ’51 Windsor 4-dr., $425*; cony, 
$295*. '50 4-dr., $230*. "49 conv., $2298 

DODGE — '53 Coronet club coupe, $809 
4-dr., $690*, $620*. '49 Wayfarer 2-dr, 
$135. 

FORD—'56 Country sedan, $2,150, $2,159" 
(ps); Fairlane (8) club sedan, $1,859, 
"55 Ranch Wagon $1,490, $1,385; Cus. 
tom (8) 2-dr., $1,195. '54 Crest (8) Vie 
toria, $990*; Main (6) 2-dr., $790. "§3 
Custom (8) 4-dr., $805*, $710, $655; 
Custom (6) 4-dr., $590; Main (8) 2-dr, 


Be 


$535. "52 Custom (8) 4-dr., $640; Main 
(8) 2-dr., $425. °51 Custom (8) 4-dr, 
$460*, $445, $270; Custom (6) 4-dr, 
$400; 2-dr., $345*, $200; Deluxe (6) 2. 
dr., $250. '50 Custom (8) 2-dr., $255; 


Deluxe (6) 2-dr., $185; 4-dr., $140, 
HUDSON—’53 Hornet 4-dr., $700*. 
KAISER—’54 Manhattan 4-dr., $735, "51 

4-dr., $205, $185, $175, $120. 

LINCOLN—’51 coupe, $525*. 

MERCURY—'55 Montclair Hardtop, $1,970* 
(ps); Monterey 4-dr., $1,760; Custom 
4-dr., $1,320. '54 Monterey Hardtop, $1,- 
250, $1,220. '52 Monterey 4-dr., $590*, 
‘51 Custom 4-dr., $440*. '49 club coupe, 
$210; 4-dr., $195. 

NASH — '52 Rambler Cross Country, $1,- 
545*. '52 Rambler station wagon, $350, 
"51 Rambler station wagon, $415*, $360, 
"49 (600) 2-dr., $200; Ambassador 2-dr., 
$190. 

OLDSMOBILE--'55 (88) Super Holiday, 
$1,700* (ps). '54 (98) Holiday, $1,780* 
(ps). "52 (88) Super 4-dr., $470*. '51 (98) 
4-dr., $480°, $470*; (88) 4-dr., $350*. 
"50 (88) 2-dr., $315*; (76) club sedan, 
$250; (98) 4-dr., $225°. "49 (88) 4-dr, 
$215*; (98) conv., $150*. 

PACKARD—’'55 Panama Clipper, $1,915*. 

PLYMOUTH—’'55 Savoy (8) 4-dr., $1,195; 
2-dr., $1,190. '54 Belvedere Hardtop, $1,- 
090* (ps); Suburban, $985*. ‘53 Cran 
brook 4-dr., $620; club coupe, $590; Bel- 
vedere, $550. ‘51 Cranbrook Belvedere, 
$425. 

PONTIAC—'55 Chieftain (8) Catalina, $1- 
680°; 2-dr., $1,320*,. °52 Chieftain (8) 
4-dr., $420*; Hardtop, $330*. 
Streak (8) 4-dr., $290°, $210*, 
$135. "49 Silver Streak (8) 2-dr., 

STUDEBAKER — ‘51 Champion 
$335°. 

WILLYS—'54 Aero Ace 2-dr., 
Station wagon, $345. 

MISCELLANEOUS — '51 Chevrolet %-ton 
pickup, $505; %-ton panel, $305. "49 
Chevrolet 1-ton stake, $340. ‘48 Diamond 
T %-ton utility, $260; Ford %-ton utility 
pickup, $225. "47 Diamond T %-ton pick- 
up, $225. 


’50 Silver 
$200°, 
$170°. 
coupe, 


775. "50 (4) 


ALBANY 


(Tim Anspach Auto Auction. Sale every 

Monday. Prices are for sale of Oct. 29.) 

(The price temper of today’s market 
was white hot as we again opened the 
flaps of the big top on an almost sum- 
mer’s day. Dealers galore bid crazy 
prices for cars of their choice, We sold 

10 out of ten new °57 Fords, and all but 
23 of 152 offerings for an average of 
almost 85 percent.) 

BUICK—’55 Special Riviera, $1,820*; 4-dr., 
$1,550°. '54 Century 4-dr., $1,200* (ps), 
$1,180*; Super Riviera, $1,100*. ‘53 RM 
Riviera, $860°*; 4-dr., $800* (ps); Special 
2-dr., $790°. °51 Super 4-dr., $400°, '50 


RM 4-dr., $160; Super 4-dr., $290°; 2 

dr., $220. °49 Super 4-dr., $150*. 
CADILLAC—'54 (62) conv., $2,750* (ps); 

4-dr., $2,600° (ps). '52 (62) 4-dr., $1- 


085*; coupe, $1,025* (ps). 
CHEVROLET—'56 Bel Air (8) 4-dr., $1- 
810*; Two-ten (6) 4-dr., $1,650. ‘55 Bel 
Air (8) 2-dr., $1,500*; Bel Air (6) sta 
tion wagon, $1,450; Two-ten (8) 2-dr. 
$1,250; Two-ten (6) 2-dr., 2 at $1,060 
$1,045, $1,040; 4-dr., $1,090, $1,035; One 
fifty (6) 4-dr., $1,000. '54 Bel Air coupe, 
$1,150°; 4-dr., $950* (ps); One-fifty > 
dr., $750. °53 Bel Air 2-dr., $850; One 
fifty 2-dr., $570, $420; Two-ten 4-dr. 
$670*; 2-dr., $660, $460. 52 SL Deluxe 
4-dr., $480*; Bel Air, $525*; SL Special 
2-dr., $350. '51 SL Deluxe 4-dr., $385*, 
$360, $350°; 2-dr., $310*; SL Special oo 
dr., $225. ’'50 SL Deluxe 4-dr., $150°*. 
CHRYSLER—’51 NY 4-dr., $220*. 
DODGE—’56 Coronet station wagon, $2, 


140°. '54 Coronet conv., $1,135*; 4-dr. 
$700*. '53 Meadowbrook 2-dr., $790*. "52 
Coronet 4-dr., $410. 

FORD—’57 Country sedan, $2,675*; Fair- 
lane (8) 500 Victoria, $2,530*, $2,450° 
(ps), $2,400°; 4-dr., $2,200* (ps); Cus 


tom (8) 300 Town sedan, $2,425*; 4-dr., 
$2,260*, $1,935; 2-dr., $1,935; Custom 
(6) 300 2-dr., $2,050. ’56 Thunderbird, 
$2,600; Custom (8) 2-dr., $1,560. ' 
Fairlane (8) Victoria, $1,600*; Raneb 
Wagon, $1,460; Custom (8) 2-dr., $1- 
070*; Main (8) 2-dr., $800. ’54 Crest (8) 
4-dr., $1,100*; Country Squire, $1,010*; 
Custom (8) 4-dr., $830. ’53 Custom (8) 
2-dr., $775; Main (8) 2-dr., $430. ’ 
Custom (8) club coupe, $400; Main (8) 
4-dr., $400*. '51 Custom (8) Victoria 
$435, $290, $260; club coupe, $390, $220; 
2-dr., $340*, $340; Custom (6) 4-dt 
$210. '50 Custom (8) 2-dr., $160, $150; 
Custom (6) 2-dr., $150. 

KAISER—’'52 Vagabond 2-dr., $250° 

MERCURY—’52 Customi 4-dr., $580, $540*. 
‘51 Deluxe 4-dr,, $260*; Custom station 
wagon, $280. 

OLDSMOBILE — '55 (98) conv., $2,100* 


(Continued on Page 43, Col. 3) 
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SAFEST MIRROR EVER MADE! 


No other mirror gives you such perfect 
vision to the rear for safe night driving. 


With any other day-night mirror, headlights behind you are just 
blurred blobs of light. You’re never quite sure how far back they are. 


But with this amazing E-Z-I® Mirror, headlights behind you are 
distinct, yet glare-free. No guessing. No blinding. Safer! 


Not just two light-filtering positions but three! 


(1) DAYTIME, you get a clear, soothing yellow-green image. 
(2) NIGHT IN CITY, you filter out low-beam headlight glare. 
123 (3) NIGHT ON HIGHWAY, you de-giare “brights” behind you. 


All with a quick flick of the little gearshift on your E-Z-I Mirror. It 
even has a shatter-resistant backing. 


TRY ONE on your personal car and you'll understand why E-Z-/ 
3-Way Mirrors are truly the finest, safest, most efficient mirrors made. 


Standard size — 81,” wide — $4.80 net to dealers, postpaid. 
King size — 101,” wide — $5.97 net to dealers, postpaid. 


Money-Back Guarantee! Every cent back, upon return of 
mirror, if it’s not the safest rear-view mirror you ever drove with. 
; Order by writing on your dealer letterhead, specifying the make, 
year and model of your car. Sold to franchised dealers only. 


| E-Z-1 3-WAY MIRROR 


1 
od 


Liberty Mirror Division 
Libbey - Owens + Ford 


Brackenridge, Pa. 


GLASS 





No more crushed 


license plates 


and frames! 
with the 


ees = 


SE ee 
PROTECTOR 
BRACKET — 


Eaves FCM 


7? Sew 


protects grilles, beautifies cars! 


Installed in 15 seconds! Made of special oil-tempered, hardened steel, 
to fit all makes of cars 1950 thru 1957. 


; Exceptionally low-priced for volume sales! 





Available for immediate delivery. 


Attractively packaged—ideal combination with Benmatt License Plate 


Write or wire for name of our nearest representative—there’s one in 
every principal city. 


THE BENMATT ORGANIZATION 


3447 .E. 15th Street 962 Milwaukee Avenue 
Los Angeles 23, Calif. Chicago 22, Ill. 


S 
, 
) 
: Frames. 
) 
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(ps). °53 (98) 4-dr., $700* (ps). ’°52 (98) 
4-dr., $455* (ps). 


PACKARD — ’53 Clipper station wagon, 
$600. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
275*; Plaza (6) 4-dr., $940. ’54 Belve- 
dere coupe, $1,010* (ps). °53 Cranbrook 
conv., $480; 4-dr., $325; Savoy station 
wagon, $575. °52 Cranbrook 4-dr., $400, 
$280. ’51 Cranbrook 4-dr., $185. °50 Spe- 
cial Deluxe 4-dr., $140. 


PONTIAC—’54 Chieftain (8) 2-dr., $750. 
"53 Chieftain (8) Catalina, $920* (ps); 
conv., $860*. ’51 Silver Streak (8) 2-dr., 
$410*, $270*. °50 Silver Streak (8) 2-dr., 
$280°*. 


STUDEBAKER—’54 Champion 2-dr., $450. 
WILLYS—’53 Aero 4-dr., $210. 


MISCELLANEOUS — ’54 Chevrolet %-ton 
pickup, $650; Volkswagen, $1,090. ‘53 
Jaguar 4-dr., $1,175. °51 Willys %-ton 
pickup, $335. °48 Willys 1-ton pickup, 

$530. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 

day. Prices are for sale of Oct, 29.) 

(Sold 180 cars out of 250 offerings.) 

BUICK—’56 Super Riviera, $2,550* (ps); 
Special Estate Wagon, $2,420* (ps); 
Riviera, $2,405*, $2,310°, $2,065*. ‘55 
Super Riviera, $1,875*; Century Riviera, 
$1,775*. °54 Century Riviera, $1,510* 
(ps); Super Riviera, $1,450* °53 Skylark 
conv., $1,245* (ps). 

CADILLAC—’56 (62) sedan de Ville, $4,- 
205* (ps). °55 (62) coupe de Ville, $3,- 
150* (ps), $3,135* (ps). °52 (62) coupe 
de Ville, $1,335*; 4-dr., $1,050* (ps), 
$760*. °50 (62) 4-dr., $860*; (60) Special 
4-dr., $730*, 

CHEVROLET—’ 57 Bel Air (8) Sport coupe, 
$2,675*, $2,625*, $2,625* (ps); 2-dr., $2,- 
430*, $2,400*, $2,350; Two-ten (8) 4-dr., 
$2,300, $2,180. °56 Bel Air (8) 4-dr., $2,- 
225*, $1,930*, 2 at $1,920*, $1,825; Two- 
ten (8) station wagon, $2,175* (ps), 
$2,090*; 4-dr., 3 at $1,750*, 3 at $1,700*, 
$1,605; Bel Air (6) conv., $1,795*; One- 
fifty (6) 2-dr., $1,240. "55 Two-ten (8) 
station wagon, $1,710; 2-dr., $1,220, 
$995; Bel Air (8) Sport coupe, $1,675*, 
$1,605*, $1,585, $1,535°, $1,495* (ps), 
$1,365*; One-fifty (6) Handyman, $1,430, 
$1,410. '54 One-fifty (6) Handyman, §1,- 
110; Bel Air 4-dr., $1,030, $990*. ‘53 
Bel Air 4-dr., $765; Two-ten club coupe, 
$660°. 

CHRYSLER—’'55 NY 4-dr., $1,795*; Wind- 
sor conv., $1,595*. °52 Windsor sedan, 
$390. 

DeSOTO—’56 Fireflite 4-dr., $2,200*° (ps). 
’53 Firedome 4-dr., $620*. '50 4-dr., $255. 

DODGE—’56 Sierra station wagon, $2,430* 
(ps). ‘55 Royal Lancer conv., $1,795* 
(ps). ‘54 Coronet (8) station wagon, 
$1,070. 

FORD—'57 Del Rio station wagon, $2,480*; 
Fairlane (8) Victoria, $2,455*; Custom 
(8) 300 2-dr., $2,185. "56 Fairlane (8) 
Victoria, $1,915* (ps); 4-dr., $1,825* 
(ps), 2 at $1,750*; Ranch Wagon, §1,- 
890*; Custom (8) 4-dr., $1,650°. ‘55 
Country Squire, $1,825*; Fairlane (8) 4- 
dr., $1,470* (ps), $1,410° (ps); Carrier, 
$955. °54 Country sedan, $1,230; Custom 
(8) 4-dr., $925. ‘53 Crest (8) Victoria, 
$760*. °52 Custom (8) 2-dr., $270. ‘51 
Custom (8) club coupe, $325, $165°. 

HUDSON—’52 Hornet 4-dr., $290. 

LINCOLN—'54 Capri coupe, $1,625* (ps). 

MERCURY—’56 Montclair coupe, $2,100*° 
(ps). °55 Monterey Sport coupe, $1,655°. 
'54 Monterey Sport coupe, $1,430°, $1,- 
405; Custom 2-dr., $1,075. '51 4-dr., $360, 
$335; coupe, $345. ‘49 4-dr., $140. 

NASH—'56 Ambassador 4-dr., $2,255*° (ps). 
'55 Rambler station wagon, $1,370*. ‘54 
Ambassador 4-dr., $885°. 

OLDSMOBILE—'56 (98) Holiday, $2,805* 
(ps); (88) Super 4-dr., $2,550° (ps); 
Holiday, $2,490° (ps). °55 (98) Holiday, 
$2,090° (ps); (88) Holiday, $1,740°. '53 
(88) Super 4-dr., $975*° (ps); (98) 4-dr., 
$915* (ps), $825° (ps). "52 (98) 4-dr., 
$690°. ‘51 (98) 4-dr., $320°. ‘50 (98) 
Holiday, $365°. 

PACKARD—’53 2-dr., $655. 

PLYMOUTH—'56 Savoy (8) Sport coupe, 
$1,725. "55 Belvedere (8) conv., $1,240°; 
4-dr., $1,130. "53 Cranbrook 4-dr., $550, 
$495. 

PONTIAC—’56 Safari station wagon, $2,- 
745° (ps); Chieftain (8) Catalina, §2,- 
375*, $1,915°; station wagon, $2,290°; 
Star Chief (8) Catalina, $2,225*, §2,- 
195*. °55 Star Chief (8) Catalina, §$1,- 
705*; Chieftain (8) 2-dr., $1,415* 53 
Chieftain (8) Catalina, $600*. °52 Chief- 
tain (8) 4-dr., $490°; Catalina, $410*. 
"51 conv., $260°. 


STUDEBAKER — ‘54 Champion station 
wagon, $885. "52 Champion 4-dr., $325. 
WILLYS — ‘57 Jeep, $1,650. °55 station 


wagon, $1,300. 

MISCELLANEOUS— 54 Willys %-ton pick- 
up, $1,000. ‘52 International cab and 
chassis, $475; Studebaker %-ton pickup, 
$285. '51 Dodge %-ton pickup, $290, 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 

Tuesday. Prices are for sale of Oct. 30.) 

(Market very good as supply is low. 

Sold 76 cars out of 94 offerings.) 

BUICK—’56 Super 4-dr., $2,250* (ps). ’55 
Century 4-dr., $1,900*. '54 Super 2-dr., 
$1,050*; Special 2-dr., $1,050; Century 
4-dr., $1,025*°. '53 Super 4-dr., $940*. ’51 
Super 2-dr., $465*. '50 Super 2-dr., $290°*; 
Special 4-dr., $165, $110. 

CADILLAC—’53 (62) conv., $1,475* (ps); 
4-dr., $1,410* (ps). 

CHEVROLET — '57 Two-ten (8) Sport 
coupe, $2,400. '52 SL Deluxe 2-dr., $445, 
$440*, 51 SL Deluxe 2-dr., $365*. 

CHRYSLER—’51 NY 4-dr., $375*. 

DeSOTO—’53 Firedome 4-dr., $490*. 

DODGE — ‘54 Coronet 2-dr., $1,070. "50 
Coronet 4-dr., $195. 

FORD—’'57 Custom (8) 300 2-dr., $1,985; 
Custom (6) 2-dr., $1,850. ‘56 Fairlane 
(8) 2-dr., $1,520; Thunderbird, $2,815. 
55 Ranch Wagon, $1,475. '54 Crest (8) 
Victoria, $990*, $840*; Main (6) 2-dr., 
$700*; 4-dr., $825. °53 Custom (8) 2-dr., 
$625; Main (6) 2-dr., $490. °52 Custom 
(8) 4-dr., $555; 2-dr., $525; conv., $375. 


(Continued on Page 44, Col, 2) 


“Imagine my photo 
in the Roto, right 


next to your ad!" 


Photos that get double-takes! Ads that 





get action on the double! That's what 
you get in the Roto section of the 
Chicago Daily News big Weekend Triple 
Streak Edition. News circulation goes up 
on Saturday, a phenomenon in itself, 
and the figure hits over 607,000. Daily 
News Roto is famous for fine-screen re- 
production ideal for “impulse” re- 
sponse, quick phone and mail orders. 
Retail Roto ad linage during 1955 rose 
to 625,599 . . . over 460,000 more than the 
next highest in Chicago. Remember, the 
Daily News goes home, and the Triple 
Streak gives you the largest Saturday 
circulation of any evening newspaper 
in the U.S. Best proof possible that — 


The CHICAGO DAILY NEWS 
HITS HOME 


| 
| 
| 
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(6) 4-dr., $130, °49 Custom (8) 2-dr., 
$170. 

MERCURY—’52 Monterey 2-dr., $565; 4- 
dr., $555, '50 Monterey 2-dr., $365, 

NASH—’52 Custom 2-dr., $400. ’51 States- 
man 4-dr., $205; 2-dr., $150. 

OLDSMOBILE—’56 (88) Holiday, $2,320* 
(ps). °53 (88) 2-dr., $850*%. '52 (98) 4- 
dr., $495*. '51 (88) 4-dr., $360°. 

PLYMOUTH — ’52 Cranbrook 4-dr., $240. 
’51 Cranbrook 2-dr., $265. 

PONTIAC—’54 Star Chief (8) 2-dr., $1,- 
285*. '53 Star Chief (8) 2-dr., $640*. '51 
Silver Streak (8) 4-dr., $415*, °48 4-dr., 
$100*. g 

MISCELLANEOUS—’ 52 Dodge %-ton pick- 
up, $430. ’48 Chevrolet %-ton pickup, 
$325. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 

nesday. Prices are for sale of Oct. 31.) 
Beauty Greets Visitors— (Constant rain all day did not affect 
» . : sales activity as buyers needed good, 
Lorna Ringler, Miss Pennsylvania for| clean merchandise so badly, they ven- 
tured into the rain anyway, Sold 136 cars 

1956, was on hand to greet those who cut ef 167 effestnas.) 

came to see the 1957 DeSoto and Plym- | BUICK—’53 Special 2-dr., $795. ’52 Special 
: 2-dr., $485*. "51 Super 2-dr., $425*; Spe- 
outh at Herb Gilman Motors, Inc., Mead- cial 2-dr., $205*, "50 Special 2-dr., $425°, 
ville, Pa. With the Pennsylvania beauty $160*; Super 4-dr., $375*. '47 Super 2- 


. e : dr., $150. 
are J. C. Fairchilds, left, Gilman mano-| capintac—'s3 (62) 4-dr., $1,305* (ps). 


ger, and Herb Gilman. | "51 (62) conv., $520°. 








Completely Adomalec —it’s the greatest 


advance since automatic transmission. 


NO MORE “Creeping” at intersections - No more 
“Roll Back” on upgrades - No more “Roll Ahead” on 
downgrades. Saf-T-Brak solves this old problem in an 
entirely new way. 


precision made self-contained units are easily 
added to car’s present brake system. 


Unit 1 changes “Stop” action into 
electrical impulse which activates 





Unit 2, a specially designed solenoid 
check valve. This puts positive hold 
on brake pressure. When car comes 
to full stop driver may remove foot 


from brake pedal. Brakes hold auto- 
matically. 





To Go touch accelerator. This acti- 
vates Unit 3 for instant brake release. 















¢ INTRODUCTORY 


OFFER 





ONE FREE DEMONSTRATOR 
with your initial order for 3 or 
more. List price $28.95 ea. Dealer 
discount 40% F.O.B. Factory. 


FULLY GUARANTEED 


'51 Custom (8) 4-dr., $395*. °50 Custom | CHEVROLET—’55 Two-ten (6) 4-dr., $1,- 





DeSOTO — ’52 Custom 2-dr., $365 (ps); 
DODGE —’55 Coronet 2-dr., $1,030, °52 


FORD—’55 Custom (8) 2-dr., $1,340; 4- 


HU DSON—’52 Hornet 4-dr., $280. °51 Hor- 


KAISER—’51 4-dr., $150*. 
LINCOLN— 50 4-dr., $175* 
MERCURY—’'55 2-dr., $1,310*. °54 2-dr., 


OLDSMOBILE—’55 (88) 2-dr., $1,685*. °52 


PLYMOUTH ’53 Cambridge 4-dr., $600. 


PONTIAC—'53 Chieftain (8) 2-dr., $660*; 


STUDEBAKER "51 Commander 4-dr., 


MISC ELLANEOUS ‘55 Ford %-ton pick- 


Thursday. Prices are for sale af Nov. 1.) 
BUICK—’'56 Special Riviera, $2,220*. 54) 


CADILLAC —54 (62) coupe de Ville, $2,- 


CHEVROLET—'56 Corvette, $2,800; 4-dr., 








Used-Car Auction Prices 
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045; 2-dr., $960. ’'54 Bel Air 2-dr., $800; 
Two-ten 2-dr., $790, $760, $630; 4-dr., 
$750*. °53 Two-ten station wagon, $700; 
2-dr., $730*, $660, $380; Bel Air 2-dr., 
$865, $845, $805. '52 SL Deluxe coupe, 
$505. °51 SL Deluxe 2-dr., $465, $330, 
$305*, $305, $260. '50 SL Deluxe Bel Air, 
$405; 4-dr., $405; 2-dr., $380, $375, $355, 
$350. °49 SL Deluxe 2-dr., $305, $285; 
4-dr.. $255; conv., $225. ‘47 FL 4-dr., 
$150. 


Firedome 4-dr., $400 (ps). 
Coronet 4-dr., $360. '49 4-dr., $100. 


dr., $1,150. '54 Custom (8) 2-dr., $870, 
$835; 4-dr., $790; Custom (6) 2-dr., $740; 
Main (8) 4-dr., $550; 2-dr., $550; Ranch 
Wagon, $655*; "Main (6) 4-dr., $520, '53 
Custom (8) 2-dr., $740*, $705, $630; 
conv., $605; 4-dr., $555; Main (6) 2-dr., 
$475*; Main (8) 2-dr., $500*, ’52 Crest 
(8) Victoria, $685*; conv., $350; Custom 
pe station wagon, $655; 2-dr., $610; 

-dr., $540, 2 at $530, $500*. °51 Custom 
a Victoria, $455*, $330; 2-dr., $395, 
$380; 4-dr., $365*; Deluxe (8) 2-dr., 
$475*. °50 Custom (8) 2-dr., $515, $310, | 
$305, $220, $175; conv., $340; 4-dr., $330, | 
$235; Custom (6) 4-dr., $195; Deluxe 
(8) 2-dr., $205. °49 Custom (8) 2-dr., 
$355, $180, $175, $160; Custom (6) 2-dr., 
$305, $155, $150. ‘46 Deluxe (8) 2-dr., 
$100. '40 Deluxe (8) coupe, $330. 


net 2-dr., $330; 4-dr., $120; Super 4-dr., 
$145. 


$1,000. °53 4-dr., $545, "51 2-dr., $505°*. 
"50 2-dr., $200. 


(98) 4-dr., $505*. "50 (88) 2-dr., $420*, 
$350°; 4-dr., $275*, $210°*. 


"51 Cranbrook 4-dr., $180. °50 Deluxe 
4-dr., $390; 2-dr., $270. 


4-dr., $540. °50 Silver Streak (8) 2-dr., 
$325, $160, $115*. 


$250*, $220*; Champion 4-dr., $160*, 


up, $960. ‘54 Chevrolet %-ton pickup, 
$740. '51 Chevrolet %-ton panel, $190. 


OMAHA 


(Richard Abel Auto Auction, Sale every 


Super conv., $1,350*. ‘53 Super Riviera, 

$745*, $695 ; 4-dr., $565. '52 Super 4-dr., 

=" "51 Super 4-dr., $350*. 50 Special 
-dr.. $155. 


700* (ps). "53 (62) 4-dr., $1,590* (ps). 


$1,955. ‘55 Bel Air (8) 4-dr., $1,550*; 
Sport coupe, $1,465*; One-fifty (62) 2- 
dr., $900. '53 Bel Air 4-dr., $820*; Sport 
coupe, $795*; 2-dr., $785; Two-ten 4-dr., 
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$725, $540; One-fifty 2-dr., $630, $590, 
$490. ‘51 SL Deluxe sedan, $255, $225. 
"49 SL Special 2-dr.. $150; SL Deluxe 
4-dr., $120. '41 Town sedan, $235. 


| 
| CHRYSLER 54 Windsor sedan, $1,050*. 


’51 Windsor club coupe, $385* 


DeSOTO — ‘54 Firedome 4-dr., $965*. °50 


4-dr., $185. 


Meadowbrook sedan, $235, $210. 


| FORD — '56 Fairlane (8) conv., $1,975* 


(ps); Country Squire, $1,970° (ps); 4-| 
r., $1,775* (ps); Custom (8) 4-dr., $1,- 
695°. '55 Fairlane (8) Victoria, $1,910*; 


| DODGE — °53 Coronet 2-dr., $500°, *51} 
| 
| 
| 
| 


4-dr., $1,375*; Custom (8) 4-dr., $1,200. | 


'54 Country sedan, $1,395*. °53 Custom 
(8) 4-dr., $810*°, $685; Custom (6) 2-dr., 
$550; Main (8) 4-dr., $445. °52 Custom 
(8) 2-dr., $655°; 4-dr.. $350°; Main (8) 
4-dr., $500, $490. 51 Custom (8) 2-dr., 


$325, $275, $265. "49 Custom (8) 4-dr., | 


$135*, $130*; Custom (6) 2-dr., $105, '49 
Custom (8) 4-dr., $100. 

LINCOLN—'53 coupe, $950* (ps). 

MERCURY—'54 Monterey Hardtop, §$1,- 
265°; 2-dr., $1,030*. '53 Custom Hard- 
top, $970*. °52 Hardtop, $300*. ’51 4-dr., 
$645*. '49 Sport sedan, $180; 4-dr., $140. 

NASH—’55 Ambassador 2-dr., $1,650*, ’54 
station wagon, $700. 

OLDSMOBILE—’'55 (88) Holiday, $1,775*. 
"50 (98) conv., $285°. 

PLYMOUTH—’55 Plaza (6) sedan, $920. 
"54 Savoy sedan, $550. '53 Cranbrook 4- 
dr., $435. °52 Cranbrook club. coupe, 
4 2-dr., $255. °51 Cambridge 4-dr., 
240. 

PONTIAC—'56 Chieftain (8) Catalina, $2,- 
060°, $2,000*, ‘53 Chieftain (8) 4-dr., 
$765* (ps); Catalina, $625. '52 Chieftain 
(8) 4-dr., $540. ‘51 Silver Streak (8) 
4-dr., $265*, $155. '50 Silver Streak (8) 
4-dr., $275*. '49 Silver Streak (8) 4-dr., 
$145*. 

WILLYS—’53 Deluxe station wagon, $650. 
"49 station wagon, $215. 

MISCELLANEOUS — '56 Austin Westmin- 
ster 4-dr., $1,770. '48 International %-ton 
| $185. °46 Chevrolet 2-ton truck, 





VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sales every 
Thursday and Friday. Prices are for sale of 
Nov. 1-2.) 

(Prices seemed to be up on ’56 models 
and steady on all others, Demand good. 

Sold 156 cars out of 282 offerings.) 

BUICK — ’'56 Special conv., $2,400* (ps). 
‘53 Special 2-dr., $510. ’°52 Special 2-dr., 
$460; 4-dr., $380*. ’51 Special 2-dr., 
$300*. 

CADILLAC—’55 (62) coupe, $2,860* (ps). 
"54 (62) coupe, $2,675* (ps). '53 (62) 
4-dr., $1,350°. 

CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
660* (ps), $2,300*; 2-dr.. $2,260*; Two- 
ten (8) 4-dr., $2,310. ’56 Bel Air (8) sta- 
tion wagon, $1,800*; Two-ten (8) 4-dr., 
$1,765, $1,735*, ’55 Two-ten (8) Delray, 
$1. 120; One- -fifty (8) station wagon, $1,- 
100*. °54 Bel Air Sport coupe, $1,100*. 
’53 Two-ten 4-dr., $800*, $670; Hardtop, 
$700. °52 SL Deluxe 4-dr., $535*. ’51 SL 
Deluxe 2-dr., $350. ’50 SL Deluxe club 
coupe, $400*; 4-dr., $395, $170. 

CHRYSLER — '55 Windsor 4-dr., $1,440* 
(ps). '53 NY 4-dr., $625*. 

DeSOTO—’53 Powermaster 4-dr., $550*. 

DODGE—'54 Royal 4-dr.; $825*. '53 station 





wagon, $500; 4-dr., $355. "52 4-dr., $275. ¥ 

"50 Meadowbrook 4-dr., $150. FARGO, N. D 

FORD—’57 Fairlane (8) 500 Victoria, $2,-| , ‘Tri-State os ta = oa ay Thury. 
600* -(ps), $2,530*; club sedan, $2,500*; day. Prices are for sale o Ov. ) 
Fairlane (8) Victoria, $2,335; Custom (Smaller consignment but active 


(8) 2-dr., $2,175, $2,085. ’56 Fairlane| Prices dropped slightly. Sold 76 cars og & 
(8) Victoria, $2,040*, $1,850, 2 at $1,700; of 97 offerings.) : 
4-dr., $1,925* (ps); Custom (8) 2-dr., BUICK — ’54 Century coupe, $1,100*, 
$1,430, $1,360*, '55 Country sedan, $1,- Super 4-dr., $400*. ’50 Special 4-cdr,, 
510; Fairlane (8) Victoria, $1,500, $1,- — sedanet, $100*; Super 2-dp, 
475*; 4-dr., $1,360, $1,320, $1,285* (ps), 30. s 
$1,275, $1,215; Custom (8) 4-dr., $1,300; | CHEVROLET—’55 Two-ten (8) 4-cr., 
2-dr., $1,100, $910; Main (6) 2-dr., $900, 300*, $1,120*; Delray coupe, $985, 
$775. '54 Custom (8) 2-dr., $900* (ps),| Two-ten (8) Delray coupe, $900; Two-fm, 
$870, $635. ’53 Custom (8) 2-dr., $625, (6) Delraye coupe, $875. ’53 Be! Air 
$485, $215. '52 Custom (8) 2-dr., $475, dr., $720; One-fifty 2-dr. $540; Two-tey 
$460, $350. °51 Custom (8) 4-dr., $360. seu? eee — Dew e 2-47, 
HUDSON—'55 Hornet 4-dr., $1,290* (ps).| 5-ar.’ $300: ace. $290°: FL oe 
LINCOLN—’ 54 Capri coupe, $1,360* (ps). dr., $310*. °49 SL Special 4-dr., $125, 
MERCURY—’55 Monterey 4-dr., $1,350*,| CHRYSLER—’51 Windsor Hardtop, $279, 
'54 Sun Valley coupe, $1,370; Monterey | DeSOTO—’51 Custom 4-dr., $190. 50 Cy 


4-dr., $1,000*, ’50 2-dr., $200. tom 4-dr., $100, '49 4-dr., $100. 
NASH—’51 Sport coupe, $165. DODGE — '52 Coronet 4-dr., $130*, § 
OLDSMOBILE — °55 (88) 2-dr., $1,830%| _,,cCOUPe,, $185. "50 4-dr., $135. 


FORD—’56 Custom (8) 4-dr., $1,550, $1,. 
525. '55 Fairlane (8) 4-dr. eo% 340°, $1, 
305; Custom (8) 4-dr., $i, 295, $1,0308, 


(ps). °54 (88) 4-dr., $1,320°. °53 (98) 
club coupe, $875* (ps); (88) 4-dr., $875*. 
’52 (88) Super 4-dr., $760* (ps). '50 (98) 54 Custom (8) 4-dr $855. 5a Rane 
Holiday, $300°. Wagon, $955; Custom (8) 4-dr., $67); 
PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- Main (6) 2-dr., $520. ’52 Custom (8} 
580*. °56 Belvedere (8) 4-dr., $1,700*. 4-dr., $425; Main (8) coupe, $380, "49 
"55 Belvedere (8) 4-dr., $1,050. "54 Savoy| Custom (8) 2-dr., 2 at $150, $145, $139; 
4-dr., $675*. '53 Cambridge 2-dr., $250.| 4 dr. $105. ’ ’ 
’52 Cranbrook 4-dr., $225, $160, ’50 Spe-| EENCOLN—'52 Cosmopolitan 4-dr., $500%, 


cial Deluxe 4-dr., $325°. MERCURY — ’56 station wagon, $2,550 
PONTIAC—’55 Chieftain (8) Catalina, $1,- ’53 Custom 4-dr., $790. '51 club coups 

300°; 4-dr., $1,350*%, $1,100*. °54 Chief- $230. °49 4-dr., $130. 

tain (8) Catalina, $1,300* (ps). '53 Chief-| OLDSMOBILE — ’56 (98) 4-dr., $2,609* 


tain (6) 4-dr., $625. °52 Chieftain (6) 
4-dr., $325. °51 Sport coupe, $440*; 4-dr., 
$270. 

STUDEBAKER—’55 Champion 4-dr., $850. 

’54 station wagon, $690. 


(ps). °54 (98) 4-dr., $1,345*. 
PLYMOUTH—’55 Belvedere (6) 4-dr., $1, 
090, $1,000. °54 Plaza 4-dr., $730. "3 
Cambridge 4-dr., $390. '52 Cambridge 4 
dr., $175. '51 Cranbrook 4-dr., $170, 


WILLYS—'52 station wagon, $365. PONTIAC—’55 Chieftain (8) 4-dr., $1,430*, 
MISCELLANEOUS—'53 International 2-ton| $1:320°. °53 Chieftain (8) 4-dr., $635*, 


truck, $400. (Continued on Page 45, Col. 3) 








Before you buy HEATERS 
for your FLEET 


there is aneasy- to-install 
model for every need—or, 
HaDees will engineer 
units to your specifica- 
tions and assure satis- 
factory performance. 


they'll give you 
MORE heat 


—and SAVE YOU 
MONEY, TOO. 


FOR EXAMPLE: 


Write for facts about the 


Hottest Heater Oeal 


FOR FLEET OPERATORS 


teh Heater Division of the Gabriel Company - Rockford, Ill: 





$552 Ss03g Ser 


rae 
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Quantity 
PRO DUGTTON 


Se ee eet Roe ae ad 


LET 
ONE OF THE NATION'S 
LARGEST "AND MOST MODERN 
~PRODUGTION FOUNDRIES 


aa 


ra ae ed 


FOUNDRY DIVISION 


MATIN OFF 5 MA 


CHATTANOOGA 2, TENNESSEE 


Fast-Selling Safety “‘Extra”’... 


Houser’s SAFETY DOOR LOCK ¢ 


100% EFFECTIVE — keeps 
children safe while riding 
in reor seat! 


Only 2 Styles 
ke Cash in on growing demand for safety! Fit all Popular 


DISPLAY Clever HOUSER Safety Door Locks re- “Deer Cor 
CARD place rear door handles, prevent open- Ask 
ing from inside. Just SNAP them on in alias ae 
minutes. MONEY -BACK GUARANTEE! Order Direct: 


TTS) wees 


ENGINEERING & MFG., Inc. 'ndiana 


Your Name is Tv ueeitiee 


IT WELL WITH DQUGLAS EMBLEMS 


attractive, in- 
- dividual and 

Aristocrat Rear Deck Plates hi, : 
MUL AMSON distinctive de- 
Chrome-Craft Die Cast Name Emblems ; signs ereated by 
,  Dovucras craftsmen. 


, ‘Write for a FREE sample 


Scotchlite Day-Nite and Krome-Kal Ads 


By Company 


TH AVENUE SOUTH a MINNEAPOLIS 4, MINNESOTA 


ei el ie 


ATT LOL Ms, ae a 


Auto Auctions 


(Continued from Page 44) 


’52 Chieftain 2-dr., $180. °'50 Silver 
Streak 2-dr., $145. '49 2-dr., $120. 

STUDEBAKER —- °51 Commander 4-dr., 
$135. 

WILLYS—’55 Hardtop, $730. °48 Jeepster, 
$245. 

MISCELLANEOUS—’53 Ford %-ton pick- 
up, $600; %-ton pickup, $555, $480, $475. 
’42 Ford 2-ton truck, $255. 


JENISON, MICH. 


(Grand Rapids Auction, Sale every Tues- 
day. Prices are for sale af Oct. 30.) 

(We had an exceptional consignment 
of clean and sharp cars for our end of 
the month sale and the market was very 
solid. Sold 119 autos out of 186 offer- 
ings.) 

BUICK—’56 Special Riviera, $2,250*, $2,- 
050°. '55 Special 4-dr., $1,600*. '54 Spe- 
cial 4-dr., $1,250*%; 2-dr., $1,200*, $810; 
Super Riviera, $1,245*. ’53 Super Riviera, 
$825*. '52 Special Riviera, $550*, $495*; 
4-dr., $495. '51 Super Riviera, $275*. ’50 
Super Riviera, $215, $145*. 

CADILLAC—’50 (61) 4-dr., $360*. 

CHEVROLET—’56 Two-ten (8) 4-dr., $1,- 
900* (ps), $1,675*; Bel Air (8) 4-dr., 
$1,800*, $1,415*. '55 Bel Air (8) Sport 
coupe, $1,600*, $1,325; Two-ten Delray, 
$1,245; club coupe, $1,240*, $1,155; 2-dr., 
$1,075. '54 Two-ten station wagon, $1,- 
175; 2-dr., $925; Bel Air conv., $970; 
club coupe, $940, $915; One-fifty 2-dr., 
$625. '53 Bel Air club coupe, $735; Two- 
ten 4-dr., $705, $660°, $625, $565, $515. 
"52 SL Deluxe 4-dr., $445. '51 SL Deluxe 
Bel Air, $370*; 2-dr., $200*. 

CHRYSLER -— ’51 Imperial club coupe, 
$180°*. 

DeSOTO—’55 Firedome Sport coupe, §$1,- 
685*. 

DODGE—’55 Coronet 2-dr., $1,095*. °53 
Coronet 2-dr., $580*, $550*°. "52 Meadow- 
brook 4-dr., $385*. °51 club coupe, $225. 

FORD — ‘56 Thunderbird, $2,850* (ps); 
Fairlane (8) club coupe, $1,855*; 4-dr., 
$1,675; Country sedan, $1,805; Ranch 
Wagon, $1,725; Custom (8) 2-dr., $1,600, 
$1,585; Custom (6) 2-dr., $1,535, $1,460, 
$1,360. '55 Country Squire, $1,850*, $1,- 
519; Fairlane (8) Victoria, $1,500, $1,- 
305; 2-dr., $1,285*; Custom (8) 4-dr., 
$1,105, $1,050*%; Custom (6) 4-dr.. $1,- 
055, $1,025. °54 Custom (8) 4-dr., $975*, 
$975, $760. ‘53 Custom (8) conv., $695*; 
4-dr., $635, $610; Custom (6) sedan, 
$610, $510. '52 Crest (8) Victoria, $510. 
*51 Custom (8) Victoria, $265; Custom 
(6) 2-dr., $115. °50 Custom (8) 2-dr., 
$575, $100. 

HUDSON—’'56 Rambler station wagon, $2,- 
015°. 

MERCURY — ‘54 station wagon, $1,100; 
Monterey 4-dr., $985, $970. '53 Monterey 
conv., $1,035*; Montclair sedan, $950. 

NASH—'55 Rambler 4-dr., $1,400* (ps). 
"52 Statesman 2-dr., $450*. 

OLDSMOBILE—’'56 (88) Holiday, $2,500* 
(ps). °55 (98) Holiday, $2,050* (ps); 
(88) Holiday, $1,885*, $1,830*; Super 
4-dr., $1,840*, $1,745. '54 (88) Holiday, 
$1,465*; Super 4-dr.. $1,455* (ps), $1.- 
430°, $1,100°. 53 (98) 4-dr., $970* (ps); 
(88) 4-dr., $870* (ps). ’51 (98) 4-dr., 
$295*. 

PACKARD—’'53 Clipper 4-dr., $365°*. 

PLYMOUTH—’'56 Belvedere (8) club coupe, 
$1,750*. °55 Savoy (8) 4-dr., $1,080*, 
$890. '53 Cambridge 4-dr., $600, $450. 

PONTIAC—'55 Star Chief (8) Catalina, 
$1,765*; Chieftain (8) 4-dr., $1,570*. °54 
Star Chief (8) Catalina, $1,250* (ps); 
Chieftain (8) Catalina, $910*, $835°. °53 
Chieftain (8) 2-dr., $675. 

STUDEBAKER — '52 Commander 4-dr., 
$310, $235. °51 Champion club coupe, 
$130. 

MISCELLANEOUS—’53 Dodge %-ton pick- 
up, $400. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Nov. 1.) 

(Shortage of consignments and declin- 
ing prices caused a slight slump in dealer 
activity. Percentage of sales dropped as 
we sold 84 cars out of 106 offerings.) 

BUICK—’'56 Special Riviera, $2,185*, $2,- 
175*; Century Riviera, $1,980*. '53 Super 
4-dr., $760°; Special 4-dr., $580. °51 Su- 
per Riviera, $460*, $380*; Special 4-dr., 
$235*. ‘50 Super 4-dr., $160*; Special 
2-dr., $150°; 4-dr., $110. °49 RM conv., 
$130*; 2-dr., $115*. 

CHEVROLET—'56 Bel Air (8) conv., $1,- 
950*; 4-dr., $1,910* (ps). '55 Two-ten (6) 
station wagon, $1,450; 2-dr., $1,170. °54 
One-fifty 2-dr., $600. '53 Two-ten 4-dr., 
$595, $570. '52 SL Deluxe station wagon, 
$580; 2-dr., $420*; SL Special 2-dr., $305. 
"51 SL Deluxe 4-dr., $420; 2-dr., $230°*, 
$230. '50 FL Deluxe 4-dr., $320*; 2-dr., 
$250; SL Deluxe 2-dr., $125*. '49 SL De- 
luxe 2-dr., $150; 4-dr., $110. 

DODGE—’'53 Meadowbrook 2-dr., $305. "52 
Meadowbrook 4-dr., $260. °50 Meadow- 
brook 4-dr., $135*. 

FORD—’56 Fairlane (8) Victoria, $1,860*, 
$1,805*. ‘54 Custom (8) 2-dr., $765; Main 
(6) 2-dr., $715. ’°53 Custom (8) 2-dr., 
$625, $610; Main (6) 4-dr., $600*; Cus- 
tom (6) 2-dr., $590*. '52 Crest (8) Vic- 
toria, $430*; Custom (8) 2-dr., $460; 
conv., $250%; Main (8) 2-dr., $475. ’51 
Crest (8) sedan, $440*; Custom (8) club 
coupe, $300*; 2-dr., $200*; Custom (6) 
2-dr., $130, $115*; Deluxe (8) 2-dr., $285, 
$250. '49 Custom (6) club coupe, $115. 

HUDSON—'53 Hornet 4-dr., $540*, $400*. 

KAISER—’52 4-dr., $210; 2-dr., $205. 

MERCURY—’55 Custom 4-dr., $1,275. °52 
Monterey 4-dr., $520*. 

NASH—’53 Rambler conv., $525*. 

OLDSMOBILE—’53 (98) Holiday, $1,205* 
(ps). °50 (98) 4-dr., $290. 

PLYMOUTH—’50 Deluxe 2-dr., $150. °49 
Special Deluxe 4-dr., $145. 

PONTIAC—'56 Star Chief (8) conv., $2,- 
075*. '55 Star Chief (8) conv., $1,480. 
*53 Chieftain (8) 2-dr., $810. ’52 Chief- 
tain (8) 2-dr., $390; 4-dr., $310*. °51 
Silver Streak (8) Catalina, $325*. °49 
Silver Streak (6) 2-dr., $100. 

STU DEBAKER—’55 Champion 4-dr., $875. 
‘53 Champion 2-dr., $475. 

MISCELLANEOUS—’55 Studebaker %-ton 
Pickup, $675. °54 Dodge %-ton pickup, 
$660. '49 Studebaker %-ton pickup, $165. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Oct. 26.) 
(Prices holding the same as the past 


(Continued on Page 46, Col. 2) 


SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65°) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . . eliminate non-productive and unapplied time . . . and increase 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 
program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them .. . train the entire service personnel . . . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day to sell... eliminate duplicate handling 
of cars... and get away from single-item repair orders. 

If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 


Flash-A-Call Service Control 317° SNiiss"tucese 8. i 


| 
| 
| 
| 
| 
| 
| 
| 
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S NOW...more than 
ever—your SALES 
leader in Oregon is 
the Oregonian 





31,309 


TOTAL DAILY CIRCULATION 
LEAD OVER 2nd PAPER 


12,189 City Zone Lead 
19,874 City & RTZ Lead 


94,784 


TOTAL SUNDAY CIRCULATION 
LEAD OVER 2nd PAPER 


30,502 City Zone Lead 


42,236 City & RTZ Lead 


Oregonian 


Portland, Oregon 


LEADS IN SELLING FOR YOU! 


Largest Circulation | 233,219 Daily 
In The Northwest { 296,260 Sunday 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
L 
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Asheville Show 
To Open Feb. 14 


ASHEVILLE, N. C. — The Ashe- 
ville Automobile Dealers Assn, will 
hold its annual auto show Feb, 14- 
17 at the Asheville City Auditorium. 

Besides the latest models of all 
makes, the show will feature a 
name band and several experi- 
mental cars. Last year’s show was 
called a tremendous success. 


. 7“ 


aa 














Write today for 


GUARDIAN 
500 NORTH BLVD. 






HERE’S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 
9000 Unit. Compare that output with 
17,000 lumens for the 400-watt 

JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from 
cheerful, well-lighted lots. 


Add “‘see-ability” and get “‘sell-ability’ 
with Guardian Fluorescent Floodlights. 
Guardian’ full-line catalog. 


ight company 


AUTOMOTIVE NEWS, NOVEMBER 12, 1956 





Used-Car Auction Prices 





(Continued from Page 45) 


three weeks. Demand good, although it 
seems our Western buyers have hit a 
soft spot. Sold 254 cars out of 362 offer- 
ings.) 

BUICK—’56 Super Riviera, $2,325* (ps); 
4-dr., $2,365* (ps). °55 Special conv., 
$1,610*; Century Riviera, $1,525. ‘54 
Super Riviera, $1,380* (ps), $1,335*; 
4-dr., $1,360*, $1,290*; Special Riviera, 
$1,295*, $1,240* (ps). '53 Special Riviera, 
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Today Houston Post 
Circulation is highest 
in history! 

The Post’s amazing 
growth in circulation 
has come about 
without gimmicks 

or artificial circulation 
stimulants. Smart 
advertisers have seen 
this new circulation trend 
in Houston, and 

are buying wisely... 
they pick The Post. 





THE HOUSTON POST 






Represented Nationally by 
Moloney, Regan & Schmitt 


Written and Edited 
to Merit Your Confidence 
















$860*, $800*; Super 2-dr., $865*, $780* 
(ps), $675*. 
CADILLAC — ’55 Eldorado conv., $3,740* 


(ps); (62) coupe de Ville, $3,050* (ps), 
$2,975* (ps). °54 (62) coupe de Ville, 
$2,590* (ps); 4-dr., $2,290* (ps). '53 (62) 
4-dr., $1,475* (ps), $1,445* (ps), $1,- 
390* (ps). 

CHEVROLET—’57 Bel Air (8) Sport sedan, 
$2,710*; 4-dr., $2,595*, $2,580*. '56 Two- 
ten (6) 2-dr., $1,665*, $1,600, $1,525. °55 


Bel Air (8) Sport coupe, $1,695* (ps), 
$1,500; Two-ten (8) 2-dr., $1,355, $1,- 
320*, $1,150, $1,130. °54 Bel Air 2-dr., 
$1,000*, $810; Sport coupe, $1,275*; De- 
livery sedan, $640. °53 Bel Air Sport) 
coupe, $790, 2 at $750* (ps); Two-ten 
4-dr., $740, $705. °52 SL Deluxe Bel Air, 
$540; 2-dr., $550, $460*, $420*, $415, 
$410, $405. 

CHRYSLER—’55 Windsor Newport, $1,860* 
(ps). | 

DeSOTO—’53 Fire Dome (8) 4-dr., $690%, | 
$655. °50 Custom club coupe, $130, ’49 


Custom 4-dr., $180, $130. 
DODGE—’55 Coronet Diplomat, $1,600*; 
Royal Diplomat, $1,430*. ’°53 Coronet 4- 


dr., $530; Meadowbrook 4-dr., $390, $275. | 


"52 Meadowbrook 4-dr., $210, $145; Cor- 
onet 4-dr., $105. 
FORD—’57 Custom 
020. ’°56 Ranch Wagon, 
lane (8) conv., $1,780*; 
$1,625* (ps); Custom (8) 4-dr., $1,685*, 
$1,540*. °55 Country sedan, $1,660*; 

Fairlane (8) Victoria, $1,550*; 4-dr., $1,- 
270*; Custom (8) 4-dr., $1,200*. °54 
Main (6) 2-dr., $560*. 
HUDSON — ’°54 Hornet 4-dr., 
Commodore club coupe, $200. 


(8) 2-dr., $2,130, $2,- 
$1,830*; Fair- 
Victoria, $1,745, 


$400*, °52 


LINCOLN—’57 coupe, $4,450* (ps). °56 
coupe, $3,490* (ps). °53 Cosmopolitan 
4-dr., $1,055°*. 

MERCURY—’57 2-dr., $3,000*. '56 Monte- 
rey coupe, $2,085*. '55 Montclair coupe, 
$1,875* (ps), $1,725* (ps); 4-dr., $1,- 
875*; Monterey 4-dr., $1,445*, °54 Mon- 
terey 4-dr., $1,185* (ps); coupe, $1,140* 


NASH—’54 Rambler 4-dr., $850*. '52 Ram- 
bler Country Club, $375, $360*; station 
wagon, $300. 

OLDSMOBILE—’56 (98) Holiday, $2,830* 
(ps); (88) Holiday, $2,335*, $2,310°*, $2,- 
250°, $2,150. '55 (98) Holiday, $2,190* 
(ps); (88) Holiday, $1,880*%; 2-dr., $1,- 
785°. °54 (98) 4-dr., $1,625* (ps), $1,- 
610*, $1,495* (ps); conv., 2 at $1,350*° 
(ps); (88) Holiday, $1,570*. 

PACKARD — ’'54 4-dr., $985°*. 
$585. '51 4-dr., $220°. 

PLYMOUTH—’56 Plaza (6) 4-dr., $1,480. 
"55 Belvedere (6) Sport coupe, $1,260; 
Belvedere (8) 2-dr., $1,080%; Savoy (8) 
4-dr., $1,110; Plaza (8) 2-dr., $890. °53 
Cambridge 4-dr., $310, $255, $225; Cran- 
brook 4-dr., $515, $290. °"51 Cambridge 
4-dr., $230, $220. 

PONTIAC—’56 Chieftain (8) 2-dr., $1,- 
745°. '55 Chieftain (8) Catalina, $1,420°. 
’53 Chieftain (8) 2-dr.. $680°, $660°*, 
$640*, $620°. °52 Chieftain (8) 4-dr., 
$405*, $400. '51 Silver Streak (8) 4-dr., 
$310°*. °50 Silver Streak (8) 2-dr., $215; 
Catalina, $200°*. 

STUDEBAKER—’55 President coupe, $1.- 


"53 4-dr., 


250*; Commander 4-dr., $1,045°. °54 
Champion coupe, $740*. °53 Champion 
club coupe, $520*. °52 Champion 2-dr., 
$225°. 

WILLYS — °54 4-dr., $405. °53 Hardtop, 
$335°*. 


MISCELLANEOUS—’56 Studebaker %-ton 
pickup, $1,015. °55 Ford %-ton pickup. 
$980, $845. '54 Chevrolet %-ton pickup, 
$790, $655, $585. 


FLINT 


(Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 31.) 
(Consignments in our area are still 
short. Due to the shortage, prices remain 
strong. Sold 69 cars out of 102 offerings.) 
BUICK—’56 Special Riviera, $2,200°. ‘55 
Special Riviera, $1,685. "54 Super Riviera, 
$1,375*; Special 2-dr., $965. ‘53 Super 
Riviera, $850*, $785*. "52 Special 4-dr., 
$385°, $275°. 
CADILLAC—’55 (62) coupe de Ville, $3,- 
350° (ps). "53 (62) conv., $1,070* (ps). 
CHEVROLET—’55 Bel Air (8) club coupe, 
$1,525*, $1,460; 2-dr., $1,280°, $1,245°, 
$1.070; Two-ten (8) 4-dr., $1,105*, $1,- 


035. °54 Two-ten 2-dr., $780, $770, $735, 
$715*. °53 Two-ten club coupe, $750*, 
$645. °52 SL Deluxe Bel Air, $565°; 
conv., $165. ’51 SL Deluxe 4-dr., $265*; 
club coupe, $230. '50 SL Deluxe 2-dr., 
$180. 


DODGE—’53 Meadowbrook station wagon, 
$560; 4-dr., $390*. 

FORD—’56 Country sedan, $2,050°; Fair- 
lane (8) 2-dr., $1,705*. °55 Thunderbird, 
$2,000* (ps); Fairlane (8) 4-dr., $1,225°; 
2-dr., $985*; Main (8) 2-dr., $1,200. '54 
Custom (8) station wagon, $1,190; 2-dr., 
$775; Crest (8) club coupe, $1,060, $1,- 
040* (ps); Main (8) 2-dr., $730. '53 Cus- 
tom (8) 2-dr., $670*, $615*; station wag- 
on, $870*; 4-dr., $535; Crest (8) Victoria, 
$650*. °52 Custom (8) 4-dr., $430. °51 
Custom (8) 2-dr., $280. 

MERCURY—’56 Montclair club coupe, $2,- 
065* (ps). '50 4-dr., $170. 
NASH—’53 club coupe, $515. ’52 States- 

man 4-dr., $285*. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
450° (ps). °54 (88) Super 4-dr., $1,375* 
(ps). ’51 2-dr., $185. 

PLYMOUTH — ’52 Cranbrook 4-dr., $180. 
*51 Cranbrook 4-dr., $215. 

PONTIAC — ’55 Chieftain (8) 4-dr., $1,- 
105*. °54 Star Chief (8) 4-dr., $960°; 
Chieftain (8) 2-dr., $745*. °53 Chieftain 
(8) 4-dr., $450°. '52 Chieftain (8) 4-dr., 
$385*; club coupe, $365*. 

STUDEBAKER — ’53 Commander 4-dr., 
$360*. 

WILLYS—’52 Aero Ace sedan, $225*. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Oct. 30.) 

(Cleanest run of cars in six months 
Proved today that clean autos still are in 
good demand, The market was firm all 
down the line as we sold 87 cars out of 
126 offerings.) 


BUICK—’55 Special 4-dr., $1,700*; 2-dr., 
$1,300*. '54 RM 4-dr., $1,070*, ’ Spe- 
cial 2-dr., $610. ’51 RM 4-dr., $260°; 


Super 4-dr., $225*. 
CADILLAC—’56 (62) coupe, $4,020* (ps). 
"55 (62) 4-dr., $2,750* (ps). '53 (62) 4- 





dr., $1,620* (ps). '52 (62) coupe, $1,410*° 
(ps). ’51 (62) 4-dr., $635*, '49 (62) 4-dr., 
$280*. 

CHEVROLET—’56 Bel Air (6) 4-dr., $1,- 
735; Two-ten (8) 4-dr., $1,745*, $1,695*. 
’55 Bel Air (8) Sport coupe, $1,450*, $1,- 
370*; 4-dr., $1,300*, $1,270*; 2-dr., $1,- 
160; Two-ten (8) 4-dr., $1,205*, 2 at 
$1,140*, $1,075, $1,070, $1,030, $1,010; 
2-dr., $1,150*, $1,090, $1,060, $1,050, $1,- 
040, $1,035, $1,015, $1,005, $1,000; One- 
fifty 2-dr., $930; 4-dr., $910. ’54 Bel Air 
4-dr., $950*%; 2-dr., $900; Two-ten 2-dr., 
2 at $725, $720. '53 Bel Air conv., $700*; 
2-dr., $685, $580. "51 SL Deluxe conv., 
$370*; 4-dr., $175*; coupe, $205. '50 SL 
Deluxe 2-dr., $150*. 


CHRYSLER—’50 Windsor 4-dr., $110*. 


DODGE — ‘57 Coronet (8) 4-dr., $2,485* 
(ps). °53 Coronet 2-dr., $625*, $460*. 
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FORD—’57 Fairlane (8) 500 2-dr., $2,595» 
(ps); Custom (8) 300 4-dr., $2,250* (p_) 
’56 Fairlane (8) Victoria, $1,800*; Gy, 
tom (8) 4-dr., $1,450. °55 Fairlane (8) 
conv., $1,510*, $1,440*; Victoria, $1, 
’54 Custom (8) 4-dr., $725. '53 Main (g) 
2-dr., $470. °50 Custom 2-dr., $110, 

MERCURY—’56 Medalist 2-dr., $1,485, '» 
Custom 4-dr., $510*, $480°*. 

NASH —’55 Rambler 4-dr., 
4-dr., $650. 

PACKARD — ’52 Clipper 4-dr., $430, "4 
4-dr., $100. 

PLYMOUTH — ’55 Plaza (6) 2-dr., $a 
’54 Plaza station wagon, $720; 4-dp 

’53 Cranbrook 2-dr., $445; 4-dr. 


$1,025°, ™ 


$380. 
PONTIAC—’55 Chieftain (8) station way. 
on, $1,600*%; 2-dr., $765 (police) , % 


(Continued on Page 47, Col. 2) 





NOTE THESE FEATURES 


®@ Blade angles to five positions. 

@ Safety shock-absorbing spring. 

@ Easily mounted, Blade can be 
removed or installed in few 
minutes. 

® Adjustable skid shoes. 

© Plow does not interfere with 
use of push-board. 

@ Reversible, long-wearing cutting 
edge. 

© Flexible, highly maneuverable. 


IMMEDIATE SHIPMENT 
DEALER INQUIRIES INVITED 


Designers and Manufacturers of Specialized Equipment, 


New Car Dealers... 





mendous public acceptance! 


or phone— 


[VV 22727 Boat FRANCHISE 


COMPLETE OUTBOARD LINE 
12, 15 and 17 ft. Runabouts 19 ft. Cabin Cruiser 
, e The highest discount plan in the industry. 
@ A retroactive volume bonus plan that enables you to 
make up to several thousand dollars each year. 


@ A freight allowance plan that permits you to receive | 


The WINNER line of boats is a natural for your showroom 
and sales organization—the line of high volume models you 
can sell. Your customers now go elsewhere to buy boats—why 
not from you? There is a vast and highly profitable market for 
WINNER boats, which is open to you with only a fraction of 
the effort you expend on car sales. 

Molded fiber glass WINNER boats are tough, durable, leak- 
proof. They will not corrode, rot, absorb water—require only 
minimum maintenance. They have beauty, style, safety. Tre- 


Your present facilities are ideally suited for the 
WINNER boat line. Preferred areas are still open 
to quality dealerships. For information, write, wire 


Win L. JOHNSON, General Sales Manager 
(MAATUECT” MANUFACTURING COMPANY, Inc. 


107 Sullivan Way, Trenton 3, N. J. 
WORLD’S MOST EXPERIENCED BUILDER OF FIBERGLAS BOATS 
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wy. Priced within every dealers budget. No 
fit-No Holes. Just plug into nearest elec- 
jrical outlet. For indoor or outdoor display. 
Write for free literature. 
AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 
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fcerpt from Starch 5ist 
Consumer Magazine Ri 





+ of all 
Gls Magazine households 
surveyed own one or more 
automobiles. Each 100 ¢/és 
Magazine households own 
122.4 automobiles. 
In the car ownership 





classification, The Elks 
Magazine leads all others 
appearing in the report. 


1,176,014 Elks ~~ 
mass market with In- 
comes the median of which 


$6,050. The Starch Sist 
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Los Angeles 








driQuik 


infra-red 


Cash Easy Terms 


@ Lease Plan 


Now you can DOUBLE PROF- 
ITS by increasing the amount of 
work you turn out in your pres- 
ent paint and body shop without 
spending a large sum of money. 
Here’s a real workhorse that 
rolls quickly from one spot to 
another, quickly baking all kinds 
of spot and panel jobs . . . and 
it teams up with the famous 
driQuik Model 16 to cut drying 
time in half on an all-over job. 
New Model 8 is economical to 
operate. Wire today for a FREE 
DEMONSTRATION in your 
shop. 











DRY CLIME 
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vreensburg, Indiana 









Led Coupon Today 





Dry Clime Lamp Corp., Dept. D, Greensburg, lad 
0 | would tike © demonstration on (dote)___ 
0 Piecse send me more information on the driQuik leosing plon. 
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3 EASY WAYS TO BUY 








Chieftain (8) 2-dr., '49 Silver 
Streak (8) 2-dr., $160*. 
STUDEBAKER—’54 Champion 2-dr., $610. 


MISCELLANEOUS—’ 52 Austin 4-dr., $300. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of Oct. 31.) 
(56s slow today while °52s through 
54s were moving. Bidding generally 
softer. Sold 87 cars out of 137 offerings.) 
BUICK—’56 Super 4-dr., $2,020* (ps). °55 


$330*. 


Super Riviera, $1,740* (ps). ’54 Century 
4-dr., $1,165*. °53 Special 4-dr., $670* 
(ps). °52 Super 4-dr., $510*, °51 Super 


Riviera, $400*. 


CADILLAC—’56 (62) coupe, $3,860* (ps). 


’54 (62) coupe, $2,665* (ps). °53 (62) 
4-dr., $1,435* (ps). 
CHEVROLET—’56 Two-ten (6) 4-dr., $1,- 


470; One-fifty (6) 4-dr., $1,095. '55 Two- 


ten (8) station wagon, $1,390*; 4-dr., 
$1,160. ’54 Bel Air 4-dr., $840*; Two-ten 
2-dr., $700*. ’53 Two-ten 4-dr., $560*, 
$440; 2-dr., $475, $295. '52 SL Deluxe 
4-dr., $470*, $440, $425. ’51 SL Deluxe 
2-dr., $310, $240, $235. ’°50 SL Deluxe 


2-dr., $205, $180, $175. °49 SL Deluxe 4- 
dr., $170, $150, $105. 
CHRYSLER — '55 NY St. Regis, $2,020* 
(ps). °53 Windsor 4-dr., $610* (ps). 
DeSOTO—’53 Deluxe 4-dr., $565* (ps). 
Custom 2-dr., $310*. 


51 


Coronet club coupe, $670*. ‘50 4-dr., 
$150*, $145*. ’49 2-dr., $100*. 

FORD—’56 Custom (8) 4-dr., $1,585*, $1,- 
570*, $1,510. °55 Custom (6) 2-dr., $1,- 
335*; 4-dr., $1,175*, $1,170*, $1,150, °54 
Custom (8) 2-dr., $895*, $840*, $810. °53 
Custom (8) 4-dr., $660*, $650. '52 Cus- 
tom (8) 4-dr., $495* $480*, $460. ‘51 


Custom (8) 4-dr., $305* $280*, "50 De- 


luxe (8) 4-dr., $230*%, $200, $135. °49 
Custom (8) 2-dr., $110*. 
KAISER—’51 Deluxe 4-dr., $175*. 
MERCURY — ’'54 Monterey Hardtop, $1,- 


220°; 4-dr., $1,110*, °53 Custom 2-dr., 
$750*. °51 Deluxe 4-dr., $225°*. 

NASH—’53 Rambler 4-dr., $565*. 

OLDSMOBILE — ’'56 (88) Super Holiday, 
$2,375*; Deluxe Holiday, $2,220*. °54 
(88) Super Holiday, $1,595* (ps). ’53 
(88) Super 4-dr., $805*. '52 (88) Super 
2-dr., $610°. °51 (88) 2-dr., $465*. ‘50 
(98) 4-dr., $245*. 

PLYMOUTH—’'56 Savoy (8) 4-dr., $1,365*. 
"55 Savoy (8) 4-dr., $1,100, °54 2-dr., 
$605. °53 Cranbrook 4-dr., $565*. °52 
Cranbrook 4-dr., $310. '50 Deluxe station 
wagon, $165. 

PONTIAC—’55 Chieftain (8) 4-dr., $1,465*. 
"54 Chieftain (8) 4-dr.. $945*. °52 Chief- 
tain (8) Catalina, $580*. '51 Silver Streak 
(6) 2-dr., $185*°. °49 Silver Streak (8) 
2-dr., $130°*. 

STUDEBAKER—’53 Commander Hardtop, 
$530*, $490*. '51 Commander 2-dr., $155°*. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of Oct. 31.) 


(Demand for clean cars continues 
strong.) 

BUICK—'56 RM 4-dr., $2,650° (ps). ‘55 
Special Riviera, $1,620*, $1,595*. °54 
Century Riviera, $1,380*; Special Rivi- 
era, $1,215*. '53 Special conv., $895*. 


CADILLAC—’56 (62) coupe, $3,885* (ps). 
"54 (62) coupe de Ville, $2,590* (ps). '52 
(62) 4-dr., $1,015*. 


CHEVROLET—’56 Bel Air (8) 4-dr., $1,- 
965*, $1,950°; Two-ten (8) station wag- 
on, $2,030*; Two-ten (6) 4-dr., $1,625. 
’55 Bel Air (8) coupe, $1,650*, $1,420; 
Two-ten (8) station wagon, $1,535*; 4- 
dr.. $1,250°%; 2-dr., $1,280; Two-ten (6) 


2-dr., $1,050, $1,010, $950; 4-dr., $1,075, 
$1,050; One-fifty (6) 4-dr., $940. ’54 Bel 
Air 2-dr., $915. 

CHRYSLER—’53 Windsor 4-dr., $755. 
Windsor 2-dr., $295. 

DeSOTO—'53 Firedome 4-dr., $795*. 

FORD—'57 Fairlane (8) Victoria, $2,575* 
(ps); 4-dr., $2,470°. ‘56 Fairlane (8) 
Victoria, $2,055* (ps); 2-dr., $1,755*; 
Custom (8) 2-dr., $1,580*. '55 Fairlane 
(8) Victoria, $1,555°; 4-dr., $1,380°; 
Ranch Wagon, $1,475*; Custom (8) 4-dr., 
$1,355*; 2-dr.. $1,200, $1,195*; Main (6) 
4-dr., $975. °51 Custom (8) 2-dr., $295°*. 

MERCURY — '54 Custom 4-dr., $1,170*; 
Monterey coupe, $1,150* (ps). 

NASH—'56 Cross Country, $1,760*. 

OLDSMOBILE—’54 (88) Super 2-dr., $1,- 
405°, $1,170. "52 (88) Super 4-dr., $378*. 
"51 (88) Super 4-dr., $330°. 

PACKARD—’'54 Clipper 4-dr., $945°, ‘51 
(200) 4-dr., $125°*. 

PLYMOUTH—’56 Savoy (8) 4-dr., $1,795*. 
"55 Belvedere (8) coupe, $1,450*. '54 Bel- 
~— sedan, $775. '52 Cranbrook coupe, 

PONTIAC—’'56 Chieftain (8) station wag- 


"51 


on, $2,450°. °55 Star Chief (8) 4-dr., 
$1,505* (ps). ’54 Star Chief (8) 4-dr., 
$1,200* (ps). °53 Chieftain (8) 2-dr., 
$675*. 


STUDEBAKER—’52 Commander Hardtop, 
$295°*. 

WILLYS—’54 Aero 4-dr., $490*. 

MISCELLANEOUS — ’56 Austin Westmin- 
ster 4-dr., $1,500; Ford %-ton pickup, 
$1,090. 


CHICAGO 


(Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Nov. 1.) 

(Sold 236 cars out of 324 offerings.) 
BUICK—’'56 Century Riviera, $2,415*. °55 

Special station wagon, $2,010* (ps); 2- 

dr., $1,390; Century Riviera, $1,675*. '54 

Super Riviera, $1,475* (ps); RM Riviera, 

$1,435* (ps). °53 Super Riviera, $985*. 

’52 Super Riviera, $500*. ’51 RM Riviera, 

$375*; Super conv., $350*, '41 Super 4- 

dr., $200. 

CADILLAC—'56 (62) sedan de Ville, $4,- 
145* (ps), $4,100* (ps); coupe de Ville, 
$4,060* (ps); coupe, $3,800* (ps), $3,765* 
(ps); (60) Special 4-dr.. $3,645* (ps). 
*55 (60) Special 4-dr., $3,050* (ps). °54 
(60) Special 4-dr., $2,535* (ps). '53 (62) 
4-dr., $1,250* (ps). ’52 (62) coupe de 
Ville, $1,290* (ps). ’50 (62) coupe de 
Ville, $1,005*. 

CHEVROLET—’57 Bel Air (8) Sport se- 
dan, $2,670*; Sport coupe, $2,550*; 4-dr., 
$2,510*; 2-dr., $2,380*. ’56 Corvette, $2,- 
750°, $2,710; Bel Air (8) 4-dr., $1,900° 

(ps); Two-ten (8) 2-dr., $1,725*. ’55 Bel 


(Continued from Page 46) 


DODGE—’55 Royal 4-dr., $1,435* (ps). '53) 
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Air (8) Sport coupe, $1,620*; conv., $1,- 
575; 4-dr., $1,350*; Two-ten (8) station 
wagon, $1,570*; 2-dr., $1,355*; Bel Air 
(6) Sport coupe, $1,530*%, $1,400°; 4-dr., 
$1,370*. °54 Two-ten 4-dr., $880, $850; 
2-dr., $715. °53 Two-ten 4-dr., $825, 
$675*, $610; Bel Air 4-dr., $700; 2-dr., 
$580*; conv., $575. '52 SL Deluxe 4-dr., 
$450*; 2-dr., $435*. '51 SL Deluxe 2-dr., 
$360*; 4-dr., $245*. ’°50 SL Deluxe 4-dr., 
$265*. '49 SL Deluxe 4-dr., $215, 
CHRYSLER — '54 Windsor 4-dr., $1,050*. 
’53 Windsor 4-dr., $675*; NY 4-dr., $675* 


(ps). °'51 Imperial 4-dr., $330*%, $305* 
(ps). 

DeSOTO—’53 Firedome 4-dr., $650*%. ‘52 
Custom 4-dr., $400*, °51 Custom 2-dr., 
$350*. ’50 Custom 4-dr., $205*. 

DODGE—’55 Coronet (8) 4-dr., $1,365*; 
Coronet (6) 4-dr., $1,265*, °53 Coronet 
(8) 4-dr., $380*%; Coronet (6) 4-dr., 
$280*. °52 Meadowbrook 4-dr., $360, ’52 


Coronet 4-dr., $285*. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
650*; Custom (8) 300 2-dr., $2,045. '56 
Thunderbird, $3,050* (ps); Fairlane (8) 
Victoria, $1,850*, .$1,680*, $1,650; Ranch 
Wagon, $1,530. 55 Thunderbird, $2,200*; 
Fairlane (8) Victoria, $1,635* (ps); 4- 


475*, $1,290; Custom (8) 2-dr., $1,165*; 
Custom (6) 2-dr., $1,080*. '54 Custom 
(8) conv., $800; 2-dr., $750, $695; 4-dr., 
$750*; Custom (6) 2-dr., $635. '53 Coun- 





try Squire, $950*, $635*; Crest (8) Vic- 
toria, $600; conv., $495*%; Custom (8) 
4-dr., $525; Main (8) 2-dr., $470; 4-dr., 


| NASH—’55 Statesman 4-dr., 


$400, ’°52 Custom (8) 2-dr., $390; 4-dr., 
$355, $350. 
HUDSON—’53 Hornet 4-dr., $420; Wasp) 
4-dr., $310. 
LINCOLN — '54 Capri 4-dr., $1,300*, °53 
Cosmopolitan 4-dr., $790*%. °52 Capri| 


coupe, $695; 4-dr., $685*. 
MERCURY—’56 Custom station wagon, $2,- 
210*. ’55 Monterey coupe, $1,610*, $1,- 
555*, $1,555; Montclair coupe, $1,600* 
(ps); Custom 4-dr., $1,450*, $1,190*. '54 
Monterey coupe, $1,180*, $1,165*; Custom 
2-dr., $850*, $840. "53 Monterey coupe, 





| Wingate and Clem Atwater, get an assist 
dr., $1,350*; Ranch Wagon, $1,510*, $1,-/ 


PACKARD — ’52 (200) Mayfair coupe, 
$685*; Clipper 2-dr., $400*; 
PLYMOUTH — ’55 Belvedere (6) Sport 


coupe, $1,500*; Plaza (8) station wagon, 
$1,415*; Savoy (6) 4-dr., $1,260*°; Plaza 
(6) 2-dr., $890. '53 Cranbrook 4-dr., 
$560. '°52 Cranbrook 2-dr., $350. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
000*; 2-dr., $1,960* (ps). °55 Chieftain 
(8) Catalina, $1,485*, $1,470*, $1,400*, 
$1,395*. °54 Star Chief (8) Catalina, $1,- 
175* (ps); Chieftain (8) 4-dr., $1,090*, 
$810*, $725. °53 Chieftain (8) 4-dr., 
$690*. 

STUDEBAKER — ’53 Commander Hardtop, 
$700*; 4-dr., $570*, $550. 

MISCELLANEOUS—’ 57 Volkswagen 2-dr., 
$1,835. '55 Volkswagen 2-dr., $1,450, '52 
Henry J (6) 2-dr., $210. 

- * * 


— Auctions in Brief — 


INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc, Sale 
every Thursday (Nov. 1). Activity ran high 
here today as 86 percent of the consign- 
ment changed hands. 

* * * 
WINDSOR, VA. 

Windsor Auto Auction, Sale every Thurs- 
day (Nov. 1). Good, clean models moved 
well and prices remained firm here this 
week. The peanut and tobacco markets are 
now open throughout this section and clean 
offerings are bringing premium prices. Sold 
81 percent of cars registered this week, 

* 


o * 
PHILADELPHIA 

Harold B. Robinson Auto Sales Auction. 
Sales every Tuesday and Friday (Oct, 26- 
30). We had more action on ’56s and ’57s 
| than in previous weeks as the market held 
level. Sold 146 cars out of 174 offerings. 

* * * 
BEL AIR, MD. 

Bel Air Auto Auction, Sale every Thurs- 
day (Nov. 1). Rainy weather kept con- 
signments down but in no way dampened 
$1,180* (ps).| the buying activity. Our sale was really 
’52 Statesman) hot and buyers were eager to buy all offer- 

4-dr., $385, $350, $305°. | ings to the very last car. Prices were firm 
OLDSMOBILE ’56 (98) conv., $2,795*| as the market appears to have reached the 

(ps); Holiday, $2,755* (ps), $2,685* (ps). | leveling off period following the introduc- 


Picked for Auto Show— 


Auto show committeemen for Plymouth 
dealers, from left, Stan Walker, Charles 


from Ann Palmer as they tag a 1957 
Plymouth for display at the 34th Los 
Angeles International Auto Show set for 
the Pan Pacific Auditorium, Nov. 15-25. 





$1,000*. '51 Custom 2-dr., $375*, $275*; 
4-dr., $350°*. 





’54 Country Club, $880*. 


’55 (88) Super 4-dr., $1,875* (ps); Holi-| tion of a good many '57 models. 
day, $1,830°, $1,775*. '54 (98) Holiday, * * * 
$1,755* (ps), $1,660°; conv., $1,450*| MANHEIM, PA, 


(ps); 4-dr., $1,425* (ps). ’'53 (88) Super 
4-dr., $965* (ps), $945* (ps), $905*, $750; | 
Deluxe 2-dr., $690*. ’51 (88) Super 4-dr., | 
$380*, $275*. °49 (98) 4-dr., $255°. 


Manheim Auto Auction. Sale every Fri- 
day (Nov. 2). The market remained firm 
| as buyers bought 244 cars out of 329 offer- 
ings. 





Service Consultation Hall Planned... 





Auto Suppliers in NADA Exhibit 


WASHINGTON.—Some of the 
nation’s leading automotive equip- 
ment manufacturers will be repre- 
sented at the 10th National Auto- 
mobile Dealers Exhibition to be 
held in conjunction with the con- 
vention of the NADA in San Fran- 
cisco, Jan. 26-30, 1957. 

The most unusual addition will 
be a service consultation hall 
where factory service managers 
and members of their staff will 
be able to confer with dealers 
and service managers, 

Following is a partial list of exhi- 
bitors. The exhibition will occupy 
40,000 square feet of the San Fran- 
cisco Civic Auditorium. 

American Finance Conference 
Inc., Chicago; Ammco Tools, Inc., 
North Chicago; Aro Equipment Co., 
San Francisco; Automotive Equip- 
ment Mfg. Co., Lynwood, Calif.; 
Automotive Market Report, Pitts- 
burgh; Automotive News, Detroit; 
Barrett Equipment Co., St. Louis; 


Bear Mfg. Co., Rock Island, IIL; | 


Benmatt Organization, Inc. Los 
Angeles; Big Four Industries, Inc., 
Cincinnati. 


Blackhawk Mfg. Co., Milwaukee; | 


Robert W. Brown & Co. Inc. 


Downey, Calif.; Burroughs Cor p.,| 
Detroit; Cedar Rapids Engineering | 


Co., Cedar Rapids, Ia.; Clayton 
Mfg. Co., El Monte, Calif.; 
tomer Control, Inc., Long Island 





Cus- | 


City, N. Y.; Bert Doane, Inc., Los | 


Angeles; Dodge, Detroit; Dry Clime | 


Lamp Corp., Greensburg, Ind.; Du- 
Pont Co., Wilmington, Del. 
Executone, Inc., New York; 
Globe Hoist Co., Philadelphia; 
Harley-Davidson Motor Co., Mil- 
waukee; Warren Hastings Motor 
Co., Inc., Mounds, IIL; Heyer In- 
dustries, Inc., Belleville, N. J.; 
Ernest Holmes Co., Chattanooga, 
Tenn.; Hunter Engineering Co., 
St. Louis; Inland Mfg. Co., 
Omaha; Inter - Communication 
System of America, Chicago; 
Joyce-Cridland Co., Dayton, O. 

Kansas Jack, Inc., McPherson, 
Kans.; Kent-Moore Organization, 
Inc., Warren, Mich.; Lincoln En- 
gineering Co., St. Louis; Local 
Trademarks, Inc., New York; Mac- 
ton Machinery Co., Inc., Stamford, 
Conn.; Master Addresser Co. 
Agency, San Francisco; Mirror 
Bright Polish Co., Pasadena, Calif.; 
National Cash Register Co., Dayton, 
O.; National Market Reports, Inc., 
Chicago; Norick Bros., Oklahoma 
City. 

Nu Orm Plans, Inc., Los Angeles; 
Occidental Life Insurance of Calif., 
Los Angeles; Olympic Battery 
Corp., Los Angeles; Outdoor Adver- 
tising, Inc. New York; P & G 
Mfg. Co., Portland, Ore.; Pennzoil 


Co., Alameda, Calif.; Prudential 
Insurance Co. Newark, N. J.; 
Quaker State Oil Refining Corp., 
Oil City, Pa.; Reynolds & Reynolds 
Co., Dayton, O.; Shure Mfg. Corp., 
St. Louis. 

Staput Cover Co., Muskegon, 
Mich.; Stemac, Inc., Denver; 
Stewart-Warner Corp, - Alemite 
Marketing Division, Chicago; 
Stokes Tax Controls, Inc., New 
York; Tait Appraisal Co., Los 


Angeles; U. 8S. Washmobile, 
Newark, N. J.; Upholstery Leather 
Group, Inc., Detroit; Walker Mfg. 
Co. of Wis., Racine, Wis.; Weld 
Built Body Co., Inc., Brooklyn, 
N, Y.; Western Auto Auction 
Assn., Oakland, Calif. 

Willys Motors, Inc., Toledo; K, R. 
Wilson, Inc., Arcade, N, Y.; John 
E. Wolf Co., Oklahoma City, and 
Edmund J. Wudel Mfg. Co, Los 
Angeles. 





Only INLAND is 
advertised in 
SAT. EVENING POST 
and COLLIER’S 





“My new Inland equipment and the wonderful job it does has 
attracted lots of customers. In 3 months my volume grew until it hit 
$3,969.40 in a single month !” says Bob Neyland. 


$8,000, $10,000, $15,000 a year is common! “After 3 months we are doing $850 
per mo. in radiator work and increasing all the time’ — Robbins Motor Co., Mar- 
low, Okla. “Now going at rate of $18,000 a year,’ says Clough, Storm Lake, Ia. 
Many others doing as well! 


20,000,000 Radiators Need Servicing Yearly! Most 2-year-old radiators are 
partly plugged. Inland national advertising warns of danger in neglecting radia- 
tors...urges seeking nearest Inland-equipped shop. 


Inland, world’s largest radiator servicing equipment manufacturer, offers the com- 
plete package—equipment, training, merchandising and “Pays-For-Itself” pur- 


chase plan. 
j You buy direct from factory—SAVE $$$! No salesmen, dealers, 


EASY TO OWN! jobbers. Besides, the equipment actually pays for itself after you 


make one small down payment ! 


TRAINING Complete factory school trains you or your man quickly. Clean- 
ing, repairing, recoring, pricing, merchandising—everything ! 
SCHOOL Hundreds of graduates now are expert radiator repairmen. 
“Your training was excellent !'" says Barber Motor Co., Pittston, Pa., and many others. It’s 
FREE to Inland customers. 
1108 Jackson St., 


INLAND MFG. co. Dept. AN-11 Omaha 2, Nebr. 


‘SOLD EXCLUSIVELY BY MAIL” 


Oe eee ee eee oe tet eo 
INLAND MFG. CO., Dept. AN-11 
1108 Jackson St., Omeha 2, Nebr. 


Please send new free book, ‘‘Biveprint for Profits’’. 










gt 
MAIL TODAY! 








{ 

i 
New free 48-page i = (PLEASE PRINT) t 
book, ‘‘Blueprint ? ADDRESS. i 
for Profits,’’ gives i rea d 
details on methods, i city. —_——ZONE___STATE - i 
equipment, Inland i BY TITLE ial 
Pays-for-Itself pur- : If dealer, make of car sold. a 


chase plan. Are you now operating a radiator shop 0 Yes (J Ne i 
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‘Off-the-Shoulder’' Trim— 


Interlor styling of Pontiac's custom 
models gives them an “off-the-shouvider" 
appearance, Pontiac says, Buyers may 
select leather or leather-and-nylon up- 


holstery. 
Aro Decentralizes 


In Expansion 


BRYAN, O. — Aro Equipment 
Corp. here, in an expansion pro- 
gram, is ae its air tool 
and lubricating equipment divi- 
sions, Hach will have greater au- 
tonomy, Aro said, 

Factory and offices will be en- 
larged by 60,000 square feet of floor 
space over the next five years, Aro 
said, First step will be completion 
of the addition of 9,600 square feet 
at the Hast End plant here. 





INQUIRING 
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16 Models in ’57 Line... 


Pontiac Has Tail Fins, 
New 270-H. P. Engine ene eee 


What's New: 

Tall fins ... new instrument 
panel... new and larger engine 
« +.» 270 horsepower , . , 10-to-1 
compression ratio , . . 14-inch 
wheels . . . accessory ciroult in 
ignition . . . 66 interlor trim 
combinations . .. larger wind- 
shield , . . under-hood alr condi- 


tioning. . 


* 
JPaATORING a new and larger 
engine, Pontiac's 1957 models 
wont on display last week, Dealers 
are offering 16 models in three 
sorios, 

The new engine is a 341-cubio- 
inch unit with a compression 
ratio of 10 to 1, It delivers 252 
horsepower with a two-barre! 
carburetor and 270 with four- 
barrel carburetion. Top horse- 
power in 1956 was 227. 

Pontiac has changed its series 
designations for 1957 with the Chief- 
tain and the Super Chief replacing 

last yoar’s “860” and “870.” The top 
sorios retains the Star Chief name. 

The Chieftain consists of two- 
door and four-door sedans, hard- 
tops and station wagons, while the 
Super Chief lists a hardtop coupe 
and a four-door sedan, hardtop and 


‘wagon, 
* * 7 


N THE Star Chief line are a 
Custom and a Deluxe four-door 
sedan, plus a four-door and two- 


REPORTER 





Quizzes New York State Dealers 





QUESTION: 


Why do you like the 
Midland Time Plan? 


ANSWERS: 


Frederick W. Cooper 
Watertown, N. Y. 


Nash 


“The Midland Time 
Plan people cre 
like business part- 
ners. | go to them 
fer counsel In all 
of my business 
affairs.” 





Ralph G. Dillingham 
Cortiand, N. Y. 


Ford 


*! belleve In keep- 
Ing business at 
home. The Midland 
Time Plan is com- 
petitive, so | use It 
threugh our lecal 
bank.” 











Marjorie M. Baker 


Buffalo, N. Y. 
Executive Secretary, Buffalo 
Automobile Dealers Ass'n, Inc. 
“Our Marine Mid- 
land Bank Is a 
valuable member 
of the community 
because It gets be- 
hind our local and 
state activities with 
Its full support.” 





Jack Atkin 
Olean, N. Y. 


Oldsmobile 


“| don’t have to 
beat my brains out 
selling both the car 
and the financing, 
because the Mid- 
land Time Plan Is 
so well known te 


the people.” 





financing is available to New York State Dealers 
through 12 Marine Midland Banks in 74 communities 








door sedan, a convertible and a 
two-door Safari wagon. 

Pontiac's familiar Silver Streak 
ia gone, and the division now 
speaks of Star Flight styling. The 
restyled front end has heavy, 
wraparound bumpers with bomb- 
type bumper guards which house 
the parking lights. The chrome 
grille is of semiciroular design, 
and hooded headlights are topped 
by fender ornaments, 

ce hood is 1.6 inches lower and 
windshield area has been increased 
69 to 75 square inches in various 
modols, 

Rear fenders sport fins which 
house the tail lights, a lights 
and a safety reflector. umper 
projections protect the tall lights 
and also serve as exhaust ports on 
cars equipped with dual exhausts. 

* . . 


T= instrument panel has been 
redesigned, and Pontiac offers 
66 interior trim combinations. The 
1957 models have 14-inch wheels, 
and the optional air-conditioning 
unit is located under the hood, 

Piston displacement of the new 
engine is 3044 cubic inches 
greater than last year’s. This was 
accomplished, Pontiac sald, by 
lengthening the stroke from 3.25 
to 8 8/16 inches. 

The longer stroke was made pos- 
sible by the design of the new 
crankshaft, and a new piston was 
developed to meet design require- 
ments. Engineers also incorporated 
a heavier and stronger engine 
block. 

A new atarter activates the bigger 
engine. Major innovations are 


Christmas Sales 
To Top 1955’s, 
Reports C of C 


WASHINGTON.—Christmas bus- 
iness this year—excluding auto 
sales—will total more than 7 per- 
cent above the 1955 season's, ac- 
cording to the Chamber of Com- 
merce. 

The chamber predicts that auto 
sales will be down about 5.8 percent 
from 1955, although business for 
the quarter !s expected to equal the 
last quarter of 1955. 

Retail sales for November and 
December will total $31.1 billion as 
against $29 billion in 1055, the 
chamber said, 

If auto sales are included, this 
will bring the total to about 837 
billion as compared to $35.2 billion 
in 1055, 

The chamber said the 1956 boom 
is healthier than 19565’s, reflecting 
@ more normal expansion in popu- 
lation and personal income. 


DeSoto Santa 


Woolson Judges Hobbies; 


All Win $50 
DETROIT, — At DeSoto’s recent 


“Family Day” preview of its new| Open Cer for Open Road— 


cars, Irving Woolson, president 


proved to be something of a Santa base. Twelve selld 


Claus when it came to judging 
workers’ hobby show exhibits, 

Woolson judged entries with 
Frank Bird, operating manager, 
Irving Graham, comptroller, Donald 
Matzen, director of purchasing, and 
A, EB. Kimberly, chief engineer. All 
agreed that the 32-entry contest 
was close. 

Impressed with the displays 
Woolson ordered a $50 savings bon 
for all contenders. This multiplied 
the $100, $50 and $25 bond awards 
originally intended for first, second 
and third-prigze winners. 


Chicago Chevrolet Club 
Elects Katzen President 


CHICAGO.--The Chicago Metro- 

litan Dealers Chevrolet Club, 
no, has elected Frank Katzen to 
worve as president. Tom Todd is 
vice-president and James R, Kozol, 
secrotary-troasurer. 

Directors, in addition to the of- 
floers, are Omi! Bergl, Max Cohen, 
James Mancuso, Jos A, MeIner- 
ney, David M, Ruby and John 

On, 




















‘heavier field coils and heavier 
winding on the armature. 
o o + 
HD ignition system now pro- 
vides an accessory position. 
When the key is turned counter- 


having the key in the “on” posl- 
tion. 

A new distributor is sald to per- 
mit greater accuracy in adjustment 
and ocasier, faster service, Points 
are serviced in preassembled sets, 
| requiring only the adjustment of 
the dwell angle when the unit is 
replaced, 


55 accessories and 14 optional 
equipment items for 1957. They 
range from automatic transmis- 

sion to tranalstor radios to lighted 
| fender ornaments. Nose pleces 
of the last-named items are 
| illuminated when the headlights 

are turned on. 

Stressing the safety of its new 
models, Pontiac listed 130 items 
designed to protect the driver and 
his passengers, They included 
features of the steering, lighting 
and braking systems as well as ad- 
vancements in body structure, door 
construction and instrument design 
and grouping. 





Pontiac offers a wide range of | 
































Tall Light Assembly... 


Pontiac's rear fenders end In fins which 
house the tall lights, backup lights and 
@ safety reflector. Bumper projections pro. 
tect the lights and also serve as exhaw 
ports on cars equipped with dual oe. 
havsts, 





Tall Fins In Spotlight 

Side view of Pontiac's Star Chief Custom four-deer sedan highlights the car's new 
| tall fins and restyled body trim, Exterior finishes In 19 cholces of durable Lucie 
| lacquer are available on this model. Pontiac also has a Deluxe four-door In the Ser 


Chief series. 


Pontiac's Star Chief convertible is 214 Inches long and Is bullt on a 124-Inch wheel 


colors and 56 two-tones are offered, and Merrekide upholstery, ¢ 


saddie-stitched leather-like material, Is avaliable In five combinations. 


Four Station Wagons In Pontiae Line— 

Pontiac says its station wagens combine “utility, style, comfert and performance.” 
Pour models are avaliable, Including this feur-deer, twe-seat Super Chief, There ef 
_twe-deer and four-door wagens In the Chieftain series, while the Star Chief boosts the 
swank Safar twe-doer, 
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We know how to hold an audience... 


When General Outdoor Advertising tells ’em, you sell em. GOA knows how 
to use all the advantages of outdoor for your advantage! 


We reach your audience —folks see your story on the way to buy. We hold 
your audience by telling your story big, giving it color and dynamic simplicity. 
And your message is seen day after day. It’s remembered, it sells! 

And in 1300 GOA markets, you can be sure of effective locations, audited 
circulation figures, and superior service. 


You can sell more with outdoor. Let us tell you how. Call your local 
GOA office or write us in Chicago. 


General Outdoor ACGRCa Mens init Co. 


515 South Loomis Street, Chicago 7, Illinois 
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Factories Broaden Business 


Cost Control Gets More Emphasis 


(Continued from Page 3) 
expense per-car is usually greater 
on the West Coast, largely because 
of the unions there. 

Fundamental to the establish- 
ment of a business management 
program is a uniform account- 
ing system, so that the atcount- 
ing terms and the figures at 
various dealerships will have 
meaning when compared with 
each other. 


Usually included in this account-| 


ing system are uniform Daily 
Operating Control (DOC) forms, 10- 
day reports and monthly, quarterly 
and annual financial statements. 
Most factories require their 
dealers, except the very smallest, 
to submit these reports (except the 


DOC form) immediately to the re-| 


gional or zone offices. 

At the field offices, these state- 
ments are quickly broken down, 
tabulated and a composite or aver- 
age statement is produced, showing 
how the average dealer spends his 
money per-unit-sold. A different 
composite is usually made for the 
large and medium dealers in each 
area. 

These composites are then mailed 
to each dealer, enabling him to 
compare his expenditures with 
those of the average dealer his size 
in his district and the average 
dealer his size throughout the coun- 
try. Some factories also make a 
composite statement of 100-200 of 
their most successful dealers. 

> * * 
HE financial statements are 
carefully studied by the busi- 
ness management officials in the 
field who look for weaknesses in a 
dealer's operation. 

Said one BMM (business manage- 
ment manager), “As soon as we get 
a ‘red signal’ at a dealership, we 
immediately have one of our men 
jump in there before the problem 
becomes too acute. If we notice a 
weakness on a 10-day report, we 
sometimes are able to arrest the 


situation before the end of the 
month.” 
Factory recommendations for 


the correction of deficiencies at a 
dealership are advisory. How- 
ever, one BMM declared, “We 
usually are pretty persistent with 
our advice.” 

Probably the principal case in 
which compliance with the factory 
recommendation is demanded would 


. be in a dealership where working 


capital has fallen below a pre- 
scribed level. 

After being thoroughly digested 
by the field forces, most reports are 
forwarded to the factories where 
they are again scrupulously exam- 
ined for the purpose of supplying 
partial answers to these two ques- 
tions: 

1. How can factory policies be 
changed to provide more profit for 
the factory or the dealer. 

2. How can this dealer sell more 


cars. 
* * 


= 
yaa changes in dealership 
accounting systems are rare, 
the following important changes 
will be made effective Jan. 1: 

1. General Motors will introduce) 
a new dealership statement which 
reportedly will have about 30-40 
changes. For the first time, these 
statements will acknowledge that 
dealers offer discounts. Provisions) 
are made for “discounts on new} 
cars with trades” and “discounts on| 
new cars without trades.” Formerly, | 
discounts were charged as losses 
to the used-car department. 

2. Ford will also bring out a 
changed dealership accounting sys- 
tem. ; 

3. Chrysler Corp. will make a few 
changes in its dealership financial 
statements, making them uniform 
in all divisions. 

4. American Motors Corp. dealer-| 
ship composite statements will in-| 
clude Nash and Hudson denlosahipe, 
Formerly there were individual! 
composites for each line. 

While one or two auto manu- | 
facturers—notably Dodge — were | 
concerned with uniform account- | 
ing systems earlier, the first busi- 
ness management program was 
established by Chevrolet in 1927. 

Like many other great and en- 
during ideas in the auto industry, 
business management was the 
brain-child of Alfred E. Sloan, 
former GM president and chair-| 
man. 

To organize 


the revolutionary 
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Aids for Dealers... 


program, Sloan called in William 
Blees, later general manager for 
| the B-O-P Corp.; George Helwig, 
now the business management spe- 
cialist for the Detroit firm of Rut- 
ten, Welling & Co.; Carl Seiffert, 
executive vice-president of Rey- 
nolds & Reynolds, the auto indus- 
|try’s largest printer of accounting 
|forms; Leo Lenahan, later a top 
Chevrolet executive, and Jack 
Roger. 








* * + 


ELWIG, who also heads the 

accounting department at the 
University of Detroit, recalled last 
week: 

“Right at the start, Mr. Sloan 
called us together at White Sulphur 
Springs, W. Va., and said, ‘Our cor- 
poration’s whole program is predi- 
cated on factual knowledge. Now 
we want to do the same thing with 
our dealers. We want to get the 
facts and the proper interpretation 
of the fact 

“The first thing we had to do 
was to get a ‘yardstick’ 
accounting system, We 
several thousand questionnaires to 
all kinds of business and financial 
institutions to find out what kind 
of accounting stuff a dealership 
financial statement should contain.” 

Helwig said the Chevrolet deal- 
ers in Detroit were the guinea 
pigs for the new program. He 
recalled that the Detroit dealers 
met at a downtown hotel where 
the expenses of each dealership 
were put on a large board and 
the dealers spent hours compar- 


Car-Sales Boom 
Reported for 
London Exhibition 


LONDON. From the point of 
view of orders for export and home 
markets, the 1956 London Motor 
Show was highly successful, the 
Society of Motor Manufacturers 
and Traders said last week. 


Canadian and U. S. distributors 
alone ordered 15,000 vehicles from 
BMC, with additional large orders 
received from West Germany and 
North Africa. 

Austin said it would have to step 
up production to take care of rec- 
ord orders written at the show. 

English Ford said it gained ex- 
port orders for nearly $4 million 
worth of cars, with interest cen- 
tered on sedans equipped with auto- 
matic transmissions. 


Big U. S. orders were reported by | 


Standard for its new Triumph TR-3} He said that getting a uniform 


equipped with disc brakes. 


A record number of 16,795 over- 
seas visitors attended the show, 


representing 124 different countries. | 
Nearly 500,000 residents of the 


Teaching the Boss. 


School days are here again for Charles | 
J. Heitman jr., right, new president of | 
Carter Carburetor division, ACF Industries, | 
Inc. A veteran of the automotive field, 
he nevertheless wanted a diploma from 
Carter's Factory Service School betere| 
taking over his new duties. Under the 
tutelage of Fred Schlichting, left, Heitman 





a uniform| 
sent out! 





ing statements and exchanging 
information. 

At this initial meeting the prac- 
tice of using coded designations 
(Dealer A, Dealer B, etc.) was be-| 
}gun and still continues, so as to} 





avoid the release of competitive or 
| embarrassing information. 

Helwig said that in 1928 GM be- 
gan introducing the uniform ac- 

|counting methods and business 
| management program into the 
| other four divisions. 
| Helwig, who later pecame na-| 
tional manager of business man- 
|agement at Buick and P ontiac, 
|added, “There have been refine- 
| ments since then, but the business 
|management programs have not 
| been radically changed since 1927. 
“Business management is predi- 
| cated on sound accounting, It’s just 
|good horse sense—as the dealers 
get stronger, the corporation gets 
stronger.” 
+ * * 

HE GM business management 

program was a big help in 
bringing GM dealers through the 
depression with a minimum of 
casualties, he asserted. 

He said that at this time General 
Motors began taking a very active 
interest in the preservation of deal- 
ership working capital. 

“Another big element,” Helwig 
continued, “is rental expense 
which can get way out of line in 
a hurry if your volume suddenly 
shrinks.” 

In this connection, a Chrysler 
Corp. official admitted that Chrys- 
ler had not paid sufficient attention 
to business management until re- 

cently and that the principal way 
in which this manifested itself was 
in the rents some dealers were pay- 
ing in proportion to their volume. 

He said that frequently dealers 
were found paying rent of $80-$90 
per-unit-sold a month and that a 
target figure of $30 per-unit-sold 
had been set. 

« * 

HE history of business manage- 

ment at Ford Motor Co. goes 
back to 1932 when George J. Crim- 
mins was asked to establish such a 
program. Crimmins continued as 
director of dealer relations and 
business management at the com- 
pany until recently when he was 
appointed executive assistant to the 
western regional manager of the 
Special Products Division of Ford 
Motor Co. 

Crimmins started the program by 
writing a business management 
manual, outlining a uniform ac- 
counting system and writing field 
instructions, 


accounting system was one of his 
toughest problems because of the 
terrific diversity in the Ford 
dealer statements. 

It was a couple of years before 
a substantial segment of the Ford 
dealers began using the uniform 
Statements and the first composite 
statements were of limited value. 

But the program was gradually 
built up and soon Crimmins was| 
able to make composites which 
were of definite help to dealers in 
building volume and increasing 


grosses. 
* 7” - 


—oen the full impact of the de-| 





pression hit the auto industry, 
and the Ford business management | 
field staff was greatly reduced. | 
The program was fully reacti-| 
vated in 1935 and continued until| 
World War II. It was again revived | 
in 1947 and soon after it became a 
division function. In recent years) 
97-98 percent of the dealers have! 
been participating in the plan. 
A former Ford business man- | 
azement field representative said | 
last week, “The Ford business 
management program was bogged | 
down for several years back in | 
the ’30s by a tug of war in the 
company. Certain people in top 
management considered business 
management as so much ‘hog | 
wash.’” 
Here is a company-by-company | 
report of the business management | 
program at each factory: | 
o* * ” 


Chrysler Corp. 


IMULTANEOUSLY with the es-| 
tablishment of its new corpora-| 


} 
| 
| 
| 


—, 
n° 






Attend Mack Distributor Council Meeting— 


Seven members of the Mack Distributor National Advisory Council, meeting with 


top Mack executives, have charted a broad 
the firm's distributor organization. 


program for expanding and strengthening 


Those attending the two-day meeting were, fron} 


row, from left, Ray E. Mason, Columbus, O.; |. B. Rosman, New Hyde Park, N. Y.; Pp, 
©. Peterson, Mack president; A. P. Cowles, Hartford, Conn.; Charles Horner sr., Vine. 
land, N. J.; Back row: J. B. Morehead, Mack distribution division sales manager; Gij 
Grantham, manager Mack parts depot; L. E. Minkel, Mack general sales manager; £ 


G. Ewell, Mack sales vice-president; G. F. 


Jones, assistant general sales manager; J, 


B. Sweet, Fresno, Calif.; Truman O'Neill, Lamesa, Tex.; F. A. Maddox sr., Memphis, 
Harry Bernard, Mack service manager; and George Leggett, assistant to sales manager, 


distribution division. 





Users Protest to IRS... 


Truck Tax Proposals Hit 


WASHINGTON, — Opposition to| 
several provisions of the proposed 
Federal tax regulations, covering 
certain motor vehicles, has been 
voiced by numerous highway user 
groups at a hearing before staff 
representatives of the Internal Rev- 
enue Service. 

Most of the testimony strongly 
opposed the arbitrary classification 
of 27,000 pounds gross weight pro- 
posed by IRS for two-axle trucks 
having an unloaded weight of 12,000 
pounds or more, Under the pro- 
posed regulations, such vehicles 
would be subject to a tax of $1.50 
for each 1,000 pounds of the 27,000 
pounds gross, regardless of the 
weight of the commodities normally 
carried. 

William A, Bresnahan of the 
American Trucking Assns., Inc., 
and other witnesses pointed out 
that there are a fairly substan- 
tial number of motor vehicles 
which, because of the light den- 
sity of the freight they transport, 
do not operate at gross weights 
in excess of 26,000 pounds. 

It was recommended, therefore, 
that the regulations be amended to 
provide an exemption from the tax 
for any vehicles which do not ex- 
ceed 26,000 pounds gross weight 
when operating on the public high- 
ways. 

Among other recommendations 
made by ATA was that “a suitable 
metal plate be affixed to the vehicle 
to facilitate enforcement and be 
visible evidence that the tax has 
been paid.” | 

Many representatives of local) 
cartage groups pointed out that! 
their members owned trucks which | 
carried ice cream cones, shoes and 









ee 
oan 


Buys 20th Nash— 


A. E. Osterheld, left, an 
agent, takes delivery of his 20th Nash 


insurance 


took the three-week course in fuel system | tion-wide marketing program,| from T. W. Watson, president, Rein & 
servicing along with eight auto repairmen | Chrysler Corp. also has adopted a) Dahli (Nash), Stoughton, Wis. Mrs. Oster- 


at Carter's school in St. Louis. 


(Continued on Page 51, Col. 1) 


held also owns a Nash. 


similar products exclusively, These 
trucks, they said, may have a net 
weight of 12,000 pounds, but the 
gross weight would never approach 
even 18,000 pounds. 

Included in the testimony of H. 
O. Matthews, president of the Pri- 
vate Truck Council of America, was 
a strong plea for refund of the tax 
on vehicles that are destroyed by 
fire, accidents and other causes. 
This view was also favored by most 
other witnesses. 

William C,. Hill, appearing for 
the National Assn. of Motor Bus 

Operators, asked for recognition 
of the fact that intercity buses 
operated on a 55 percent passen- 
ger capacity and not at full 
capacity as the proposed regula- 
tions would assume. 

Richard E. Beiser, testifying for 
the National Automobile Transport 
Assn., said that the average gross 
weight of all automobile carriers 
is 32,000 pounds. The proposed regu- 
lations would classify these com- 
binations for a gross weight of 
either 40,000 or 50,000 pounds, he 
pointed out, 

Walter S. Alt, of the American 
Gas Assn. and Edison Electrical 
Institute, requested exemption of 
utility trucks hauling small two or 
four-wheel trailers from the classi- 
fication of 30,000 pounds gross 
weight. In most cases, he testified, 
these small trailers do not weigh 
over 1,500 pounds or in any case 
3,500 pounds. 


Denver Dealers 
Elect Mason 
57 President 


DENVER.—Roy L. Mason (Chev- 
rolet) has been elected president of 
the Denver Automobile Dealers 
Assn. with Robert G. Stovall (Ferd) 
named vice-president, according to 
Tom Braden, executive vice-presl- 
dent. 

Braden said that E. Jack Beatty 
(Oldsmobile) has been named gen 
eral chairman of the 1957 automo 
bile show to be held Feb. 4-9 in the 
Coliseum. 

Denver dealers are awaiting 4 
ruling on the Colorado Sunday clos 
ing law by the Supreme Court. The 
court some time ago declared the 
law unconstitutional but consented 
to a rehearing of the case. 

Directors for the year are Ralph 
L. Rickenbaugh, Charles S. Hover 
sr., Roy Keck, Frank Kvacek, John 
W. Hyer jr., and Bernard Mahoney. 


Chicago Dealers Reserve 


Air, Train Seats to NADA 


CHICAGC. — 1n preparation for 
the NADA convention in San Fran- 
cisco next January, the Chicago 
Automobile Trade Assn. has 
arranged 30 seats on United A!! 
Lines DC-7 Mainliners leaving Chi- 
cago Jan. 24-25. 

For those going by train, the as 
sociation has arranged with Union 
Pacific for two cars cn the City 
of San Francisco Jan, 23. 
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Dealers Get Business Help... 
Cost Control Aids 


Boosted by Makers 


(Continued from Page 50) 


corporation-wide business Manage- 
ment program under George H. 
Moore. 

Moore, former Dodge BMM, will 
pave four area assistants in the 
feld: F. T. Herman, New York; 
John Worcester, Detroit; Dale 
Throckmorton, Chicago, and Wayne 





Ditursi. Moore's chief assistant, R.| 


E. Yost, will be in Detroit. 

Under 
four or five (a total of 18) zone 
BMMs. Under each zone BMM will 
be three regional BMMs, represent- 
ing either Dodge, DeSoto or Chrys- 


ler. 

The total Chrysler Motors 
Corp. business management field 
force will include 184 persons, in- 
duding comptometer operators 
and other clerical help. 

Moore asserted: 


“We're going to be very profit 
conscious. Our whole approach is 
going to be from the profit view- 
point.” 

An increasingly important part 
of the Chrysler program will be 
the training of company and 
dealer personnel in business man- 
agement. 

Recently, the new program for- 
mally got under way at a two-week 
training conference for all 1,800 of 
Chrysler's field force—not just the 
business management specialists. In 
addition, business management is 
one of the main topics at the cor- 
poration’s three-week training con- 
ference for dealership personnel. 
There will be a continuing training 
program in business management 
for field personnel in Detroit and 
in the regions. 

Business management was for- 
merly introduced at Chrysler Corp. 
on the corporation level in 1939. 
After the war, it became a divi- 
sional function. 

Significantly, Byron J. Nichols, 
the general manager of the cor- 
poration’s new marketing organi- 
tation, was responsible for the 
resumption of business manage- 
ment at Dodge in 1945. 

Business management was re- 
sumed at Chrysler division in 1952, 
at DeSoto in January, 1955, and at 
Plymouth, last March. 

The Chrysler division’s BM pro- 
gram, which typifies the program 
of the other divisions, has these 
objectives: 

1. To advise division management 
as to trends in the dealers’ busi- 
pess so that proper decisions can 
be made. 

2.To disclose dealership trouble 
spots to field personnel. 

3. To enable factory and dealer- 
ship people to find the cause of 
unsatisfactory profit and to insti- 
tute corrective action. 

cad 7 * 


Chevrolet 


R. CRAMER is now Chevro- 
* let's manager of the business 
Management department. He has 


each area BMM will be} 


three assistants in Detroit. There) 


are BMMs in each of Chevrolet's 10 
sales regions and in each of the 52 
zones. 


A Chevrolet spokesman said the) 
objectives 'of the program are to} 


Promote uniformity and accuracy) 


In accounting records so that sound 

ents may be made and to 

Provide assistance to all dealers so 

a strong, stable dealer or- 
ganization can be built. 
* ” * 


Ford 


BUSINEss management at Ford 
~ division was set up in 1949, 
simultaneous with the division’s es- 
lablishment. Prior to that it had 
a corporation program. The 
ision is temporarily without a 
National business management 
Manager..There are BMMs in each 
of Ford's seven regional sales offices 
and in each of its 35 district sales 
“ices. There are about 10 BM spe- 
Clalists in Detroit. 


* * 


Buick 


* 


UICK’S BM program, which is) 


headed by R. A. Mason, has 
been accelerated since last sum- 


Mer. Mason has six aides in Flint| 


amd there is a BMM and a clerk in 
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each of the division’s 29 zone) 
offices. 

A Buick spokesman said, “We 
give special assistance to dealers| 
where the profit point is below} 
average and we furnish all dealers 


with an analysis of their state-| | 


ments and with comparative oper-| 
ating data monthly. 


“Commencing this month, we will 
give special pointers to dealers on 
profit development and conserva- 
tion at frequent intervals.” 

* + * 


Oldsmobile 


USSELL E. ALDRED is Olds- 

mobile’s business management 
manager. He has two assistants, 
William Barum and R. L. Schip- 
bach, Also, there are BMMs in each 
of the division’s 24 sales zones. 

“All medium-sized and large Olds- 
mobile dealers submit financial 
statements monthly,” a spokesman 
said, “and these figures are digested 
and compared. Then the dealers 
are sent. operating figures on simi- 
lar-sized dealerships. 

“Our field managers, who visit 
dealers regularly, must know the 
GM accounting system and they 
must know auto retailing. We also 
set up a forecast for the dealer on 
his profit outlook, to enable him 
to plan ahead.” 

* 


* * 


Pontiac 


_— Pontiac business -manage- 
ment department consists of R. 
V. Wiley and a staff of 16 persons 
in Pontiac, some of whom are 
comptometer operators. In addition, 
there is a manager and a clerk on 
the staff of each of Pontiac's 25 
zone managers. 

An official said the objective of 
the program was “to follow GM's 
policy regarding the dual responsi- 
bility of the car divisions to sell a 
satisfactory number of cars con- 
sistent with the potential market 
and to maintain an adequate, prof- 
itable and soundly - capitalized 
dealer organization.” 

He added that there had been 
increased emphasis on _ business 
management at Pontiac recently. 

= * * 


Mercury 


EORGE M. SHERRISS is Mer- 

cury’s manager of the business 
management department, which 
was organized on the divisional 
level in 1948. 

Sherriss, who recently was trans- 
ferred from a similar position at 
Ford division, is assisted by a man- 
ager in each of the division’s 23 
sales districts. Several business 
management analysts will soon be 
added to the staff. 

The purpose of the Mercury 


Over the Top— 


With dollars for votes, employees of 
Ross Roy, Inc., Detroit advertising agency, 
“voted” $25,610.50 to the United Founda- 
tion of Metropolitan Detroit to become one 
of the first firms to contribute to the $15 


million 1956 Torch Drive Fund. Taking 
part in the election-contribution are, from 
left, James L. Rast, Ronald L. Post, Ross 
Roy and Sherman P. Ellis. Roy is a United 
Foundation vice-president and this year's 
chairman of the UF advance gifts com- 





aE AMC business management 





mittee. 


Flying High— 

American Motors dramatized its 
slogan, “Get a lift out of going; 
Rambler for '57," by hoisting a Rambler 
high in the air at the Michigan State 
Fairgrounds in Detroit. The car was placed 
on display the first day the 1957 model 
went on sale, giving many motorists their 
first view of the Rombler as they drove to 
work. 


new 


program is “to assist dealers to 
improve their profit status.” 


Mercury attempts to accomplish 
this objective by: 

1. Installing management con- 
trols to furnish dealers with a 
comparative operating guide 
based on district and national re- 
sults. 

2. Urging dealers to employ a 
financial accounting manager and 
to help this person, or the dealer, 
to become acquainted with Mer- 
cury’s uniform accounting system. 

3. Promoting business manage- 
ment meetings in the districts for 
the exchange of information and 
ideas. 

4. Offering business management 
training through the dealership 
management conference, a two- 
week course available to dealership 
personnel. One or two days is de- 
voted to business management. 

Sherriss will launch an improved 
and intensified business - manage- 
ment program at Mercury in the 
near future. 


* + * 


Cadillac 


Ts Cadillac program is headed 
by Kenneth R. Baldwin and his 
assistant, S. A. Henmon. In addi- 
tion, there are four field men who 
travel throughout the country, con- 
tacting dealers and distributors at 
regular intervals. The road men 
spend two weeks on the road and 
one week in Detroit, reporting on 
the last trip and preparing for the 
next. 

An official said, “We study every 
phase of a dealer's operation. 
largely by analyzing his financial 
statement. We give a dealer guid- 
ance in anything a dealer does for 
money. We're even concerned with 
his method of compensating sales- 
men. We watch service absorption 
figures—our good dealers average 


| 75 percent.” 


Dealers receive a composite re- 
port monthly. There is a Group 


One report for dealers in cities | 


of more than 200,000 and a Group 
Two report for dealers in cities 
of less than 200,000. Dealers also 
receive district composites. 
Another Cadillac official said, 
“We are interested mainly in prof- 
its. Our service is usually preven- 
tive rather than a cure, because 
the bulk of our dealers are making 


“ | good profits. 


“On the whole our dealers are 
very business-minded. Some of them 
are doing too well. They say, ‘We'll 
wait for trouble before changing 
our methods. Our big problem is to 
persuade our dealers to retail used 
cars—most of them are still whole- 
saling them.” 

= 


American Motors 


* * 


program, which has been in- 
tensified in recent months, is headed 
by L. M. Pursley, who recently was 
given an assistant, Ed Nicholas. 
They are assisted by zone men 
in each of the 21 sales zones and 
assistants in the four principal 
zones, 
A spokesman said that records 
show that Nash and Hudson had 
business management programs as 


far back as 1938 and that they|creased 3.9 percent to $45,349,415. | 





Go | 
|money from one dealer's 


probably go back farther than that. 

Formerly the program consisted 
of dealer group meetings but now 
AMC officials are personally con- 
tacting dealers on business man- 
agement. 


The spokesman said the objec- 
tive of the program was “to give 
dealers guidance to help them 
make the most of their business 
with modern management 
methods.” 


He noted that the importance of 
business management in the auto 
industry can be gauged by the fact 
that so many men in top manage- 
ment posts have come from busi- 
ness management. 


51 


More Acquisitions, 
Mergers Reported 


By Manufacturers 
Kelsey Hayes-Koldweld 


It has been announced by Kelsey- 
Hayes Wheel Co., Detroit, and 
Koldweld Corp., New York City, 
that Koldwell has been acquired by 
Kelsey-Hayes. The acquisition was 
by purchase of all outstanding 
Koldweld stock. 


Koldweld holds exclusive rights 
from General Electric Co., Ltd., 
England, to grant license for manu- 


AMC periodically makes and dis- | facture of special tools for, and the 


seminates nationwide 
and zone composites. 
composite financial statement of 


105 of AMC's better-than-average| 


dealers was distributed. 

An example of how interested 
business management personnel are 
in dealer profit was furnished by 
one manager who recently dictated 
45-50 letters, attempting to collect 
“dead- 


beats.” 
* * 


Studebaker-Packard 


I ATE in 1940 a business manage- 

4 ment program was installed by 
Studebaker Corp, and called the 
business merchandising department. 
This was renamed the business 


* 


| Management department in 1943. 








At present J. O. Lewis is general 
manager of business management 
and W. F. Turner is his assistant. 
They are aided by traveling repre- 
sentatives in each of the 20 sales 
zones who make constant contacts 
with dealers. Composite financial 
statements are prepared in the 
home office. 

According to an S-P official, 
the purpose of the program is 
“to assist in the development and 
maintenance of a soundly-capi- 
talized quality dealer organiza- 
tion which will do a satisfactory 
sales job at an adequate profit. 
“Specifically, the purpose is to 
promote the sale of S-P products, 
to effect management control over 

costs and expenses and to encour- 
age the retention of profits and the 
control of capital by S-P dealers.” 

The S-P program consists of 
these elements: 

1. A standard accounting system. 
2. A management program de- 
signed to assist dealers in grading 
up dealership operations, to train 
field personnel in business manage- 
ment activities and to assist the 
sales department in signing up new 
dealers. 


* . 


Lincoln 
= Lincoln program, while on a 
reduced scale because there are 
no exclusive Lincoln dealerships, 
has become increasingly important 
ever since the Lincoln division was 
created in April, 1955. 

The program is headed by Fred 
Langlotz, manager of dealer place- 
ment and business management. A 
spokesman said the program was 
based on the “car line concept,” 
meaning that the objective is to 
help dealers make more money sell- 
ing Lincolns. 

One of the best evaluations of 
business management came from 
a Ford dealer who declared, “My 
only complaint about business 
management is that there is not 
enough of it—and it’s not con- 
sistent enough.” 

A factory official concluded, 
“Business management has recently 
given rise to some new factory 


ership should look like. The think- 
ing that favored a mausoleum front 
and a control tower in the shop is 
out. More and more factory people 
are concluding that the best dealer- 


ship is the one that is the smallest} 


and has the least expenses con- 
sistent with its sales volume.” 


Goodyear Sets 


Earnings Record 


AKRON. — A new high in earn- 
ings was established by Goodyear 
Tire & Rubber Co. in the first nine 
months of this year, according to 
Chairman P. W. Litchfield and Pres- 
ident E. J. Thomas. Nine-month 
sales topped the billion-dollar mark 
for the second year in a row, but 
were slightly below last year’s all- 
time high for the period. 

Estimated net income for the 
nine months ended Sept. 30 in- 


composites! use of, 
Recently a| processes in the U. S. and Canada. 





cold pressure welding 


* * * 


Borg-Warner, Dittmer 


Borg-Warner Corp., Chicago, 
plans to purchase Dittmer Gear & 
Mfg. Corp., Lockport, N. Y. for an 
undisclosed amount of cash. 

Stockholders of Dittmer Gear, 
which makes gears, shafts, hubs 
and flanges, will meet Nov. 17 to 
vote on a proposal to liquidate the 
corporation and sell assets to the 
Chicago company. It will operate 
as a subsidiary. 

The acquisition would be effective 
Dec, 1. 


* * * 


Tecumseh-Taylor 


Tecumseh Products Co.. Tecum- 
seh, Mich., has purchased all out- 
standing stock of Taylor Sales En- 
gineering Corp., Elkhart, Ind. 

Taylor, which will operate as a 
division of Tecumseh Products, 
manufactures small stampings, pre- 
cision assemblies and specialized 
hydrogen brazing. 

+ * > 
Divco-Wayne Works 

Diveo Corp., Detroit, has an- 
nounced that its shareholders have 
approved purchase of Wayne 
Works, Inc., Piqua and Bellefon- 
taine, O. 

G. E. Muma, Divco president, 
said that production peaks of the 
two firms occurred at different 
times of the year and manufactur- 


ing problems were similar. 
> > . 


Young-Extruded 


Purchase of assets of Extruded 
Hinge Co. of Ypsilanti, Mich., for 
approximately $600,000 is announced 
by N. D. Ely, president of L. A. 
Young Spring & Wire Corp., De- 
troit. 

Ely said the newly-acquired facil- 
ity is one of three in the nation 
equipped with specially designed 
machinery for fabrication of con- 
tinuous hinge and hinge-type con- 
nector sections for military aircraft 
and missiles. The new acquisition 
by L. A. Young is the sixth in 2% 
years of diversification. 








Zoning Threatens 


Chicago Dealers 


CHICAGO.—A “serious situation” 
confronts 51 Chicago automobile 
dealers affected by a proposed zon- 
ing classification which could put 
some dealers out of business, ac- 
cording to the Chicago Automobile 
Trade Assn. 

The dealers are among a group 
of 222 who received CATA ques- 
tionnaires several months ago when 
the new zoning ordinance was be- 
ing studied. It would reclassify 


oe business and commercial zones. 
thinking about what an auto deal-| 


CATA made an analysis of each 
dealer operation. After consulta- 
tions with zoning officials, 104 were 
cleared. The 51 dealers affected will 
meet with CATA’s special counsel 
to see what can be done for them. 


Ford Sees Job Total 


Rising to Peak 200,000 


DEARBORN, — Ford Motor 
Co.’s total U. S. employment by 
the end of this year is expected 
to pass the 200,000 mark for the 
first time in Ford history. Hourly 
employment will climb to 147,000 
during the same period, it is fore- 
cast by John S, Bugas, Ford vice- 
president—industrial relations. 

This compares with Ford's 
postwar hourly employment peak 
of 150,000 in .August, 1953, when 
about 129,000 people were:in au- 
tomotive production and 21,000 
were in defense operations, Bugas 
said. 
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The big issue which spotlights the National 
Automobile Show. 


A 24-page special editorial section in full 
color, featuring all 1957 automobiles, 


Over 50 advertisers have already reserved 
space, many of them in full color. 


CLOSES 







CALL US 
FOR 
DETAILS 






Penobscot Bidg., 
Detroit 26, Mich. 
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Sutter Sees New Laws if Dealer Relations Sag... 


Makers Warned in Amity Plea 


(Continued from Page 3) 


world all your own; your brothers | 


are here too.” 
Officers elected by the association 


motive Journal, Atlanta, that unless | 
customer labor rates are raised | 
soon, the steadily worsening rr 
jage of trained automobile| 


mechanics is estimated at 100.0% 
the speaker declared. An increag 
in car production next year wij 
only intensify the effects of the 


for the ensuing year included: M.| mechanics will seriously threaten | current shortage of auto mechanic 


B. Gavin, Lucedale, president; 


Homer McLeod, Greenwocd, vice- | 


president, Northern district; Earl 
Fyke, Jackson, vice-president, 
central district; James Estabrook, 
Pascagoula, vice-president, south- 
ern district; J. D. Wise jr., Hazle- 
hurst, secretary-treasurer, and Carl 
Wallace, Hazelhurst, manager. 
Dealers were warned by W. C. 


| service departments. 


“The service market should be | 
up 15 to 18 percent next year,” | 
| Herbert told the group, pointing out | 
|that many dealers in Atlanta have | 
|raised the customer labor rate to 
|$5 per hour, and that two shops, | 
|}located in Fort Worth and Balti- 
more, have advanced the rate to 
$6.50. 

The national shortage of skilled 





Herbert, editor of Southern Auto- 





100 Area Chairmen Named 


For N. Carolina Dealers 


RALEIGH, N. C.—John M. Tiller, 
Durham, president of the North 
Carolina Automobile Dealers Assn., 
has appointed 1956-57 area chair- 
men for the association in the 
state’s 100 counties. 

Tiller said the newly appointed 
officials will serve as liaison men 
between the state and national 
dealers associations and local 
dealers. 

Area chairmen and their counties 
are as follows: Alamance, R. N. At- 
water, Burlington; Alexander, C. A. 
| Deal, Taylorsville; Alleghany, R, C. 
Mitchell, Sparta; Anson, G. C. 
Vernon jr., Wadesboro; Ashe, Todd 
Price, West Jefferson; Avery, A. E. 
Garland, Newland; Beaufort, T. B. 
Attmore jr., Washington. 

Bertie, R. G. Cooke, Aulander; 
Bladen, G. E. Clark, Elizabethtown; 
Brunswick, J. K. White, Shallotte; 
Buncombe, E. E. Denison, Asheville; 
Burke, B. C. Bernard, Valdese; Ca- 
barrus, H. F. Morris, Concord; Cald- 
well, Fred Gaddy, Lenoir; Carteret, 
M. T. Mills, Morehead City. 

Caswell, C. C. Cole, Yanceyville; 
Catawba, J. R. Walter, Hickory; 
Chatham, F. C. Justice, Pittsboro; 
Cherokee, A. B. Chandler jr., An- 
drews; Chowan, B. F. Jones, Eden- 
ton; Cleveland, W. G. Grantham, 
| Kings Mountain; Columbus, C, H. 

Fleming jr., Whiteville; Craven, J. 
|S. Johnson, New Bern. 

Cumberland, N. E. Bryan, Fay- 
etteville; Davidson, E. P. Nance, 
Lexington; Davie, L. G. Sanford, 
Mocksville; Duplin, R. E. Wall, 
Warsaw; Durham, M. G. Carpen- 
ter jr.. Durham; Edgecombe, C. 
W. Wickham, Tarboro; Forsyth, 
C. O. Matthews, Winston-Salem; 
Franklin, W. F. Griffin, Louis- 
burg. 

Gaston, Roosevelt Parks, Gas- 

|tonia; Granville, Joe A. Watkins, 
| Oxford; Greene, J. P. Jones, Snow 
Hill; Guilford (High Point), G. W. 
Lyles jr. Guilford (Greensboro), 
|P. M. Brown; Halifax, H. V. 


oo ant 


‘Dealer Stunts | 
Lend Spice to 
57 Sales Season 


(Continued from Page 2) 
possible on the road as soon as 
possible.” | 

It announced a six-week sales | 
drive, offering a “1957 Chevrolet 
1512 sedan for only $1,695. Only 
$299 down and 36 months to pay.” 
Price and volume also were 
plunked by Neal Motor Sales, Inc. 








(Dodge-Plymouth), 1201 N. Chap-| = 


| = 
| 


arral, Corpus Christi, Tex. 


Taking a page from the factory’s | 
book, the Texas dealership said, 
“Suddenly it’s 1960 .. . but at Neal 
Motor Sales you still deal at 1956 
prices! We're volume minded 12 
months a year.” 

Neal, in a full-page ad, used pic- 
tures of two Plymouth models and | 
two Dodge models, and priced them | 
as follows: Plymouth hardtop, $2,- 
205; Plymouth suburban, $2,271; 
Dodge sedan, $2,436, and Dodge 
hardtop, $2,499. 

Neal advertised “sky-high trade- 
ins” and told its customers, “Your 
present car will make the downpay- 
ment, 36 months to pay.” 


|}included: Tolerance, 
| sincerity, 


Bounds jr., Roanoke Rapids; Har- 
nett, Earl McD. Westbrook; Dunn; 
Haywood, M. D, Watkins, Waynes- 
ville; Henderson, C. C. Garrett, 
Hendersonville; Hertford. H. P. Mc- 
Coy, Ahoskie; Hoke, Younger 
Snead, Raeford; Iredell, K. T. Dea- 
ton, Statesville. 

Jackson, Ray Cogdill, Sylva; 
Johnston, C. C. Pippin jr., Smith- 
field; Jones, J. R. Holden jr., Mays- 
ville; Lee, J. G, Kenton, Sanford; | 
Lenoir, J. H. Kelley, Kinston; Lin- 


coln, T. L. Gaskins, Lincolnton; 
McDowell, I. A. McLain, Marion; 
Macon, C. A. Conley, Franklin; 


Madison, B. K, Murray, Marshall; 
Martin, J. H. Edwards, Williams- 
ton; Mecklenburg, A. P. Harris jr., 
Charlotte; Mitchell, Brad Ragan, 
Spruce Pine; Montgomery, Roy, 
Garner, Biscoe; Moore, N. W. Phil- 
lips, Southern Pines. 


Nash, J. A. Vann jr. Rocky 
Mount; New Hanover, J. F. Rippy 
jr.. Wilmington; Northampton, W. 
Cc. Conner, Rich Square; Onslow, 
A. V. Williams, Jacksonville; 
Orange, J. L. Conners, Chapel; Pas- 
quotank, Melvin Wright, Elizabeth 
City; Pender, G. P. Barger, Bur- 
gaw; Perquimans, R. L. Hollowell, 
Hertford; Person, J. E. Kirby, Rox- 
boro; Pitt, F. B. Johnson jr., Green- 
ville; Polk, E. C. Prather jr., Tryon. 

Randolph, Troy Smith, Liberty; 
Richmond, L, L. McInnis, Rock- 
ingham; Robeson, H. D. Baxley, 
Red Springs; Rockingham, A. S. 
Johnson, Reidsville; Rowan, Odell 
Sapp, Salisbury; Rutherford Li- 
onel Watson, Spindale; Sampson, 
E. C. Parker, Clinton; Scotland, 
A. R. Burgess, Laurinburg. 

Stanly, S. R. Davis, Albemarle; 
Stokes, C. T. McGee, King; Surry, 
W. O. Gregory, Pilot Mountain; 
Swain, R. E. Medford, Bryson City; 
Transylvania, J. I. Coffey, Brevard; 


| Union, Ralph Owen, Monroe; Vance, 


M. F. Legg jr., Henderson; Wake, 
Guy W. Rawls jr., Raleigh. 

Warren, A. H. Bryson, Warren- 
ton; Washington, J. W. House, 
Plymouth; Watauga, G. R. An- 
drews, Boone; Wayne, G. A. Hicks, 
Fremont; Wilkes, Ralph Wooten, 
North Wilkesboro; Wilson, J. C. 
Bradley, Wilson; Yadkin, J, D. Wel- 
born, Yadkinville; Yancey, G. W. 
Roberts, Burnsville. 


Open-Air Showing on Coast— 


Heart of The Civic Center in Richmond, Calif., is occupied by 1957 Plymouths for 
introduction of new models to Northern California's dealers. Municipal auditorium 


in background. 


he said. 

Sumpter Priddy jr., of NADA, 
Washington, who addressed the 
closing business session, revealed 
that NADA will announce in the 
near future a program to ip. 
augurate auto mechanic training 
in schools on the local level, 

A seven-point program of human 
relations in the dealership business 
was advocated by Glenn O. Keasey 
vice-president, Associates Invest. 
ment Co., South Bend. 

Vital points in Keasey’s program 
appreciation, 
tactful criticism, ready 
giving of credit where it is due 
being a good listener and consider. 
ation of the other fellow’s interests 
as you would consider your own, 

“Dynamic partnership” was the 
theme of an address by C. L. Jacob- 
son, vice-president, Chrysler Corp. 

Impending peacetime usages of 
atomic energy were outlined by G 
O. Robinson, assistant to the man- 
ager, Savannah River plant, U. § 
Atomic Energy Commission 

By 1956, atomic power should be 
plentiful, the speaker said. Although 
experts do not foresee nuclear- 
powered automobiles, they do pre- 
dict in the foreseeable future giant 
air transports powered by a handful 
of uranium instead of tons of 
gasoline, he said. 





Kingham Trailer 
Purchased by 


Hercules Galion 


LOUISVILLE.—Kingham Trailer 
Co. here has been purchased by 
Hercules Galion Products, Ine, 
Galion, O. 

E. P. Monroe, president of Hercw- 
les Galion, said his firm planned 
to double the output of the Louis- 
ville plant and possibly add more 
production lines. 

Kingham will become a subsidi- 
ary of Hercules Galion and will 
operate as a separate entity. 








Wiles and Crusoe 


Reported on Mend 


DETROIT. — Ivan L. Wiles re 
turned last week to his home from 
Mayo Clinic after undergoing ab- 
dominal surgery. Wiles, executive 
vice-president in charge of dealer 
relations at General Motors Corp. 
is “doing fine,” according to GM 

Lewis D. Crusoe, executive vice 
president in charge of car and 
truck divisions, Ford Motor Co, 
who suffered a coronary occlusion 
Oct. 27 is “doing very well,” ac 
cording to Ford. 

Crusoe still is at Henry Ford 
Hospital here where he was taken 
after the seizure. It was said that 
it was not known how long he 
would remain there. 
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produced 8,085 units last week, 
compared with 7,210 the previous 
week. Output in Canada during 
October totalled 30,443 cars and 
trucks, 


Highest Since January ... 


645,000-Car Output 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


| 
(U. S. PRODUCTION ONLY) 
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AMERICAN MOTORS. 2,580 3,125 = 2,069-—«-:11,588 140,397 90,925 | (Continued from Page 1)  ahiniae nag eck a 
Hudson ........0-0ececeeeseens 140 330 83 88L =. 22,177 6,519 | week's 21,178 units, but still some|turned out 540 units and Hudson, | work week beginning last Saturday, 
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TEE Ws cesvessvncsvncodsveres 2,350 3,854 1,494 3,604 150,867 86,130 | A breakdown of Chrysler oper- j * * & | man, Fisher Body general manager, 
BENE seroccevsevecanvurvcvorene 2,700 3,030 2,522 6,093 111,619  81,115| ations showed Plymouth with 11,- | GTUDEBAKER assembled 2,656 | announced that 10 of that division's 
eo 4,550 7,003 5,626 16,156 269,521 162,418 000 ee ton last — unl a ane — compared with | plants which are located alongside 

i: 11,000 19,072 11,536 31,690 627,226 363,837| Pared with 11,536 a week earlier; | 4,00 a week eartier. __ | the Chevrolet plants also have gone 
_ , = s a ” Dodge down from 5,626 to 4,550; | Truck output totalled 21,957 | 4, six-day weeks. 
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Buick .... oe 10,200 14,941 = 5,081 9,638 «= 673,160 449,544) and Pontiac. Cadillac worked — at a percent off Pa tee tne vee let's 20 ufacturing 
i 9 k. month a year ago, when the in- evrolet’s man " 
ee oo ae a mer prs a oe — . dustry turned out 95,816 trucks. | plants also have gone on overtime 
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Packard 1,276 te 60,437 13,289 | was up from 5,081 to 10,200; Olds- e a e rs e e 
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—_——— = | Pontiac jumped from 5,870 to T| 
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"Revised. ’ . j ‘ p . 
*Totals for 1955 include Kalser-Willys production. GM’s total output last week was | is enhanced by the small business |when business men mistake well- 
67,169 units, compared with 51,- fm ony - cmemae to it in| placed confidence by their custom- 
, . |the form of employment, wages,|/ers for gullibility. And, it’s the 
COMMERCIAL CARS 733 a week — taxes and various other means that mannan oe “a at ta: Gam 
(U. S. PRODUCTION ONLY) | Ford Motor Co.'s rise from 40,005| make it a better place in which to! Siness men when the customer 
Week Week Jan. 1 Jan.1 |cars a week earlier to 40,573 last) live. el ii that his confidence has Noell 
ia, Ga, week Output, Oct. 12, oct. 10, | Week was brought about by in-| “We touched on general service, bet: oa ‘ d that he has been 

1956 1955* 1956* October* 1955*. 1956 | creases at Lincoln and Mercury.| courtesy and price, hoping to learn) x i : ~ staan 

CHEVROLET ................ 7,100 9,415 7,019 30,788 348,373 304,790 | Ford division dropped slightly from eg as a ag ct "aden or on asain 
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’ ence was the only consideration.| jn the industry for Quality Dealers. 

I ei tiasccanidass decane 36 a 236 3,170 3,129 | i From the first mailing of some 600) The customer still wants to do busi- 

DODGE .... 1535 2,061 9,367 86,787 78,181 ERCURY turned out 4,100 cars| letters, = _s an hg ness with ae kind of ae 

FORD 8,653 4 4, ’ 3,243 | last week, compared with 3,165|™mate return o percent, whi he had told us repeatedly in many 

GMC 1,900 - loon ' a ‘aaa ‘aon a om ine Sea was up| told us exactly what we wanted to) of the replies we have received. 

INTERNATIONAL .... 2,935 3,100 216 ~=—-:10,684 108,001_-:117,171 | from 745 to 850; Ford down from anenient savings up to $500 eeu aiaae quien i es 

MACK . 375 329 83 1,448 12,873 16,256 | 96,071 to 35,600, and Continental off | over the best offers made by local/+1.° suspicious shopper back into 

Tay 98 89 364 4,713 3,441 | from 24 to 23 units. and county dealers were readily) +n. trusting buyer. It can be done— 

STUDEBAKER 388 386 248 950 . ° Ford division worked 13 of its | disclosed. We learned by further) it MUST be done—but, it can only 

§ erste 5 15,393 12,376) ._ ssembly plants Saturday, | questioning, however, that the ; ; 

WH - nee we “ 15 car asse yP y, | |be accomplished by proving to the 

ITE . 295 401 295 1,523 14,207 15,196 while Continental also was sched- | buyer was utterly confused when entire satisfaction of the populace 
WILLYS . cgacuniees mae 1,800 1,260 6,473 66,283 54,385  uled for six-day operations. we asked if the stated figures re- that the honor system of merchan- 
MISCELLANEOUS*** 48 70 49 125 3,027 2,101| AMC's output of 2,580 cars last | flected the net difference between) dicing prevails throughout the auto- 

—— ——__ week, compared with 2,069 a week | the purchase vy wn, edhe png | mobile industry—from the factories 
Total Trucks, U. S...... 21,957 28,318 18,772 95,114 1,078,574 954,524 carlier, was attained chiefly by the | #!lowance. What they believed to be) on down. 
a = aan a“ ve la realistic saving proved to be only a s ‘ 
production of 1,900 Ramblers. Nash | : , ea There's no better time to start 
Total Cars, Trucks, a misrepresented and misunder than NOW as we enter the 1957 
| | 

U.S. . 155,535 209,092 136,355 484,126 7,905,849 5,762,685 steed pager Sguse, | model selling year. Tomorrow, next 

Total Cars, Trucks, ee Buffalo Dealers “Incredible Accounts’ i = ——- ot nent year, 

Canada 8,085 6,079 7,210 30,443 405,649 398,583 | > t G th of \“QYTHERS told incredible ac- sina ighampiiaadaiainialh 

oa ep or row counts of discourtesy, poor “ 
Grand Total, : | service and a general lackadaisical Curtiss Profits, 
ars and Trucks, |attitude on the part of sales an 
c Truck Station Wagons he part of sales and 
U. S. and Canada._.163,620 215,171 143,565 514,569 8,311,498 6,161,268 _ Mounting popular- service personnel, while others be-| Sales Set Record 


BUFFALO. moaned the fact that they had illu-| 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U.S, totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White totals. 





Dealer Prods Service Staff .. . 


“Things Don’t Upset Me’ 


OKLAHOMA CITY. ez 
Scott, owner of Scott Chevrolet, 
has a new device for keeping his 
shop, office and parts personnel “on 
their toes.” 

This device consists of a typed 
letter in a plain envelope which 
Was sent to each employe. Scott 
mailed the letters from various 
Places while he was on vacation 
last summer. 

The letter, produced by Bert 
Horner & Associates, is titled, 
“Little Things Don’t Upset Me. I'm 
anice guy. I’m the customer who 
hever came back.” 

The letter lists a number of 
things that keep a customer from 
Coming back, such as grease on 
the steering wheel, a jammed 
driveway leading to the service 
epartment, a repair bill higher 
than the estimated bill and other 
annoyances that keep customers 
from coming back. 

Scott reported that his em- 
Ployes immediately became more 
alert, 
of these things happened to Scott 
customers. 

Scott said he found the letters 
Posted in several spots in ‘the 
dealership when he returned. Some 


of the employes showed him the | for the day. 


ity of the station wagon with urban 
as well as suburban dwellers is re- 
flected in a study by the Buffalo) 
Automobile Dealers Assn. 

The association found that 328| 
persons switched to station wagons | 
from regular passenger cars in 
August and September alone. Of} 
this number, 214 were in Buffalo, 
114 in outlying areas. 

This is just about in line with 
| distribution of total car ownership | 
between Buffalo and outlying areas. | 
It was believed significant that the 
proportion of wagons sold within 


sions of getting a big bargain deal| NEW YORK. — Record sales and 
only to learn that the final price| earnings for the first three quarters 
included all the so-called free pack-| of 1956 have been reported by Cur- 
ages that advanced advertising had| t'ss-Wright Corp. 
promised or inferred. Net profit amounted to $30,912,- 
“And thus we learned why &4n/561, an increase of more than 28 
ever-increasing number of g00d| percent over the $24,012,833 reported 
civic-minded people who want to) for the 1955 period. Net sales were 
do business in their own communi-| up nearly 10 percent to $400,824,737 
ties are, by the words from their from the year-ago figure of $365,- 
own mouths, by-passing their local | 946,755. 
and neighborhood new-car dealers Roy T. Hurley, chairman and 
because of the chaotic confusion | 5 resident, said the firm has $770 


created by a few in the industry mijlion in backlog. Capacity of the 
WHO FORGOT THAT THE VERY company is being increased, he said, 


letters, not knowing that he had 
mailed them. 


The letter said, in part, “When 
I come after my car and it isn’t 
ready when they said it would be 
and no one has called me to tell 


the city has caught up to that sold 
outside. 

To show the growth of station 
wagon acceptance since the war, 


| 


BEST PEOPLE IN THE WORLD 
ARE THEIR CUSTOMERS. 
“Nor should supplying facto- 


|through plants leased from Stude- 
| baker-Packard at Utica, Mich., and 


| 
ries escape unscathed as being | South Bond. 


A new plant is being built for 


to make sure that none | 


parties to this buying dilemma. lA hysi Development Corp. 
For at best, they have closed pete ge too a7 » 


Santa Barbara, Calif., for the de- 


me any different, though I’m as 


the Buffalo dealer association draws | 
busy as I can be and don’t have 


attention to these figures: 1945, 732) 


any time to waste — I don’t throw | registered; 1950, 3,890; 1955, 11,770,| their eyes a tof |Yclopment of guided missiles and 
my weight around, I try to be con-| and the first 10 months of this year, | chandising et Se eee . | missile systems, he said. C-W pur- 
siderate. I’m a nice customer. offending dealers who persist in | .,4sedq Aerophysics Development 


14,198. pursuing a reckless course of 


cross-selling, bootlegging and un- 
ethical business practices. 

“We also believe that the supply-| 
ing factories have contributed Qyfuaries 
greatly to unstable pricing of their 
products by continuing to furnish| Heward Kaiser 
unlimited suppliescof cars to low-| wiLWAUKEE.—Howard Kaiser, 51, gen- 
overhead dealers \swho«ware essen-|eral manager, Lindemann & Hoverson Co., 
Milwaukee, died Oct, 18, Mr, Kaiser had 


been with Studebaker for 31 years and once 
was manager of the Los Angeles Stude- 


| from Studebaker-Packard last sum- 
mer. 


“When I have to wait at the 
cashier’s window while they find 
my ticket and figure it and see 
if I have a lube book or an 
approved charge account — I 
never get impatient and stomp 
back and forth. I’m a nice guy. I 
never come back.” 

Scott has.also improved his parts 
business by issuing nickels attached 
to an advertisement for customers 
who want to park their cars in 

|front of the dealership. 


Auto O08 Timers — | 
Slate 6 Awards | 


NEW YORK. — Six veterans of | 
the automobile industry will receive 
Distinguished Service Citations] ¢. ; ; 

: : | tially selling -deaters~only while 
ae — ee eee te at) requiring other dealers in the same | 
groups y ner high | baker-Packard plant. 


- | general area to maintain 
as at the Waldorf-Astoria a and service facilities. + e258 


“Together, then, it would appear Julian L. Sanders 

They are: Albert Bradley, Gen-|that both dealer and supplier have| PINEVILLE, Ky.--Julian L, Sanders, 56, 
eral Motors board chairman; | turned the trusting new-car buyer | operator of an automobile firm here, is 
Walter C. Teagle, former president | of yesterday into a bewildered, con- | ““*“: 
and chairman, Standard Oil Co.| fusing bargain hunter of today, who | 

(N. J.); Tom Frost, Ford dealer; | in the absence of confidence® in| GaRtann. cant me i one 
George Romney, president, Ameri- | either, is bent upon a vowed mis-| mopite a \ caanane Waar died ‘aa "a 
can Motors Corp.; Bert Pierce. au-| sion to outdeal and outsmart every-| He was 56. Mr. Rice, who entered the auto- 
tomotive editor, New York Times,| one connected with the automobile ™obile business in 1920, joined Oldsmobile 


. . 7 as Denver district manager in 1938, He 
and E. J. Bush, chairman, Diamond | industry. $ later served as zone manager in Oklahoma 
T Motor Car Co. ' “It’s nothing short of a tragedy’ City and had been transferred here in 1955. 








Preview Holiday 


SANTA BARBARA, Calif. — In 
|order that his entire staff might 
| attend the showing of the 1957 Mer- 
cury at the Beverly Hilton Hotel, 
|James Van Etta, owner of Van 
| Etta’s, Inc., closed his dealership 


oe * * 


Arthur C. Rice 
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erial Joins Cadillac, Lincoln .. . 





Competition Widened 
In High-Priced Field 


(Continued from Page 6) 


creasing their suggested dealer 
preparation and conditioning 
charges. Chrysler set a $65 figure 
on New Yorker models (up $5), and 
Imperial added $20 to make its 
figure $75. 

Buick now suggests $40 on Spe- 
cials, $55 on Centurys, $60 on Supers 
and $70 on Roadmasters. Last year’s 
range was $35-$50-$50-$65. 

* . * 

yee is a comparison of 

1957 and 1956 prices for Buick, 
Chrysler, Imperial and Studebaker, 
plus Lincoln’s revised price sched- 
ule. All figures include factory sug- 
gested retail prices, Federal excise 
taxes and suggested dealer prepara- 
tion and conditioning charges. 

BUICK — Special — four-door 
sedan, $2,609, (up $193); two-door 
sedan, $2,545 (up $188); four-door 
hardtop, $2,729 (up $201); two- 
door hardtop, $2,653 (up $196); 
convertible, $2,936 (up $196) ; 
four-door, two-seat station wagon, 
$2,996 (up $221); four-door, two- 
seat hardtop station wagon, $3,116 
(new model). 

Century—four-door hardtop, $3,- 
296 (up $255); two-door hardtop 
$3,212 (up $249); convertible, $3,540 
(up $234); four-door, two-seat hard- 
top station wagon, $3,648 (new 
model). 

Super — four-door hartop, $3,- 
263 (up $283); two-door hardtop, 
$3,478 (up $274); convertible, $3,843 
(up $299). 

Roadmaster — four-door hardtop, 
$3,981 (up $289); two-door hardtop, 
$3,872 (up $281); convertible, $3,- 
994 (up $290). Automatic transmis- 
sion is standard on Century, Super 
and Roadmaster. Power steering is 
standard on Super and Roadmaster. 

- * 
HHRYSLER — Windsor — four- 
door sedan, $3,030 (up $159.75); 
four-door hardtop, $3,159 (up 


Railroads Begin 
Testimony in 
Antitrust Suit 


PHILADELPHIA. — The Penn- 
sylvania Motor Truck Assn. and 37 
individual trucking firms completed 
their case last week in a $370 mil- 
lion antitrust suit being heard here. 

The Federal Court is now hearing 
testimony from the Eastern Rail- 
road Presidents Conference, 30 rail- 
roads, their presidents and Carl 
Byoir and Associates, a New York 
public relations firm. 

The truck group is suing the rail 
group for $250 million, charging 
violation of the Sherman Antitrust 
Law. The rail group is counter- 
suing for $120 million on the same 
grounds. 

The truckers, since the trial 
began Oct. 1, have attempted to 
prove that the railroads have con- 
spired to drive them out of busi- 
ness. The railroads contend that 
they have tried only to save tax- 
payers highway construction costs. 


Freeds Combine 
Salt Lake Deals 


SALT LAKE CITY.—Freed Mo- 
tor Co. (DeSoto-Plymouth), headed 
by Charles C. Freed, 1954 NADA 
president, and 
Mountain Motor 
Co. (Studebaker- 
Packard), headed 
by Richard C. 
Freed, will com- 
bine operations at 
the Freed location 
here. 

The Freeds said 
that a “friendly 
understanding” 
has been reached 
Charles C. Freed with Studebaker - 
Packard Corp. and Chrysler Corp. 
Richard Freed is and has been 
vice-president of Freed Motor. 

Construction has been started on 
a new building, Charles Freed 
said. Facilities will be set up to 
handle Studebaker - Packard, he 
said. 





$30.75); two-door hardtop, 
(up $53.75). 
Saratoga—four-door sedan, $3,- 

660; four-door hardtop, $3,774; 

two-door hardtop, $3,696 (all new 

models). 

New Yorker—four-door sedan, $4,- 
108 (up $328.75); four-door hardtop, 
$4,194 (up $92.25); two-door hard- 
top, $4,137 (up $141.75); convertible, 
$4,573.50 (up $331). Automatic trans- 
mission and power steering are 
standard on Saratoga and New 
Yorker. Station wagon prices are 
not available. 

« * + 
p_Yxcousns — Capri — four-door 
sedan, $4,722; four-door hard- 
top, $4,722; two-door hardtop, $4,576. 


$3,095 


Premiere — four-door sedan, $5,-| 


221.50; four-door hardtop, $5,221.50; 
two-door hardtop, $5,075.50; con- 
vertible, $5,308.50. Automatic trans- 
mission, power steering and power 
brakes are standard on all models. 

IMPERIAL — Imperial series— 
four-door sedan, $4,763.50; four- 
door hardtop, $4,763.50; two-door 
hardtop, $4,661. 

Crown — four-door sedan, $5,- 
324.50; four-door hardtop, $5,324.50; 
two-door hardtop, $5,187; convert- 
ible, $5,516. LeBaron — four-door 
sedan, $5,646. Automatic transmis- 
sion, power steering and power 
brakes are standard on all models. 





Limousine prices are not available. 
> = . 


GT UDEBAKER—Champion Six — 
four-door custom sedan, $2,- 
048.89 (up $52.50); four-door deluxe 
sedan, $2,170.79 (new model); two- 
door custom sedan, $2,000.59 (up 
($54.20); two-door deluxe sedan, 
$2,122.99 (new model). 

Commander V-8—four door cus- 
tom sedan, $2,173.29 (up $48.50); 
four-door deluxe sedan, $2,295.09 
(new model); two-door custom 
sedan, $2,123.59 (up $47.70); two- 
door deluxe sedan, $2,242.09 (new 
model). 

President V-8—four-door sedan, 
$2,407 (up $172.11); two-door 
sedan, $2,357.99 (up $170.10); Pres- 
ident Classic V-8 four-door 
sedan, $2,538 (up $48.78). 

Station Wagons — two-door two- 
seat Pelham Six, $2,381.59 (up 
$149.20) ; two-door, two-seat Park- 
view V-8, $2,504.69 (up $150.80); 
four-door, two-seat Provincial V-8, 
$2,560.72 (new model); four-door, 
two-seat Broadmoor V-8, $2,665.97 
(new model). 

Hawks—Silver Hawk Six coupe, 
$2,141.59 (up $155.70); Silver Hawk 

V-8 coupe, $2,263.17 (new model); 
Golden Hawk V-8 two-door hard- 
top, $3,181.82 (up $120.60). Overdrive 
is standard on Golden Hawk. 


DeSoto Dealers 
Acclaim New 


Marketing Setup 


DETROIT. — DeSoto dealers 
throughout the country have en- 
thusiastically received the an- 
nouncement of Chrysler Corp.’s 
new sales structure, according to 
their representatives within the 
DeSoto factory-dealer conference 
group. 

In a letter to all DeSoto dealers, 
the committee stated: 

“We are highly pleased with 
what we heard. Individually and 
collectively we think the program 
is soundly conceived and we believe 
it will be highly advantageous to 
all corporation dealers. We are sure 
you and other DeSoto dealers will 
be pleased with it.” 

The corporation’s newly formed 
sales organization, identified as its 
marketing group, is responsible for 








all vehicle and other product sales, 
under the supervision of Byron 
Nichols. 

The letter to DeSoto dealers was 
signed by Tom O’Brien, Indianapo- 
lis, chairman; Henry K. Frost, 
Glendale, Calif.; Herman Rodeil, 
Spokane, Wash.; Nelson K. Mintz, 
New Brighton, Staten Island, N. Y.; 
Dan O’Shaughnessey, Lansing, and 
Lester R. Glover, Ottumwa, Ia. 
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SECRETARY - TREASURER wanted for) 
General Motors-Motors Holding Division, | 
metropolitan dealership located in Cin- 
cinnati, Ohio. Must be thoroughly fa- 
miliar with all phases of General Motors 
standard dealer accounting. Highest sal-| 
ary plus benefits offered for the right) 
person. Address replies to Box 6590, c/o 
Automotive News, Detroit 26. 


New Car 


Sales Manager 
$10,000 to $12,000 per year 


Experience as new car man- 
ager with the desire to become 
manager. Salesmen with ability 


TWENTY-TWO CENTS 22 
ADVANCE 
CT melt Late eT ae a eee 
warded to advertiser, unop $12.30 per column inch. CLOSING 


OF PUBLICATION DATE 


AUTOMOT 





and experience considered. 
Large Ford volume operation 
located in the Philadelphia 
area. Please attach complete 
resume and photo. 


Box 6608, c/o Automotive 
News, Detroit 26. 





WANTED—SALES MANAGER, age 35 to 
45, married, Ford sales management ex- 
perience, capable of hiring, training and 
supervising sales organization for dealer- 
ship with 275 passenger car and 150 
truck annual potential. Ideal living con- 
ditions in prosperous southern Oregon 
community. Exceptional salary and bonus 
arrangement for qualified man. Include 
complete resume of experience and pic- 
ture with application. Interview will be 
arranged for selected applicants. Bell 
Motors, Inc., Grants Pass, Ore. 


MANAGER 
$20,000 to $25,000 per year 


Must be young, aggressive and 
with ability to spark a com- 
plete organization. Previous ex- 
perience as sales manager 
with knowledge of used cars 
necessary. Large Ford volume 
operation, located in the Phila- 
delphia area. Applications held 
confidential. Please attach com- 
plete resume and photo. 


Box 6609, c/o Automotive 
News, Detroit 26. 


National Sales Manager 
Wanted by Leading 
Auto Service -Equipment 
Manufacturer 


This advertisement is addressed to an ex- 

perienced salesman or district manager who 
is ready to step up into one of the major 
national sales management opportunities in 
the automotive field. The position carries lib- 
eral base salary and commission provisions, 
—— excellent earnings from the start, 
and a blue chip future. 
_ Our rapidly growing company is the lead- 
ing producer in its specific field and our 
products are essential equipment in the serv- 
icing of cars and trucks, Our plant and 
offices are located in Ohio, less than 10 miles 
from a city over 150,000 population. 

We are seeking a man, 35 to 45, qualified 
to plan and execute effective sales programs 
directed to manufacturers’ representatives, 
automotive jobbers, and operators and me- 
chanics in all pes of automotive service 
establishments. We have fine jobber distribu- 
tion and our plans of the immediate future 
call for sharply increased emphasis on the 
development of new products and sales to 
private company truck fleets the nation over. 

Your reply will be treated with absolute 
confidence and should include ‘information 
about your present position, compensation, 
home address and telephone number. Inter- 
views will be arranged at an early, conveni- | 
ent date. 

Address. Box 6603, c/o Automotive News, 
Detroit 26. 
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Wanted to Employ! 


Good, experienced car and truck daily rental 


| and car and truck leasing personnel. This is 


an excellent opportunity for the right men. 
We operate in nine Texas cities and would 
operate in more if we had the personnel. 
The opportunities are great, the training con- 
cise and concentrated. 

If you want to get into a fast growing busi- 
ness, give us your complete educational back- 
ground, business background, personal ref- 
erences and a current photograph. 


EARL HAYES RENTS CARS 
AND TRUCKS 
A Corporation 


70? E. Jefferson Ave. Dallas 8, Texas 





AUDITOR 


Internal auditor for multiple dealer 
organization. Considerable travel. Au- 
tomobile dealer accounting essential. 
Excellent opportunity. Send complete 
resume and photo to 
Box 6605, c/o Automotive News, 
Detroit 26. 


SALESMEN 


Young men with ambition and 


ability to sell automobiles in 
large Ford volume operation. 
Should have desire to advance 
to sales manager or manager. 
Our wash-out plan can earn 
from $750 to $1,500 per month 
if willing to work. Automobile 
experience helpful but other 
sales experience considered. 
Located the Philadelphia 
area. Please attach complete 
resume and photo. 


Box 6610, c/o Automotive 
News, Detroit 26. 
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HELP WANTED 


Used Car 


Sales Manager 
$10,000 to $12,000 per year 


Young aggressive person with 
knowledge of the value of used 
cars and ability to handle sales 
personnel and who wishes to 


advance to manager. Salesmen 
with ability and experience con- 
sidered. For large Ford volume 
operation located in the phila- 
delphia area. 

Please attach complete resume 
and photo. 


Box 6607, c/o Automotive 
News, Detroit 26. 





SAN DIEGO AREA preferred. Family maz, 
37, extensive background since 1939 in 
business management, sales promotion, 
supervision, insurance, financing, leasing, 
etc. Presently in midwest. Size of deal 
immaterial. Highly recommended. Avail- 
able January ist. Box 6584, c/o Autome 
tive News, Detroit 26. 





USED-CAR MANAGER. Age 37, married, 
four children, honest, sober and depend- 
able. Four years’ retail and wholesale 
experience with volume dealers, both in 
sales and management. Interested in 
“Big 2’’ volume operation locdted in 
Florida with 10-15 thousand potential 
Available immediately. Box 6596, ¢/0 
Automotive News, Detroit 26. 

anti 

SERVICE MANAGER, first class, thor 
oughly experienced all phases successful 
service operation General Motors and 
Chrysler products. Know estimating, 
service promotion, customer relations 
follow-up systems. Best references. Pre- 
fer Chicago or vicinity. Box 6604, ¢/e 
Automotive News, Detroit 26. 





HELP WANTED 





STUDEBAKER-PACKARD CORP. 


OFFERS BETTER 


OPPORTUNITY! 


Now is the time to seize the opportunity for advancement with a company 
showing 100 years of progress. A new program of expansion and diversifica- 
tion has created these openings for career personnel: 


EXPERIMENTAL ENGINEERS 


Will assist in developmental work on transmissions, suspensions, tests on all 
vehicular components, etc. Young mechanical engineering graduates preferred. 


INDUSTRIAL STANDARDS ENGINEERS 


Will develop methods and standards. Prefer experience with pre-determined 
» time measurement. Require either three years’ experience in time study, 
methods or processing, or coliege graduates with one year experience. 


INDUSTRIAL RELATIONS TRAINEE 


Require ‘ow degree. Will be trained in general operation of Industrial Rela- 
tions Department, with emphasis on Labor Relations. 


Other positions available: for Manufacturing Cost Analysts, Process Engineers 


and recent college graduates. 


Good starting salaries with generous cost of living allowance—Excellent pro- 
motional opportunities. South Bend is a friendly city with attractive housing 


facilities, reasonably priced. 


Write today showing experience, training and salary to Salaried Personnel 


Department, 635 South Main Street, 


confidential. 


South Bend 27, Indiana. All replies 


SEE STUDEBAKER ABOUT YOUR FUTURE! 
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POSITION WANTED 


AL MANAGER — Energetic man, 
35. Six years’ experience as dealer, 
years factory representative, trained 
pusiness management. Would like to 

e deal of 200 cars and up in 
msyivania, preferably on buy-in basis. 
jaily interested in deal now losing 
y, or where dealer wishes to retire. 
6595, c/o Automotive News, Detroit 





mERAIL MANAGER- Sales manager. 
macessful, aggressive manager with 
y of know how and excellent record 
building volume and profits in today’s 

petitive market. Total experience 20 
mars, More than 10 years as manager. 
4 and General Motors volume dealers. 
acter and ability will bear rigid in- 
q ation. Interested in Florida con- 
gection only. Box 6585, c/o Automotive 
News, Detroit 26. 





—_— 


to do tomorrow's thinking today, Buy-in 
not necessary. Box 6587, c/o Automotive 
News, Detroit 26. 





———<$<— $$ 7 . 
GENERAL MANAGER. Aggressive execu- 
tive with 19 years’ experience in all 

ses of a dealership. Will take com- 
plete charge and assume full responsi- 
bility for a profitable operation even in 
today’s market. I am not a wheel 
deal artist, but a qualified executive that 
will operate your agency for a profit as 
it should be and promote goodwill at the 
game time. My qualifications—manage- 
ment ability and character will stand the 
most rigid investigation. Box 6588, c/o 
Automotive News, Detroit 26. 


GENERAL MANAGER or sales manager. 
Age 32, married, one child. Ten years’ 
experience in all departments including 
gales management, hiring and training 
gaies force. Graduated General Motors 
Institute. Available now! Prefer Califor- 
nia or Pacific Coast states including 
Arizona. Write Box 6589, c/o Automo- 
tive News, Detroit 26 

SALES OR SERVICE management. Excel- 
lent experience—dcealer and factory levels. 
Want permanent position. Willing to re- 
locate. Preference states of Fla.. Mich., 
Wis, Will send detailed resume on re- 
quest. Jay E. Diltz, 1700 Goodman Ave., 
North College Hill 24, Ohio. 


TRUCK SALESMAN, fully acquainted with 
all types of truck selling—wholesale and 
retail, seeking employment anywhere 
where the potential is good and the deal 
is right. Age 47. 20 years’ experience al! 
phases of truck business. Earnings for 
past 10 years—10 to 15 thousand per 
year. Call or write M. G. Dermody, 561 
Techwood Dr., Apt. 21, Atlanta, Ga. 
Phone TR. 5-6937. 


SALES OR USED-CAR manager. Age 31, 
married, two children. College graduate. 
Retail and wholesale experience with 
nhew-car dealer two years. Own used-car 
business past six years. At present living 





in Denver, Colorado, and in the process 
of moving to Los Angeles, California 
area. Available immediately. Box 6594, 


c/o Automotive News, Detroit 26. 


GENERAL MANAGER. Presently em- 
ployed general manager of large volume 


“big three’’ dealership. Would like to re- 
locate in other than N.Y.C., Chicago, 
Detroit. Los Angeles metropolitan area. 
Can take complete charge and act as 
sales manager. College degree, married, 
32 years old. Have some capital. Can 
furnish excellent references including 


present ones. Box 6597, Automotive 


News, Detroit 26. 


DEALERSHIPS AVAILABLE 


c/o 








FOR SALE 


Old established dealership handling Ford. 
Central Wyoming area. 
Serving area approximately 6,000 people. 
Will sell or lease building. 
Terms can be arranged. 
Doing good yearly business. 
Box 6560, c/o Automotive News, Detroit 26. 
ie 


EXCEPTIONALLY DESIRABLE dealership 
handling Buick in a Michigan city of ap- 


proximately 40,000. Excellent facilities, 
favorable lease, planning potential 500, 
net profit last year over $50,000, high 
overhead absorption, fine community 
Reason, going south. Box 6606, c/o 


Automotive News, Detroit 26 


DEALERSHIP FOR SALE—Thriving south- 


west college city with good payrolls. Ex- 
cellent location, showroom and modern 
service faciljties. Necessary qualify with 


Chrysler-Plymouth,. Inquiries strictly con- 
fidential. Box 6600, c/o Automotive News, 
Detroit 26 





HANDLING Dodge-Plym- 
outh located in midwestern city of 900,000 
Population doing approximately one and 


DEALERSHIP 


one-half million dollars gross volume an- | 
nually. Lease on building over period of 
years, factory approval needed. Replies 
handled in strictest confidence. Owners 


Want to retire. Box 6601, c/o Automotive 
News, Detroit 26. 















Crossroads 


where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 


the dealer auctions of the na- 
tion . 






- . and on the pages of 
Automotive News. 








You will reach both groups 


through an ad in Automotive 
News. 


GENERAL MANAGER or assistant man- | 


and | 








aget to owner. Thirty years’ successful | 
experience. Twenty years last employer. 
Twelve years executive vice-president- 
general manager for absentee owner. | 
$2,000,000 per year business, Working} 
experience in service, parts and sales. 
Best of references. Can prove business | 
accomplishments, know how and ability} 


DEALERSHIPS AVAILABLE 





DEALERSHIP HANDLING FORD — mid- 


west. Heart of industrial 


and farming 


area. 500 cars a year. Fine location. Well 
set up. $50,000 will handle. Box 6599, c/o 


Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln-Mer- 


cury, 
area approximately 75,000, 
cilities, well located, no receivables, 
used cars, no obsolescence. 
larger deal. Walkout at $25,000. 


city of industrial expansion, trade 
excellent fa- 
no 
Moving to 
Box 


6602, c/o Automotive News, Detroit 26. 





DEALERSHIP WANTED 


EXPERIENCED AUTO MAN with substan- 
tial capital desires acquiring big 3 dealer- 
ship within 50 miles of New York. Reply 
in strict confidence. Box 6592, c/o Auto- 


motive News. Detroit 26. 





GM OR FORD DEALERSHIP—Pa., N. J. 


N. Y., Mass. 


We have substantial cash. | 


Ready to go. Reply with confidence. Box 


6552, c/o Automotive News, 
GM OR FORD—300-500 


Detroit 26. | 
unit potential— 


midwest or south. Have cash and factory 


approval. Replies in strict confidence. 
Box 6598, c/o Automotive News, De- 
troit 26. 


CORPORATION WITH substantial tax loss 


wanted. Grindle Lincoln-Mercury, 


rington, Ill. 


Bar- 





| 241 Mystic Ave. 


COLORFUL RAISED letter business cards. | 


Free literature. 
Wildwood, N. J 


NEW CAR 
DEALERS! 


Are You 
in the Red? 


Regardless of your make of car, we can 
put you in the black within 30 days 
with a tested-and-proven management 
program. We are successful, long- 
established dealers handling one of 
the big two cars. We have the proven 
experience and know-how to make 
profit for you. You will deal only with 
principles and your reply will be held 
in the strictest confidence. Let's set 
up on appointment for discussion. 
Write or call, Mr. P. W. DeFoe or Mr. 
Robert Cummings, Colonial Monage- 
ment Co., Inc., (Factory approved), 4662 
Belair Road, Baltimore 6, Md. Phone, 
Hamilton 6-0525. 


INVENTORY SERVICE 


Parts and Accessories 
os CERTIFIED REPORTS 
@ Obsolescence Disclosed 

@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Full time experts 

Call or write for service details 
Automotive inventory Service Co. 
10040 Freeland Detroit 27, Mich 
Western Dealers, Attention 
429 S. Western —~., 


James Scull’s Printing, 





No pick-up part time help. 


WE 3.6445 
Los Angeles 5, Calif. 
9-5095 





BUSINESS OPPORTUNITIES 
GOVERNMENT SURPLUS 
boats; aircrafts; LST's; 


BUY 
trucks; 
trailers 
ment Direct from VU. S&S. 
depots. List and procedure 
Box 8 AU, Sunnysidé4, N. Y 


PARTS FOR SALE 


$1, 


Jeeps; 
tractors; 
automotive supplies; shop equip- 
Government 
Brody, 





BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formeriy Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 


Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 





PARTS WANTED 


up to 25% of cost. Mail stock 


Box 6553 





| P. ©. Box 3648 










es 7 de 
, WILLYS AND JEEP parts wanted, Cash 
list to’! 
c o Automotive News, Detroit 


PARTS WANTED 


ENGINES WANTED FOR SOUTH AFRICA 


Ford V-8—Mercury, 1949 upwards and Dodge 
Plymouth, 1942-53, 6-cylinder used short block 


assemblies. For further information reply: 


Mike Appel Motor Co., Ltd. 


Johannesburg, S. A. 








FORD TRUCKS WANTED— 


CASH PAID 
1953 or later F800 - F900 Tractors 
Also dump trucks and trailers 
Must be clean 
Buy one or entire fleet 


W. E. McCARTHY, INC. 


Truck Dealers 


Tel. Mystic 6-3500 





MISCELLANEOUS 


Automatic BrakKinG 
COMPLETE with $61*> 


Guide Cables and 
BRAKE HOOK-UP 
MEETS ALL I.C.C. 
REQUIREMENTS 
With Brake Hook-Up $ 45 
Less Guide Cables. 51 


TOW-KING 


Hochp 


Meets 1.C.C. Strength Requirements 


$19.50 
$35.00 





QUICK-TOW Bumper- 
to-Bumper Tow Bar 


TRI-KING 3-Point Hook- 
Up iIntra-State Tow Bar 


** 


DISTRIBUTORS 
QUANTITY 


LIBERAL 
DISCOUNTS 


—SPECIAL— 
Adjustable Draw Beam for Rear 


Split Bumpers—'55-'56 4 00 

Pontiacs, ‘57 Fords etc. 

Tow Bar Sales Co. 
Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 NITES: DO 3-8373 


Call Collect “* $cy, <herses 


40 Se. Clinton St., Chicago 6, Ill. 



















BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


MEETS ALL I.C.C. 
REQUIREMENTS 


aT 
DEALERS’ SPECIAL (F.0.B. Factory Net) 
$52.35 Fed. Tax Included 


WITH AUTOMATIC BRAKE 


AND BRAKE CABLE 
Less Guide Cables 


GUIDE CABLES 
DEALERS’ SPECIAL (F.0.B. Factory Net) 
$9.90 Fed. Tax Included 
co se 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Hook-Up 
F. 


DEALERS’ SPECIAL O.B. Factory Net) 


$44.85 Fed. Tax Included 


Meets 1.C.C. Strength Requirements 


Liberal Quantity Discounts 
To Distributors 


" Write for Illustrated Catalog — 
Factory Sales Division 
PILOT DISTRIBUTING CO. 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


‘Leaders in the Industry 
Since 1939” 





Medford, Mass. 








































DUAL 
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SHOP EQUIPMENT WANTED 





WANTED—PAINT SPRAY booth, 





used. 
Contact by phone or letter stating price. 

















Beach Auto Service, 1410 Legare St., | & 
Telephone 3-0946, Columbia, 8S, C, a 1 ¥* 
ANTIQUE CARS FOR SALE be 200 Left! . 
1934 DUESENBERG LIMOUSINE with | just = 
Willowby body. Perfect condition, Grindle € 
Lincoln-Mercury, Barrington, Ill. | a & 
= 
1922 DODGE TOURING—Runs good, re-| 
painted, good top. Everything original s EIGHT TUBE x 
including title from first owner. $650 | 
F.O.B. Cincinnati. Heil Motors, Inc., TT 
3730 Harrison Ave., Cincinnati, 11, Ohio. ig PUSHBU ON e 
ANTIQUE CARS WANTED s s 
WANTED—PACKARD six—1920 to 1925—| jy " 
for parts. Robert Huxtable, Box 1107, | 3 
Lansing, Mich. & 
______ MISCELLANEOUS | With chrome knobs ond © 
® pushbuttons made to fit . 
FLYING TO FLORIDA? & 1956 Buick Custom * 
RENT A CAR & $ : 
Reg. # 
FROM RUSS MILLER’ g 1 
| $90! * 
Make Your Reservations Now. s e 
Telephone or wire collect. @ Special discounts on quan. or- 
Give Airline, Date and Flight Number @ ders. F.0.B. Brooklyn, N. Y. 5 
A courteous attendant will meet you at . ® 
Miami Airport. ‘ oe anes Corp. s 
oney Islan ve. 
Telephone JAckson 2-1616 2 Brooklyn 18, N. Y. B 


D. B. A. FAIR RENT-A-CAR 


727 N. Federal Highway, Ft. Lauderdale, Fla. 





AUXILIARY LEFT foot gas pedal 
fits all. cars Profitable for dealers. 
Proved for 10 years and a billion satis- 
fied driver miles. Nationally advertised. 
Guaranteed. Pat'd. List $6.95. R. V. 


MISCELLANEOUS 


INTERNATIONAL AUTOMOBILE 
CATALOGUE 


The WORLD'S GREATEST AUTOMOBILE SHOW 


A review such as was never published before! A grand 
show of all automobiles in the world. Latest saloon, sport 


and racing cars. Dreams-come-true in automobile body 


design. Experimental cars. 


The INTERNATIONAL AUTOMOBILE CATALOGUE will be pub- ] 
lished for the first time in the beginning of 1957 and will thence- 


forth appear annually. The INTERNATIONAL AUTOMOBILE CATA- 
LOGUE presents to you the automobile makes on the world 
market in about 300 true color illustrations, without any inter- 
polation of advertisements. 


The INTERNATIONAL AUTOMOBILE CATALOGUE is available in 
the first year only on subscription, at the reduced price of $8 


per copy. 


Orders at the reduced price of $8 are to be addressed to 


INTERNATIONAL AUTOMOBILE CATALOGUE 


370, Winterthurerstrasse 
by 30th, November, 1956° 


Therefore—MAKE YOUR ORDER NOW! 


* This same extension of time is valid for those dealers who have received the 


subscription prospectus! 





Car Dealer (1) 
Jobber [) 


Make of Car 


insurance [(] 


ACCESSORIES FOR SALE 








MISCELLANEOUS 


TRUCK AND 
with plastic 
masonite letters 
Signs for every 
Inc., 175 Jefferson, 


CAR SIGNS made easy 
letters. Metal, wood and 
also. Brass _ stencils. 
purpose. Jim Ramsey, 
Lexington, Ky. 
















Zurich 57 (Switzerland) 

















New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 
Truck Dealer (] 



























Manufacturer () 


Financial (_] Supplier [1] 


How to win all three through 


Quality Selling 


Selling Quality needs a well-planned, successful presentation This is a major addition to our “Continuing Program for 
to overcome the keen competition in this market. Developing Dealer Profits,” and to date over 15,000 sales- 
However, the special Quality features of your dealership men have benefited by its practical demonstrations. 
and of your car can benefit you only when your salesmen With a fine new line of 1957 models now yours to mer- 
know all of them and know how to present them in terms chandise, ask your Universal C.1.T. 
the prospect will understand. District Manager to schedule a 
To put your Quality assets to work for you, Universal showing of Quality Sells at your 
C.1.T. has created a unique two-part project. Our film, dealership soon . . . even though 
“Quality Sells,” in combination with its companion work- your salesmen have seen it before 
shop session, provides the most effective methods and tech- ... and to furnish you with mate- 
niques to overcome any price question. rial for your own Quality Workshop 
Every salesman can use these tools to turn more prospects Session. The time you and your 
into buyers and close more sales more quickly. Putting men invest will pay big dividends. 
them into practice will help build for your dealership the 
sales income and success you want. 


Watch for this C.I.T. ad in LIFE (Nov. 5); SATURDAY EVENING POST (Nov. 17); 
THIS WEEK (Nov. 18); PARADE and other Sunday newspaper magazines 
(Nov, 25); PROGRESSIVE FARMER (Dec.). 


Sg eae 
Bae Te 


we Nev ee nom 
a ie ee : 
PERRAL CT CRPOT CORPORATION ONE RARE AEN NE FO MY wcipeaiting ond 
= aeenten, Cnme A AEP eRe mm erm a 


lamer) «Universal C.LT. Credit Corporation 


Re Mia aii One Park Avenue, New York 16, New York 


MORE THAN 450 BRANCH OFFICES SERVING THE UNITED STATES AND CANADA 
Courtesy - INTecGrRity « THRIFT (In i eis idiitinne Con ion Limited) 


SINCE 1908 





